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“Well styled is half sold!” is an old 
maxim among shoe manufacturers... and 
in order to enhance the beauty of their 
most imaginatively conceived models to 
the fullest possible extent, they turn 
quite naturally to Tandrite Calf. 


The vibrant, jewel-like colors and lus- 
trous, enduring finish of Tandrite Calf 
lends added distinction to the season's 
most inspired designs ...and_ helps 
change countless undecided shoppers 


into well-pleased purchasers ! 


MAKES SELLING 


BY MAKING STYLING 


Hamilton, Scheu & Walsh Shoe Co. 
ST. LOUIS 

A famous bump toe spectator pump 

with mass stitched tip and fox. Shown 

here in all-over Hubschman’s 971 

Tan Calf with beige mass stitching. 


E. HUBSCHMAN 
& SONS, ING. 








— ryt. oy 


ising 
igning 





inning cus- 





tyling and des 
women's fine welt footwear. 
SEE OUR COMPLETE LINE, 


Your merchand 
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ability coupled with the un- 
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beatable “sculptured-to-the- 
foot" fitting qualities of 


Drew Shoes, w 
tomer loyalty for your store, 
it. 

Now is the time to get ac- 
quainted with these smartly 
styled light-weight flexible 
welts, built over the famous 
Drew 7 Basic Lasts, and 
backed by fifty years of experi- 


What a team! You and Drew 
and hold 


Shoes. 
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Tht WHITEST WHITES 


for sound reasons 
merit your 

most emphatic 
forethought 


for then. 
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A parade of 


MILITARY PATTERNS 


for soldier or civilian 


Most popular among the many Taylor-Made styles is this quartet of military 





patterns which have won the enthusiastic approval of both service men and 
civilians. They adequately illustrate the crisp styling and smart shoemaking 
characteristic of the entire Taylor-Made line .. . unfailing qualities which have 
made Taylor-Made shoes so popular in so many of the outstanding stores from 
coast to coast. And Taylor-Made national advertising has made millions of men 
familiar with the Taylor-Made name, reliability and smart styling. 

E. E. TAYLOR CORPORATION...BOSTON, MASSACHUSETTS 
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1943 will be the walking-est year American women 
have ever known... and customers will be looking 
for the store that has the best-known, best-looking and 


most comfortable shoes. 


That’s Where SELBY Merchants Benefit 


BUT — under Government regulations, salesmen will 
encounter increasing difficulties in calling on you . 

gas rationing will restrict their territories . . . and the 35 
miles per hour speed limit will slow them considerably. 


October 24, 1942 


It’s quite possible that transportation bottlenecks will 
develop and affect both travel and transportation in 1943. 

America’s War Effort comes first! All of us are happy 
to comply with anything our Government asks or needs. 
We urge you — one and all — to buy early for Spring. . . 
attend the National Shoe Fair . . . and give us all the 


time possible to make and deliver your Spring orders. 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 


New York Office: 3120 Empire State Building 
New York Retail Store: Fifth Avenue and 38th Street 
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A BENCH MADE 
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of course were all 
busy helping Uncle Sam 











. but you owe it to yourself to 


Cambridge 


NATIONAL SHOE FAIR 
NOVEMBER 2-3-4-5 
HOTEL MORRISON 


ROOMS 1231-1232 


NEW YORK OFFICE: Rooms 830-843 Marbridge Bldg., 47 W. 34th St. 
CHICAGO OFFICE: 317 W. Monroe Street 
LOS ANGELES OFFICE: Arcade Building, 542 S. Broadway 
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STETSON 


Shoes 
As 


STETSON 


4 


FOR MEN AND WOMEN 


The new spring lines of shoes for men and women bear out 





Stetson’s reputation for top-notch styling and the finest 
workmanship. They are conclusive evidence of the fact that, 
although a portion of our present production is on Govern- 
ment.orders, Stetson shoes are still available for civilian 
wear. We believe you will find this group of styles well 


worth your examination. You will be welcome at 


Rooms 732, 733 and 734 
THE PALMER HOUSE e CHICAGO 


THE STETSON SHOE CO., INC., South Weymouth, Mass. 


Also at the Hotel Vanderbilt, New York, November 1 to 15 (Women’s Styles Only) 
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: A lhem at the 
SHOE SHOW 


In Rooms 732, 733 and 734 at 


The Palmer House, Chicago 


ARNOLD Authentics have become ‘‘the shoes of the moment.”’ 
Their classic styling together with their famed G/ove Grip com- 
fort combine to emphasize Arnold's position of leadership in 
the outdoor field. The Arnold Azthentics program for 1943 is 
timely and important. You are cordially invited to come in and 
let us tell you about it. M. N. Arnotp SHoz Company, 


South Weymouth, Mass. 


RNOLD 


FOR MEN AND WOMEN 


with the 
GLOVE 
GRIP 





_| 














a Also at the Hotel Vanderbilt, New York, November 1 to 13 (Women’s Styles Only) 
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Women everywhere love these shoes because they have been 

consistently outstanding in STYLE, QUALITY and VALUE. They know 

them because these shoes have been consistently and extensively nationally 
advertised in leading magazines. They are shoes that are sought eagerly and purchased 
with confidence by your customers. Wohl Shoe Company will endeavor to continue 

to provide the very best shoes possible within such limitations as may be 

dictated by the need to protect our national security. Our interests 


in serving you are second only to our desire to serve the nation. 


SAINT LOUIS, MISSOURI 


October 24, 1942 
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Foot Joy’s National Advertising Theme 
Packs New Sales-Making Power! 


In Foot-Joys* you’ve got a shoe that many famous golfers and 
baseball players wear. That’s a sales story bound to click with men. 
And that’s the story your customers read in Foot-Joy’s national 
advertising in ESQUIRE, and in THE NEW YORK TIMES every 
Sunday. To your profit ...if you're a Foot-Joy dealer with street. 
sport and dress styles on hand to meet the demand! 

If you’re not a Foot-Joy dealer don’t pass up a profit opportunity 
like this. Write for the handsome Foot-Joy Shoe catalog and com- 


plete information today! *T. M. Reg. U. S. Pat. Off. 


FOOT-JOY 


as advertised in fq UULL. 
10 GREAT CHAMPIONS 


it WEAR FOOT.JOY 


FOOT-JOY SHOES J 


Tie Your Store Into Foot-Joy National 
Advertising. Write for free ESQUIRE window 
card—showing color ad. 





Makers—FIELD AND FLINT CO., Brockton, Mass. — Also Makers of Dr. Locke Shoes for Men and Boys 
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SHOE MANUFACTURERS use this heel to 
“CUSHION” THEIR RETAILERS 


@ One of the best ways a manufacturer can 
protect his retailers during these difficult 
wartimes is to keep them supplied as long 
as possible with products of recognized 
quality and standing. 


Shoe manufacturers are doing that today by 


equipping their shoes with Goodyear heels. 


In times like these, when the public half 
expects to be sold “substitutes,” it is even 
more welcome than usual when they see 
Goodyear heels on a pair of shoes. 


Wingfoot—T.M. The Goodyear Tire & Rubber Company 


Naturally, like all other heels, Goodyear 
heels are now made of Regenerated Rubber 
—to comply with Government regulations. 


But Goodyears are made only from high- 
grade stocks regenerated in Goodyear’s own 
plant. 


This quality-control assures the best rubber 
heels possible under today’s conditions. 


Now, as always, Goodyear heels are helping 
to sell shoes and to 
protect shoe retailers. 
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GOOD, YEAR 


HEELS 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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A NAME WHICH STANDS FOR P 


Simplicity of design calls for the trim 
neatness and refinement which are Compo 
characteristics. It is, therefore, natural that 
the advantages of this improved technique 
are more appreciated now than ever before. 
Equipment and adhesive as developed by 
Compo provide the most highly approved 
and efficient method of making shoes ac- 


cording to the requirements of today. 


COMPO SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





IN THE ART 0 


OR PROGRESS AND IMPROVEMENT 











On the top of the huge furnacein which Vita- 
Tempered Steel Shanks are processed, an 
electronic tube “watches” the red hot metal. 
The slightest change in color, an indicator 
of temperature, is instantly detected and 
numerous controls act to maintain the de- 
sired heat. No human supervision could be 
so close —so quick to act. 


Moving continuously, the shanks are heat 


treated, quenched in hot salts (where a fun- 
damental change takes place in the grain 
structure of the metal) washed, rinsed and 
dried. The electric eye is but one of the 
coordinated temperature and time controls 
which operate automatically to produce 
steel shanks with unusual uniformity of 
bend and temper —in individual shanks and 
throughout entire lots. 


OTHER SHOEMAKING ADVANTAGES 
WITH VITA-TEMPERED SHANKS 


1. This new and different method of tem- 
pering, called ‘‘the first fundamental change 
during modern times in the art of heat treat- 
ing steel’’—provides a harder, tougher and 
more rigid shank. 


2. Vita Tempering avoids the shock of con- 
ventional quenching methods by immersing 
the shanks in a bath of molten salt. Stresses 
and strains in the metal which would cause 
distortion, are thus eliminated. 


3. Specially processed gases are introduced 
into the furnace to do away with dirty carbon 
scale on the surface of the metal. The elim- 
ination of the oil quench further adds to the 
cleanness of the shanks. Clean shanks mean 
cleaner shoes. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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OU| SHOE WILL BE KWVOWN AS 





The President of the United States has 
requested that the use of the name, 
“Red Cross’’, be discontinued in con- 
nection with any commercial product. 


The Red Cross Shoe, as you know, has 
borne this proud name for many years 
—as a matter of fact, for over 50 years. 


However, the makers of this famous 
footwear, and the more than seventeen 
hundred fine merchants from coast to 
coast who sell Red Cross Shoes, are 
acceding, during this critical war 
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HE UNITED STATES SHOE CORPORATION -« 


WN) MU 


period, to the wishes of our President. 


Next Spring's line of Red Cross Shoes, 
soon in production, will, therefore, be 
known as Gold Cross Shoes—and they 
will be advertised as ‘Gold Cross Shoes 
—famous for over 50 years as Red Cross 


Shoes.”’ 


Gold Cross Shoes will be made by the 
same people, over the same “‘Limit”’ 
Lasts, in the same factories, and sold 
by the same dealers. Actually, Gold 
Cross Shoes will be Red Cross Shoes. 


GOLD CROSS SHOES . . . FAMOUS FOR OVER 50 YEARS AS RED CROSS SHOES 






CINCINNATI, 



































Every Shoe Necessary for a Successful 


Juvenile Business in 1943 


CURTIS -STEPHENS -EMBRY 
at the National Shoe Fair 
Palmer House, Rooms 728-729 
Chicago, November 2-3-4-5 





c Juvenile Shoes 





Pre -fek -fiv mm SHOES 
The Shoe That Correctl 
Sentans Glande Gon FOOT GUARD Beéy Shoes 


PLAY WEAR %(2#4, Child's and Misses 
Popular Price Goodyear Wells 


ALL IN-STOCK 


Representatives at National Shoe Fair 
LARRY OBERT HARRY TEFFT 
LLOYD PAYNE DEWEY WILLIAMS 


CURTIS-STEPHENS-EMBRY COMPANY 


Reading, Pennsylvania 


Reading, Pennsylvania 





























He’s rough and tough and ready — but always a gentleman. 
He’s proud of the way he comes out of the worst scrapes with 
a grin. He stands for Brogandi (grained goatskin) — a leather 
as smart, comfortable and rugged as ever went into a service- 
able shoe. 


The gracious lady of kidskin . , , 
cool, dainty and dependable. 
Everyone looks to Evaline for 
comfort and beauty, knowing 
that she can be counted on to be 
feminine and smart. She always 
did and always will have a place 
in fine footwear — war or no war, 











He’s a pig with a tale... recently 
adopted by the family and already 
first in the hearts and shoes of 
his countrymen because of his 
sincere qualities. He's rugged, 
too, and his airy hide makes him 
a very healthy specimen. 





Ler’s talk about Victory rules instead of war re- 


strictions. 

A good thing to remember is that the less fuss you 
have in a shoe the more you need good-looking 
leather... and that’s where we come in. 

We all three join hands and offer you all we’ve got 
to make a smarter, healthier and more comfort- 
able shoe world. As we see it, that’s the way to 
VICTORY. 


SOHN RB. EVANS & COMPANY 
CAMBEN, NEW JERSEY 












GRAINED GROUP 
Cara (shrunken) 


Brogandi 


Bokhara 


GLAZED and DAWN 
Ruby (black) 
Peerless Colors (appers 


Peerless Linings 
(in the approced shade 





SUEDE 
Peerless Black a 
Peerless Tofbuk (white 


Peerless Colors 
(in the approved shade 
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JIMMY PIG and SISTER BO’ 


(in the approved shade 





Evans & G 











SOLES 


hades 


4 hee 
~ AVON 
| 


hades 


BOs 


Te 


> ber 24, 1942 


‘ss 
a 


FOR LONG, HARD WEAR AVON 
SOLES OFFER THE Sole-ution 


Yes, we’ve gone to war—head, heart and 
Sole. Rubber soles and heels are being worn 
by the different branches of the armed forces 
and are giving durable, dependable service 
unmatched by any other material. And while 
giving a lift to the feet of our fighting men, 
Avon is also supplying soles for civilian 
service. They’re made of the best available 
materials and with the full cooperation of 


the government. 














FoR 23,900,000 people 


each week LIFE is an important source of information. 


Today these millions look to LIFE for the truth about what is going on in the world. 
In the months to come, with shoes as necessary as they have ever been, LIFE 
offers shoe manufacturers the selling advantages of LIFE, the great national 
forum where all members of the family gather. 


During 1942 the following lines are being advertised in LIFE: 


CAT'S PAW RUBBER CO., ING. 
RUBBER HEELS 


COMMONWEALTH SHOE & LEATHER CO. 


CRADDOCK-TERRY SHOE CORP. 
NATURAL BRIDGE SHOES 

DOUGLAS, W. L., SHOE CO. 
SHOES — MEN 

DUNN AND McCARTHY, ING. 

ENNA JETTICK SHOES 

EVANS, L. B., SON CO. 
SLIPPERS — MEN 

FLORSHEIM SHOE COMPANY, THE 
SHOES — MEN 


GENERAL SHOE CORP. 
SOYS’ SHOES 

FORTUNE SHOES — MEN 
JARMAN SHOES — MEN 


FREEMAN SHOE CORP., THE 
SHOES - MEN 


GOODRICH, B. F., CO., ING, 

HOOD RUBBER SHOES 

HECKER PRODUCTS CORPORATION 
SHINOLA SHOE POLISH DIVISION 


INTERNATIONAL SHOE CO. 


POLL PARROTT & STAR BRAND SHOES — CHILDREN 
GOOSE 


JOHNSON, STEPHENS & SHINKLE SHOE CO. 
RHYTHM STEP SHOES — WOMEN 


KEITH, GEO. E., COMPANY 


WALK-OVER SHOES — WOMEN 
WALK-OVER SHOES — MEN 


KREIDER, A. $., 6O., THE 
CHILDREN’S SHOES 


MILIUS SHOE CO. 
LIFE-STRIDE SHOES 


OLD MEXICO SHOP 
SHOES — MEN & WOMEN 


O’SULLIVAN RUBBER CO., Ine. 
RUBBER HEELS 

PANTHER-PANCO RUBBER CO., ING. 
RUBBER HEELS 


PRESCOTT, J. L., 60. 
SHU-MILK (FORMERLY SHU-MILK PRODUCTS CORP.) 


REED, E. P. & GO. 
MATRIX SHOES — WOMEN 


REGAL SHOE COMPANY 
REGAL SHOES — MEN 


SANDLER, A., 60. 
ALL AMERICAN SHOES FOR WOMEN 


STONE-TARLOW 
ELEVATOR SHOES 


TAYLOR, E. E., CORP. 
SHOES — MEN 

UNITED STATES RUBBER CO. 
KEDS 

UNITED STATES SHOE CORP. 
RED CROSS SHOES — WOMEN 


WEYENBERG SHOE MFG. CO. 
PORTAGE SHOES — MEN 


| LIFE CARRIES MORE ADVERTISING OF MEN’S, WOMEN’S 


_ AND CHILDREN’S SHOES THAN ANY OTHER MASS MAGAZINE 





LOOK AHEAD! 
Switch to Scuffless “PYRAHEEL” now! 


Alligator or lizard types 


Matches leather—Wears Better 


And Boy O Boy! When 
gets out into wartime life, women know it 
and bless it for a score of virtues. 


“*Pyraheel”’ 


Don’t Delay! A lack of leather for heel “Pyraheel” 


coverings need not handicap your shoes. 
All but a small part of your covered heel 
types could and should be made with 


resists scuffs, scars, 


Du Pont“ Pyraheel” plastic heel covering. 

“Pyraheel” is used like leather—looks 
like leather—and wears better. You can 
recognize it by a hard, rock-like ring when 


scratches, gashes. It doesn’t peel or fade 
—doesn’t pick up oil or mud. Even in spike 
styling, it is sturdier—keeps its good looks. 
E. I. du Pont de Nemours & Co. (Inc.), 


you tap it with a pencil. Plastics Dept., Arlington, N. J. 


Any maker can... Ask for shoes made with“ Pyraheel”’ 


“~PYRAHEEL 


REG. U. S. PAT. OFF. 


Most makers use it... 


POND Sgpee- 


LIVING . CHEMISTRY 


BETTER THINGS BETTER - THROUGH 
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SEE THEM AT TAME Lola : 


The greatest “Co-operatt TO UUNING ele” , 
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of Men's Shoes is awaiting Voge tenet = 
Sagara 


tion-PALMER HOUSE Room “789” 
(“Think of lucky ‘7’ and make it a 
straight 7-8-9"") . AIR-O-MAGICS 
are all in-stock. Our manufac- 
turing set-up is such we feel we 
can continue to service you well. 
7 
Visit room 789 and see more “features” 
(“88" strong customer appealing features) 
than you ever realized could be incorporated 


in a men's welt dress shoe line. ’ Zewanys ~~ 
“UST as nas? 


4o "164 , —.. : 


Welcome 7° 71, SHE FUR = ——") 


UO OLMUGY ss 0s 


LIR<O-MAGICS—the shoes ot ith the hand ‘Molded= to ee | 
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AT Pledge of 


Patriotic PerFORMance... 


I, acceptance of the specifications of Conservation Order M-217, the 


JOHNSONIAN organization now pledges its entire cooperation to the 


War Production Board. 
The name JOHNSONIAN is seen 


in show windows and in shoe 
stores the country over. It gained We have always made useful shoes, with high perFORMance value and 
this national importance through 
the direct loyalty of merchants will continue to abide by our policy — “Better Shoes for Less Money.” You, 
who have critically compared 
and then selected JOHNSONIANS 
for their high perFORMance 


as a merchant, can assure the public that an immense factory system, 


under one management, from tanner to factory to distributor, will use al 


value. 


of its skills and experience to give you JOHNSONIAN, “The Smartest Shoes 


on the Square.” See the new line at Palmer House, Room 889. 


SOMETHING HAS BEEN ADDED Lanitized FOR PROTECTION 


| 0 H N S 0 | IAN DIVISI 0 N senvicorr-soHNSON » NEW YORK CITY + ENDICOTT,N.Y. + ST Louis, #1550! 





IS SO POPULAR 
BECAUSE: 


1460 
GABARDINE SHOES ARE MOST ACCEPTABLE 
TO AMERICAN WOMEN BE- 
CAUSE THEY ARE LIGHT AND 
COMFORTABLE. 





SECOND 1460 
GABARDINE SHOES MEET TODAY'S DEMAND 


FOR SERVICE AND SATISFAC- 
TION. 


1460 
GABARDINE SHOES TRIMMED WITH BLACK, 
BLUE AND VICTORY BROWN 
LEATHERS ARE SMART AND 
PRACTICAL. 


FOURTH 1460 
GABARDINE TODAY IS OF THE SAME FINE 


QUALITY WHICH MADE IT THE 
OUTSTANDING SHOE FABRIC 
FOR YEARS. 


S. EINSTEIN, ive. 


ONE PARK AVENUE, NEW YORK CITY 





ST. LOUIS — CINCINNATI 
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Uhe Chicago Fair 
HOTEL MORRISON 
ROOMS 1129 - 1130 
NOVEMBER 2,3,4,5 


lester Fivcus SHoE CORPORATION 
737 DOANE STREET ¢ NWEW YORK CITY 





The advertisement 
at the right is one of 
a series that is now 
appearing in con- 
sumer magazines 
from coast to coast. 


KEEP CLEAN... dirt, oil, grease, and 
acid are enemies of rubber. 

DRY SLOWLY... away from stove or 
registers to prevent brittleness and cracking. 
KEEP OUT OF SUN... waterproof foot- 
wear will last much longer when stored in 
a cool, dry, dark place. 





COOKING 
FOR 


rubber. Throwing your rubber 

footwear down beside the stove is just 

. : one more way to help the Axis by using up per- 

fectly good rubber. Make the Ball-Band Rubber Footwear you 
now own last as long as possible to-SAVE RUBBER. 
THIS IS HOW TO MAKE YOUR RUBBER FOOTWEAR LAST: 


When You Must Hove New Footweor 


LOOK FOR THE RED BALL 


Mishawake Rubber and Woolen Mfg. Co., 473 Water St., Mishawaka, Ind. 


E AXIS 


AVOID WRINKLES WHEN NOT IN USE 
... creases cause cracks and breaks. 

PUT ON AND TAKE OFF WITH CARE 
...acareless jerk may tear uppers or linings. 
SALVAGE... turn in your worn out rub- 
ber to your local salvage committee. Old 
rubber can be reclaimed. 





BALL BAND 


REG. U. S&S. PAT. OFF. 1901 


This is a Message for Merchants, too 


Consumers are told in effect in the adver- 
tisement above that every pair of Rubber 
Footwear they have is valuable and should 
be well cared for. Every extra day's 
service that results from proper care means 
a little rubber saved. Multiply that little 
saving by millions of wearers and the sav- 
ing is tons of rubber. Every ounce of rub- 
ber is needed to help win the war. 


Your stock of Rubber Footwear is more 
than just so much merchandise—it is a sup- 


MISHAWAKA RUBBER & WOOLEN MFG. CO., MISHAWAKA, IND. 
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ply of a vital war material. It should be 
taken care of and sold to your trade with 
this fact in mind. Every pair. of Rubber 
Footwear will be needed. Customers 
should be asked to buy only what they 
need now, so the supply will take care of 
every person possible. They should be 
told, too, how to take care of their Rubber 
Footwear to get full wear from it. By follow- 
ing such a selling plan you will best serve 
your customers— your country—and yourself. 











AMERICA LOOKS TO THEN! FO 
THEY LOOK TO... 


KITCHENER 


K ITCHENER, the leather of service, is more 
than a name for leather, it’s a symbol for the 
excellence of the equipment America issues to its 
Armed Forces. For those Americans who are 
protecting us, nothing can be too fine . . . That 
is the reason why KITCHENER has enlisted for 


the duration. 


Northwestern 


BOSTON, MASSACHUSETTS. 


~ ‘fey Nhu CTH. L cielhe 7, 


wild ( e (re THIELE 


NORTHWESTERN 
LEATHERS 


Elko 
Sootan 
Kitchener 
Russide 
Chrome Custom 
Deerskin 





FoR YOUR SECURITY 


Lom 


R emember KITCHENER, We ask you, when you specify leathers for your duration shoes. Remem- 
ber KITCHENER, as you knew it, it’s toughness and pliability, even after extremes of heat, cold 
and wetness. Keep it in mind for the shoes you’re going to need after Victory has been won. 
Because of the vital role kiTcHENER is playing in shoes for well Armed forces, we’re learning 
many new things about it every day, things we didn’t know and which we believe will make 
KITCHENER a better leather for the thousands of pairs of shoes you're going to need after this 


present job is done. 


Meanwhile, there are other Northwestern leathers available 
for duration shoes . . . Leathers that will make you proud 
of the part you are doing in keeping 120 Million Americans 


on the home front well and healthfully shod 





Leather Company Trust 










































































Carr's reputation 
for true color 


tones continues 
to excel in the 
new approved 
government 

shades. -* * 


* 


CARR. LEATHER CO. 


PEABODY, MASS. 





October 24, 1942 





SONVERSE cocs 0 


| 


| 
| 


A never-ending procession of ships ploughs through 
the seven seas, bringing to the world’s far-flung battlefronts 
the men and material vital to victory. Converse sails the seas 
with the heroes of America’s navy and merchant marine .. . 
for more and more of our doughty seamen are being pro- 
tected with waterproof spray-suits and life-saving “overboard” 
suits that flow from the Converse plant in ever-increasing 
volume. Into these “sea-going”’ garments, Converse builds the 
quality that has been typical of Big ‘C’ Line Waterproof Foot- 
wear for more than thirty-five years. With Victory, America’s 
better footwear retailers may again look forward with pride 
and confidence to featuring Big ‘C’ Line Waterproof Footwear. 


BUCKLE 
OVERSHOES 


BOOTS 


LEATHER 
TOPS DRESS 
GAITERS 


CONVERSE RUBBER COMPANY, MALDEN, MASSACHUSETTS 


CHICAGO NEW YORK 
212 W. Monroe Street 200 Church Street 











Special Note to 
CONVERSE DEALERS 


lor the present. . and so long as regulations per- 


mit... Converse will continue to manufacture 


a limited production of PATRIOT BRAND 
it ale rproof lar livear, the be sf possible quality 


my sy? 
avatlable under WPB restrictions 





No nation, under a democratic form of government, has ever 
been called on to perform the miracles expected of us today. 

No aggressor could conceivably expect this nation to sit by 
and idly watch the sacrifice of other nations. 

War has been forced upon us — American homes and industries 
will more than answer the challenge. 





THE UNITED STATES LEATHER COMPANY 


NEW YORK e BOSTON e CHICAGO e ST. LOUIS e RICHMOND e CINCINNATI 
McADOO & ALLEN NELSON-RONEY CO. 


Philadelphia San Francisco 


CUT SOLES HILLIARD & MERRILL DIVISION BOSTON 
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See American Gentleman Shoes 
National Shoe Fair 


Palmer House, Room 778 
Chicago 
Also on Permanent Exhibit at 
Marbridge Building, Room 539 
New York 


THE VALUE SHOR . .. RETAI 


MEN’S DIVISION~CRADDOCK-TERRY SHOE CORPORATION 
LYNCHBURG VIRGINIA 





e proudly give yu AMERICAN GENTLEMAN—a line which we 


sincerely believe offers the most outstanding opportunity in men’s shoe retailing 
today; styled in the American way, simplified, but smart and eye-appealing, by men 
who know style—for men who want style; they’re made over fine-fitting lasts that 


give you “clear sailing” at the fitting stool. 


High standards of materials and workmanship, the resources of our company, plus 
over half a century of experience in manufacturing men’s shoes go into the making 
of every pair of AMERICAN GENTLEMAN SHOES. Here is a line priced to meet a 
growing demand for a man’s shoe that is “right for the times”; one that has ready 


consumer acceptance; one that gives you the mark-up you deserve. 


Are backed by thoroughly planned national advertising; newspaper promotion: 


direct-mail, display and other merchandising helps. 


Tie up with this great name; this great line—a line which truly sets a higher stan- 
dard of quality and craftsmanship in its field. A real American shoe .. . a real 
American opportunity .. . AMERICAN GENTLEMAN. 


Write today for full details 
MEN’S DIVISION — CRADDOCK-TERRY SHOE CORPORATION, LYNCHBURG, VA. 
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Will YOUR 
Spring Line 
include 





S-T-R-E-T-C-H-A-B-L-E SHOES? 


JA S a quality shoe manufacturer, you definitely 
need not abandon the production of styles requir- 
ing elasticized backing fabrics. You need not 
relinquish the proved sales volume so consistently 
returned by form-fitting footwear. 


For atoll is the war-born material that 


has supplanted the elasticized fabric which is now 
unavailable. 


So adequately does atoll meet the de- 


mands at the moment that it has already been 
incorporated into current styling by America’s 
foremost makers of topgrade footwear. 


If you wish to include stretchable shoe styles in 
your spring line, count on; . If 
yours is a name that stands for quality footwear, 
we will do our utmost to keep you supplied 
throughout °43 with substantial quantities of 

. Particulars will be given on writ- 
ten request. 


PAT. APPLUED Foe 





BRISTOL % DABRIGS! 























+ Pak 
paar 
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MR. SHAKESP: 
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Shakespeare, able dramatist that a uttered ‘a al 
challenge in his lines: “What's in a came? A Tove Ey 
any other name would smell as sweet.” But he didn't 
foresee the value of a good name in merchandising! 
In men’s footwear, the name CURTIS is the syn- 
onym for style, foot comfort and vital value to mil- 
lions of men. Today as in past wars, hundreds of 
thousands of U.S. men in service are safely shod in 
sturdy, healthful service shoes produced by Curtis 
shoemakers who inherit the skill of four generations 
of fine shoe craftsmanship. 
The same thorough, painstaking attention to 
every element of honest shoemaking, inherited from 
bench-shoemaker forebears, is a part of the in-built 
quality of Curtis civilian footwear for particular men 
—and of the trim but rugged service footwear by 
Curtis now treading the decks of American naval 
ships on the seven seas. 


No. 892 
Brown Plain Toe 
Blucher Oxford, 
Reverse Seam 
Eyerow, Burly- 


Construction 
IN STOCK 7] 


...@ name worthy to be 
featured by America’s 
leading shoe retailers! 


Showing at Palmer House Curtis Shoe Company, Inc, 
Room 781, Chicago, Nov. 2-5 Mariboro, Massachusetts 
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—to step up sales on your military- 
type shoes with Gallun’s bright 


Normandie Calf 


What does the Man of the Hour demand 


in a shoe leather? Handsome appearance, 
for one thing. (Normandie Calf has a beau- 
tiful hand-boarded grain and rich, warm 
colors.) . . . Comfort, for another. (Like all 
the famous Gallun vegetable tannages, 
Normandie Calf is glove-soft from the first 
wearing to the last, in spite of all that rain 


and sun can do.)... And, of course, a gleam- 


42 


ing finish. (Normandie takes a high polish, 
bright enough to satisfy the most critical 
colonel.) ... Nor is the appreciation of these 
properties limited to the military. Men and 
women in all fields value the distinction and 
healthful ease of Normandie Calf... Make 
the most of the trend. Put the Gallun num- 
bers at the top of your next order... A. F. 
Gallun & Sons Corporation, Milwaukee, Wis. 
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AYBE a customer comes into 

your store looking for her 

favorite, fancy last year’s model— 

And maybe she’s a bit disappointed 

and surprised not to find it! But 
you don’t have to stop there! 


That’s where you tell her how the 
Government made a small allot- 
ment of rubber to manufacturers to 
provide rubber footwear for neces- 
Sary civilian health protection. . . 
How W. P. B. restricted styles. 


* That’s where you tell her that 
Hood and B. F. Goodrich “know 
how” produces “Duration Quality” 
tubber footwear, which gives-more 
Service and better looks than 
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would seem possible under the 
circumstances. A folder in every 
pair tells your customer how to 
take care of what she buys. 


She’ll be glad to know that Hood 
and B. F. Goodrich “Duration 
Quality” is made over the same 
lasts, by the same scientific factory 
methods, and by the same skilled 
craftsmen as the famous Hood and 
B. F. Goodrich footwear of other 
years. 


And she won’t kick at passing up 
colors and frills—to help lick the 
Axis—when she can get something 
as serviceable as “Duration Qual- 
ity” for herself and her family! 


Put it up to Mrs. Customer—she 
won’t let you down! She'll realize 
that in buying this footwear she is 
getting essential health protection 
and is making a patriotic saving of 
vital rubber. Make sure your cus- 
tomers need rubber footwear and 
sell them only what they need. 
FOOTWEAR FACTORY, WATERTOWN, MASS. 


ood Rubber Co. 


_A DIVISION OF 


a gk 


he. cs 2 


FIRST IN RUBBER | 











Localized Tast factouies 





Va BTA 


~shoe manufacluhors—today, in retail stores everywhere, the shoes of 
many manufacturers are making or maintaining a reputation for fine 
fit in all sizes and widths because they are made over United lasts. 


-Cimbutans —NMillions of shoes on the active feet of young and old 
Americans — students, workers, housewives, and Service men, fit bet- 
ter because the original models were made by United craftsmen and 


the lasts produced by the latest technical processes. 


-the WarLffort— Part of the United Last Company's manufacturing 
facilities are engaged in war production, but United Last Factories 
will continue to give dependable service in meeting the needs of the 
industry with “ Fit Foremost Lasts”. 
U N | T 7 D L A q T Cc re) M PA N y FITZ BROS. CO., Auburn, Maine EMPIRE LAST WORKS, Rochester, N. Y. 
UNITED LAST CO., Brockton, Mass. KRENTLER BROS. CO., St. Louis, Mo. 
T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., Milwaukee, Wis. 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS stewart a Porter CO., Brooklyn, N.Y. UNITED LAST CO. LTD., Montreot, P. @ 
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SORPASS £70 CEATHERS 
FOR BETTER LOOKING SHOES 


FOR THE DORATION— 


1943 SHOES will depend, more than ever 
before, on the expertness of their shoemaking 
for eye-appeal and saleability. Pattern and 
last restrictions make it essential that manu- 
facturers take full advantage of the quality 
inherent in shoe materials. For years Surpass 
black and colors have been the inspiration of 
designers working on classic shoes. Uniformity 
of weight, high quality, and the richness of 
surface make it the ideal leather for practically 
all simplified 1943 shoes. With style and color 
enlisted for the duration, manufacturers using 
Surpass leathers, and retailers selling their 
shoes, have a friend indeed in rich-looking, 
longer-wearing Surpass Black, 

Colored Kid, Capre, Suedes and 

Linings . . . Always the buy-word — 

Now the Style word. 


SURPASS LEarz, 
Sin R WESTMORELAND Sraccr VT COngpanyy 


Pp 
WILADEL PH1A, PENNA. 
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During the past year an American 
legion of men have learned and eagerly 
applied the first lesson of these all-out war- 


times: Buy the best. 
(... especially Shoes) 


Millions more will learn and apply this lesson 
as radical changes in the nation’s accustomed 
way of living and method of transportation 
become full realities. 

(...t0 walk much and fast re- 


uires shoes built to perform 
Iris well and effortlessly) 


And a name nationally recognized as certain 
identification of highest quality footwear is, 
and will be increasingly, the power magnet 
of buying to the American public . . . both 
in and behind the fighting forces. 

(... that name is 


HANAN) 
You are asked to personally inspect 
HANAN HURDLERS, 
MASTERLASTS and TOUCHSTONES 


including the Styles approved by 
Officers and Men of the 
Armed Forces 


ROOM 796, PALMER HOUSI 


NATIONAL SHOE EAIR 


NOVEMBER 2 TO 5 











BUT WE'LL ALL MAKE THE GRADE 


In this connection, you are invited to see 
how completely we have conformed 
with WPB production orders and still 
faithfully safeguarded the footwear satis- 
faction of a wartime trade that needs and 
demands highest return from every item 
of personal apparel... and brooks no 
compromise. With men in the armed 
forces and in the production forces, Smith 


Shoes have widespread priority rating. 


Visit Room 796 
CHE PALMER HOUSE. C! 
NATIONAL SHOE FAIR& 


» S rnelusive 

















J.P. SMITH SHOE COMPANY 


CHICAGO 
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TO THE GREAT AMERICAN SHOE INDUSTRY, 


which is playing such a vital and honorable role in 
Our Country's War Effort, 


BOOT AND SHOE RECORDER 


Extends its Greetings and Best Wishes for a Success- 
ful National Shoe Fair in Chicago, November 2, 3, 4 
and 5, 1942. 


WE trust that this great gathering may prove a useful contribution 
to the undertaking in which the nation is engaged and upon which 


depends the future success, prosperity and existence of Our Industry. 


We look to the War Conference Meeting and Market Week to 
clarify our thinking and point the way to a solution of many of the 
problems that confront us. It should prove of inestimable value in 
these troubled times by affording an opportunity for merchants, 
manufacturers, executives and sales representatives to co-ordinate 
their efforts and plan for the more efficient discharge of their 
responsibilities to the Nation, the men of the Armed Services and 
our fellow-Americans engaged in the important wartime pursuits of 
civilian life. 

Thus may the coming National Shoe Fair- in Chicago help us to 
speed the glorious day of Victory. Peace and Prosperity for All 


Americans. 
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1 AM GIVING THEM 
TO EVERYONE 


GRADE UP! 


STOCK UP! 


for the biggest 
slipper business 
vou ever had 


THE XMAS market for slippers will 
be the biggest in history. Millions 
of people who have always wanted 
Daniel Green slippers are going to 
have the money to buy them. Daniel 
Green’s is the only slipper advertis- 
ing that reaches these millions. 


GRADE UP to meet this demand 
with the one line of slippers that 
everybody knows is tops in quality. 
STOCK UP with additional pairs and 
sizes... especially in the six fast- 
selling styles featured in Daniel 
Green’s big five-magazine advertis- 
ing schedule. 


WRITE NOW for Christmas selling 
helps and Daniel Green display 
material. DANIEL GREEN CO, 
Dolgeville, New York. 


4 As advertised in color in LADIES 
HOME JOURNAL, WOMAN'S 
HOME COMPANION and VOGUE. 
* In MADEMOISELLE and 
CHRISTIAN SCIENCE MONITOR 
in black and white... 
‘ all in December 


DANIEL GREE 


Slijpyeeu 


At the Chicago Shoe Show see 
the DANIEL GREEN exhibit in 
ROOM 886, PALMER HOUSE 
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CONCENTRATE FOR VICTORY ISSUE 
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i Trade 


ROBERT E. LEE’S shoes, bronzed 
mementos of the great general, have 
been the Editor’s prized possession 
since they were presented to him by 
the late Alfred Kohn, in remem- 
brance of his father, Jacob Kohn, 
famous shoe merchant of Birming- 
ham, Ala. 

It seemed that Jeff Davis, Robert 
E. Lee and other generals of the 
Confederacy had bought their shoes 
in that historic shoe store. 


Rn 
mW 


tt? B2@s> 


Well, we attended the Scrap Meet- 
ing of the Sales Executive Club and 
on the top of the pile put the heavy 
bronzed boots of General Robert E. 
Lee, and we hope, by that act, that 
the great fighting spirit is trans- 
mitted through the scrap to the 
scrap. 





* * * 


CUSTOMERS all—133,965,000 by 
Jan. 1, 1943, in the opinion of the 
U. S. Census Bureau. 

So, if in this issue, you see an 
emphasis put on 120,000,000, by 
that token you will know that we 
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niean over the fitting stool—the real 
service of shoes and potential num- 
ber of customers for that better ser- 
vice that comes with a fitting device 
and an experienced fitter behind it. 





U.S. 
POPULATION 


133,965,000 














The 13,000,000 difference takes in- 
to account the soldiers that are be- 
ing supplied by Uncle Sam, the very 
small babies in arms, people in 
penal and charitable institutions 
who have little choice in their se- 
lection of shoes, etc. 

Believe it or not, there has been 
an increase of 1,327,000 over Jan. 
1, 1941. More customers, more 
shoes! A rise in the birth rate is 
one of the chief reasons. “This 
large upsurge in the number of 
births,” says J. C. Capt, Director of 
the Bureau, “is attributable partly 
to an increase in the number of 
women in the child-bearing ages but 
primarily to business prosperity in- 
duced by war activity and to antici- 
pation of the draft laws.” 

It’s a good and timely subject, 
this consideration of population, 


because people need shoes and shoes 
need service and stores are in busi- 
ness to exchange shoes and services 
for money. 

Study the increasing possibilities 
of serving young people, boys and 
girls, up to the age of 18. This is 
getting to be a more important 
market because parents generally 
have more money to spend for ju- 
venile footwear. The men’s market 
between 18 and 45 is in that doubt- 


©) THE BEST IN THE HOUSE 
~ ) 





ful bracket, made so by the possi- 
bilities of universal draft with- 
drawals. 

To the other definite markets give 
your thought and attention, particu- 
larly the women now at work, with 
money to buy shoes and other 
things freely—for you can reduce 
these national figures to the totals 
within your own city, your town 
and even then you can make still 
further reduction when you realize 
that your service may be more and 
more limited to the adjacent com- 
munity, within walking distance. 

For that reason, this issue with 





its broad study of the shoe needs of 
Americans, makes the unpredictable 


to some degree, measurable. 
* * * 


s 

THE Advisory Committee of the 
Fuel Rationing Division in Wash- 
ington has good reason to urge 
civilians to take better care of them- 
selves. Fuel oil will be rationed for 
heating purposes. Sixty-five degrees 
is the safe minimum temperature 
from the standpoint of health. The 
medical and public health aspects of 
this war rationing have been cov- 
ered by Dr. L. D. Bristol, as fol- 
lows: 

“Indoor comfort and health dur- 
ing the cold months of the year are 
matters depending just as much on 
(a) individual adjustments of cloth- 
ing according to personal suscepti- 
bility to lower temperatures and 
drafts, as on (b) proper heating 
and ventilation. 

“Every individual should be 
brought to realize that he is his own 
clothing engineer, and that he may 
do much to find Winter health and 


comfort in spite of an overcool 
room. 

“The public should be made to 
understand that by a reasonable 
amount of extra clothing, the body 
adjusts itself readily to temperatures 
at least ten degrees below what we, 
in the United States, consider the 
standard temperature for dwelling 
houses. Experience of those in for- 
eign countries attest to this fact. 
Some medical and public health 
authorities have indicated that not 
only would it be safe, but actually 
beneficial to keep temperatures quite 
a few degrees lower than the com- 
monly accepted standard if addi- 


tional clothing is worn.” 
* * * 


FOOT health is a problem right in 
the hands of the shoe merchant 
these days. Government has good 
reason to urge civilians to take bet- 
ter care of themselves. Less medical 
attention will be available to the 
civilian population. Before the end 
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of the year, one-third of the nation’s 
medical forces, including 40,000 
doctors and dentists and 35,000 
nurses will be under war work. 

Civilians engaged in war work 
will be operating under higher pres- 
sure. The longer hours entailed by 
war production lower resistance to 
colds, pains and illnesses. This will 
increase as more older men and 
older women are brought into war 
industries. Millions of precious 
men hours will be wasted unless 
people are shown how to take care 
of themselves. 


YOUR JoB Is 
IMPORTANT . 





The first good rule for good 
health in so far as a shoe man and 
his service is concerned, is a stout 
pair of shoes, properly fitted, no 
constriction and no pain area—ser- 
viceable and useful, and after that, 
the admonition to keep them dry by 


changing wear on alternate days. 
+ * * 


CHESTER F. REITH of the Juve- 
nile Shoe Corporation, St. Louis, 
Mo., is a great message bearer. He 
makes a point of reproducing arti- 
cles of a challenging nature and dis- 
tributing them broadcast to cus- 
tomers and friends. A recent batch 
came to hand and included: “Are 
We Mice Or Men” by Henry Ritter; 
“Legislative Government” by Ray- 
mond Clapper, etc., etc. In his own 
handwriting, on the reprints, ap- 
pears the following: “Read this 
word for word and then you have 
work to do—do it without delay.” 

Also enclosed was the following: 
“REMEMBER—That as a 99 per 
cent rule, only the products of fac- 
tories that make money for them- 
selves will make money for you. 


—Chester F. Reith.” 
* * 


* 


THE Buffalo Courier Express had 
a special page with a text center 
and shoe advertisements around it, 
on the theme: “What Walking Will 
Do For You and Uncle Sam.” The 
base line on the page, in big type 
said: “Properly fitted shoes will put 


America back on its feet.” 


The page was a splendid hook-up 
between the forces of a nation and 
advertising, stressing the fact: “You 
will walk more this year” and what 
to do about it. 


7 . * 


SHOE stores are spreading out 
their store services. For example, 
one shoe chain in New England 
has added men’s furnishings. On 
the Pacific coast, one cigar chain 
has added shoes. So the balances 
are kept. : 

Remember this, a merchant sells 
merchandise and the more cus- 
tomers and contacts, the more need 
for more items. It does seem as 
though shoe stores could have a 
greater flow of customers when you 
realize that the average man comes 
in less than three times a year for 
a pair of shoes and he might come 
in for a dozen and one items asso- 
ciated with foot gear or associated 
with leather. 

If it is volume and turn-over you 
want, look to increasing store 
activity—for a flow of merchandise 
means greater turn-over of money. 





CARL 0. JOHNSON, who repre- 
sents the Krippendorf - Dittmann 
Co., in California, Arizona, New 
Mexico and Nevada, says: 

“Gas rationing and traffic laws 
are slowing up travel so that it will 
soon be impossible for a salesman 
with a wide distribution to call on 
the trade off the main highway, 
which makes it tough for buyers 
and salesmen alike, slowing up po- 
tential sales volume for all parties 
concerned, in addition to the waste 
of time to both buyer and salesman. 

“In this connection, small town 
buyers within easy reach of the cen- 
tral marketing section might be per- 
suaded in their own interests, to 
visit sample rooms in the large city 
near their places of business on a 
certain date, for the purpose of mak- 
ing a comparative study of lines 
and selecting their season’s require- 
ments by appointment. 
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“To accomplish this time-saving. 
gas-saving and rubber conservation, 
| would suggest that the traveling 
salesmen band together and charter 
a bus, arranging for sample rooms 
in advance, and stage a ‘Shoe Mar- 
ket Week’ in the various strategic 
cities, such as Los Angeles for 
Southern California, San Francisco 
or Oakland for the northern section, 
Portland, Denver and points east, 
spending one week in each city and 
confining the action to the buying 
and selection of lines. 

“By chartering a bus, it might be 
possible to make one-day stop-overs 
at certain desirable towns along the 
way for a get-acquainted visit to 
such a town and to stir up interest 
in the ‘Market Week’ as the trav- 
elers move along the route. 





“The start and arrival of the 
shoe men should have plenty of pub- 
licity and the traveler’s customers 
in the various towns should be 
called on to assert their influence to 
bring their neighboring buyers 
along with them for the benefit of 
other salesmen in the party.” 

* * * 


By royal decree no fuel can be 
wasted in England to give artificial 
lighting of shop windows and show 
cases, so the stores in England must 
depend upon daylight for illumina- 
tion. The decree adds that show 
cases in hotels, restaurants and sub- 
way stations are out for the dura- 
tion. Some stores go even further, 
closing their basement departments 
where artificial illumination was 
needed during the day time. 


* * * 


GEORGE HANSEN, president of 
the Retail Trade Board in Boston, 
says: 

“People are scheming, planning 
and fighting to annihilate us and 
destroy all that we have built or 
hope to build. Let us here resolve 
that if our economic system is to 
be alive after the war, we must see 
that it is kept alive during the war. 
This means that we must make our 
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system a contributing part of the 


war effort.” 
_ 7 * 


A MERCHANT in Ohio puts this 
card in his window: “If children 
will bring their outgrown rubbers 
here, we will see to it that they are 
given to other children who can 
wear them. By this plan every 
pair of rubber footwear would give 


the utmost service.” 
* + 


ITS A PLEASURE 
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T is most gratifying to note the 
way important buyers from all parts 
of the country have left the inter- 
pretations of what they can and 
cannot have up to their sources of 
supply,” says Maurice Kimel, Los 
Angeles shoe manufacturer. 
“Reorders on shoes which former- 
ly had nailheads are being okayed 
for the usage of perforations and 
stitching. That buyers have confi- 
dence in our ability to work out 
shoes conforming to M-217 is most 
pleasing. Where, in the past, buyers 
have gone in for the style and pat- 
tern elements, they are now bend- 
ing every effort toward quality and 
workmanship, and are showing ap- 
preciation of real workmanship.” 


IN Leon Henderson’s message to 
the Boston Conference on Distribu- 
tion, he said: 

“Our major drives so far, as you 
all know, have been on three fronts: 
first, in the effort to distribute war- 
scarcened goods equitably through 
rationing; second, in the effort to 
insure a stable cost of living for 
the consumer through the institu- 
tion of price ceilings; third, in the 
effort to extend those ceilings over 
farm commodities and to integrate 
the whole anti-inflation front with 
safeguards over rapidly increasing 
wage and salary payments and 
pyramiding corporate profits. 

“On these fronts—we must—and 
will—continue to press forward.” 


AN —- ME 
A TANNING 
=x Pert ! 














RiCHARD BERNHEIM, president 
of Neumann & Co., Hoboken, N. J.., 
is now Lieutenant Bernheim, at- 
tached to naval aviation. Last week 
he made his first visit to the tannery 
since his induction into the service. 

He is proud of his training and 
proud of his branch of the service 
and eager to tan the hides of the 
enemy as skin was never tanned 
before. 














“Sorry, Si; we can't find the boots you asked us to repair and camouflage.” 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR « BOOT And SHOE RECORDER 


A Self-VIGILANT American 


HERE’S a Boor anv SHoe Recorper that is keyed to 
the democratic principle that the American public has 
certain wants which must be satisfied—war or no war. 
The essential needs of this all-over population of 134,- 
000,000 people are for foot coverings that are useful and 
purposeful and contribute to the war effort by keeping 
men, women and children strong and healthy, on foot. 

The President has said it and everyone knows it—that 
this American public is willing to go further down the 
line in all-out effort than even the Congress, the ad- 
ministrators or the business men can imagine. There 
is something vastly significant in that fact. Congress 
may fall down; industrial groups may fall down be- 
cause there are factors political and economic that 
prevent timely true action. As a result, the ball has 
been dribbled for months and our fighting effort has 
been slowed-up by that period of precious time wasted 
in juggling for some little advantage. 

Here’s a glorious truth in a few words: There has 
been no instrument of democratic power so effective in 
true action as the little group of local citizens in each 
community who have been given the authority to be a 
draft board or a ration board or a protective force. 
This little group, like the New England town meeting, 
is truely representative and truly honest in its actions. 
America doesn’t need a Gestapo or an F.B.I. or any 
other secret force of police to enforce the law of the 
land when it has, in every community in the United 
States, little groups of honest people ready to enforce 
war law; because loyal and patriotic neighbors are 
willing to abide by the honesty of their decisions. 

Here indeed is true democracy. Here indeed is the 
most honest thing in America—for it is the very soul 
of our liberties and our responsibilities. 

So, effective disciplinary force does exist among a 
free people—a force that is so little understood and so 
little appreciated that very little is said about it. This 
local group of neighbors, fulfilling their duty without 
recompense, is a model for industry to follow. 

Here’s the reason why we bring the subject up. A 
major exposition of the shoes and products of the in- 
dustry will be held in Chicago the opening days of 
November. By the law, the shoes to be displayed must 
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conform with regulation M-217. By law, mind you; 
and yet it is so difficult to regulate human nature as it 
comes into play in a free democracy of industry. We 
have seen samples in process of making for this show. 
We have seen forms of evasion. You may say that they 
represent only the difference between tweedle-dee and 
tweedle-dum; but it is as much an indication of law 
breaking as an act of violent sabotage. The mind of the 
man in business may sneak down the alley of thinking: 
“My competitor is doing it; why can’t I?” Then, one 
thing leads to another and we will see shoes that are 
one-tone in the sample and two-tone in the delivery. 

A black market in shoes is as diabolical as trading 
with the enemy. Sure, styling is deep in the heart of 
business and it takes time to catch the new spirit of 
restraint. Fashion has been accustomed to its frills but 
it shouldn’t take a Gestapo to cut it out. There is a lot 
of liberty left in the new shoes for Spring under this 
very generous law M-217 to make every man who tries 
to chisel it ashamed of himself. 

A man who goes out of his way to destroy the demo- 
cratic principle of common shoes, under a common 
styling code, is doing just as disloyal an act as if one 
of our submarine captains would give the order to fire 
a torpedo when there is no enemy ship in sight because, 
after all, America can afford it and there might be, in 
the big Pacific Ocean, an enemy ship somewhere. 

Probably the little smart, tricky evasion of M-217 
will never be noted in the great sea of 134,000,000 
people but remember this, “You have to live with 
yourself,” and the scars of that sly deed may remain 
with you always. 

Now let’s come to the point of democratic action. Let 
every shoe man in every store take it upon himself to 
be a vigilant committee of one, insofar as his own store 
is concerned, and promise not to order a single pair te 
be manufactured after October 31st that isn’t -strictly 
within the letter of the law M-217. Better to be a little 
this side of the border line of compliance than to be 
one foot or one pair over the edge. 

Sell what you’ve got and welcome the day when all 
shoes will be in line. Let this be one industry that goes 


ALL OUT FOR VICTORY. 
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CONCENTRATE YOUR BUYING ATIAM 


EXIGENCIES of war, which have altered in some re- 
spects the plans for the National Shoe Fair, November 
2, 3, 4 and 5, have at the same time aroused an extraor- 
dinary degree of interest in the industry’s annual 
market week, to be held on those dates at the Morrison 
Hotel, Palmer House and Sherman Hotel, in Chicago. 

Wartime developments of immediate importance and 
vital concern to the shoe industry have tremendously 


stimulated interest in events like the Spring Style Con- 
ference and Leather Show, held last month in New York 
and the coming National Shoe Fair. Merchants, manu- 
facturers and others of the industry are interested in 
leaning at first hand from government representatives 
and business leaders about what is happening in Wash- 
ington and in connection with the war effort that may af- 
fect their operations in the immediate future. They are 
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ATTAMERICA’S SHOE 









desirous of talking these matters over with acquaintances 
in the trade and of obtaining their reactions. 

It was this interest in current events and their impact 
on the shoe business that made last month’s Style Con- 
ference the largest in history from an attendance stand- 
point, and the same factor is expected to swell the num- 
ber of shoe men who will flock to Chicago for the Shoe 
Fair. The program for the three days when luncheon 
meetings will be held will be streamlined to harmonize 
with the spirit of the times, but every minute will be 
made to count. For example, the Style Show will follow 
the opening luncheon on Monday, and while it will not 
be the glamorous and colorful spectacle of years gone 
by, it will be even more interesting and informative to 
merchants, in that it will show them the kinds of shoes 
that are pretty and practical and can still be offered to 
the public under the restrictions of Footwear Conserva- 
tion Order M-217. 

Shoe men prominently engaged in the war effort and 
government officials from Washington will be speakers 
on luncheon programs Tuesday and Wednesday. 

Aside from these three meetings, the four days will 
be given over to business, affording retailers ample time 
to inspect the lines of Spring and Summer Shoes which 
will be on display in sample rooms at the three conven- 
tion hotels. The executive offices of the National Shoe 
Fair are at the Morrison Hotel, with exhibits of shoes, 
accessories and related products there and at the Palmer 
House and Sherman, all conveniently located a short 
walk from one another in the heart of the famous Loop. 





MARKET WEEK 


CHICAGO e NOVEMBER 2-3-4-5 


Convention Meetings to Be Streamlined and Confined to 
Three Luncheon Sessions, with Style Show and Talks by 
Government Representatives as Headline Features. Manu- 
facturers to Show Newest Lines in Three Loop Hotels 











WAR WORKERS © 
NEED SHOES FOR 
WORK AND 
RELAXATION... 





ONCENTRATE 


Y OU R 


NoT long ago the Bureau of Foreign and Domestic 
Commerce in a foreword prepared for its Industrial 
Market Data Handbook of the United States warned: 

“Unless a company has some means of constantly 
checking the ‘condition’ of its market, sooner or later 
it is certain to face a situation where it either will be 
unable to supply its customers with needed merchandise 
or will find itself with heavy inventories of a product 
which it cannot sell.” 

One of the odd things about human nature is the 
apparent willingness of everyone to accept a general 
truth and the inability of most to translate that gen- 
erality into terms of its effect on the individual or the 
individual’s business. Hence we find that retailers, well 
aware of the general fact that there has been an enor- 
mous increase in employment throughout the country, 
nevertheless have to date made only a few moves toward 
taking advantage of this increase in purchasing power. 
They are not concentrating their sales efforts as effec- 
tively as they should on this new market while they 
hang on to what is left of the old. 


SELLING 


Merchants who would never think of moving their 
stores into a new city or a new neighborhood of the 
same city without first finding out what types and grades 
of merchandise will sell best in that locality, today are 
guilty of forgetting that it is entirely possible for a 
completely new market to move into their neighbor- 
hood. Not only can it happen here—it has. 

Agricultural states have become industrial. Branch 
factories are springing up overnight in the suburbs of 
industrial cities. Entire communities have been cre- 
ated where none existed before—in the short space of 
a few months; and even in those communities which 
apparently have not so benefited, men and women are 
leaving peace-time jobs, many of them of the white 
collar variety, to earn their livings in mill and factory 
in some nearby town or city. In June of this year 
1942—the Secretary of Labor reported that the number 
of workers in civil, non-agricultural employment (indus- 
trial workers, in other words) had reached an all-time 
high of 41,201,000. Another authority predicts that this 
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number will be at least 50,000,000 before the end of 
the war—perhaps more. 

Where are all these workers whose footwear needs 
must be met by having in stock the shoes they will want 
for work and for play and leisure after work? Literally 
they are all over the country. But before giving the 
exact figures as furnished by the Bureau of Labor Sta- 
tistics of the United States Department of Labor, keep 
in mind that it is in states in which you would least 
expect to find it, that the greatest degree of this recent 
industrialization has occurred. 

lowa, for instance, an agricultural state, nevertheless 
has 2512 industrial establishments in 100 cities and 
towns, an average of 25 per community. Kansas has 
1508 in 105 communities. Nebraska 1154 in 90 places. 
Arkansas has 1072; Georgia, 2858; Mississippi, 1062; 
Tennessee, 2011; Florida, 1920; and Virginia, 2238. 
The states which have always been industrialized, of 
course, have many times more than these. New York, 
with 33,368, leads all the rest. Pennsylvania, with 13,- 
050, is second. 


A MORE accurate picture of the distribution of this 
national market, however, is provided by the Bureau 
of Labor Statistics. The table which follows gives em- 
ployment as of July, 1942, by sections of the country, 
comparing these present-day figures with those of Jan- 
uary, 1941, to show the increase which has occurred in 


even that comparatively brief space of time: 


District Jan., 1941 July, 1942 % Increase 
New England 2,652,000 3,207,000 21 
Middle Atlantic 7,825,000 9,324,000 19 
East North Central 7,036,000 8,372,000 19 
West North Central 2,325,000 2,755,000 18 
South Atlantic 3,761,000 4,626,000 23 
East South Central 1,413,000 1,861,000 32 
West South Central 1,947,000 2,404,000 23 
Mountain 750,000 963,000 28 
Pacific 2,489,000 3,435,000 38 


A quick analysis of the above shows what already 
has been pointed out, viz., that in nearly every instance, 
the rate of increase in industrial employment is highest 
where you would least expect it to be if your thinking 
is conditioned by the facts of yesterday rather than by 
those of today. 


If further figures are needed to help visualize the size 
of this new or almost new market, compare the 8,000,- 
000 industrial workers given in the 1939 census, with 
the 41,000,000 estimated by the Department of Labor 
in the early Summer of this year. In that three-year 
period, the needs, first of national defense, then of 
Lend-Lease plus national defense, and now of global 
war, have served to increase the industrial man and 
woman-power of the nation more than 400 per cent. 

This is the market on which to concentrate, not to 
the utter exclusion, of course, of your regular market 
but with all the energy at your command. Look around 
you and see what changes have occurred in your own 
and neighboring communities for there is no ruling, at 
least as yet, forbidding the merchant to spread his ac- 
tivities. Trade areas are not frozen. 

One more thought. In 1939, when there were 8,000,- 
000 industrial workers, the national industrial payroll 
was $9,089,939,000. In 1942, with 41,000,000 workers, 
it will be in excess of $50,000,000,000! 


WHAT kinds of shoes must the merchant stock in order 
to prepare his business to serve this greatly expanded 
market? In the aggregate, of course, the answer is all 
kinds, for re-employment creates a demand not only for 
shoes for the worker who has been added to an indus- 
trial payroll but also for his wife, his children, depen- 
dent relatives and, indirectly, for a widening circle of 
merchants, trades people and persons engaged in vari- 
ous service industries who experience increased sales 
of goods or services as a result of his re-employment. 

The individual merchant who plans to claim his 
share of the shoe business resulting from wartime ex- 
pansion of employment should first make a careful 
study of the needs and buying habits of the people who 
fall within the influence of this extraordinary industrial 
development. In one community, a large proportion of 
the recent employees may be young women, who will 
be in the market for loafer and moccasin types of shoes 
which are now so popular among girls employed in fac- 
tories. In another community, men’s heavy-weight work 
shoes may be in demand. Most shoe merchants are 
alert to these developments affecting their own com- 
munities, but the important thing to emphasize in this 
connection is the need of accurate information rather 
than generalizations regarding the market, its needs 
and requirements. 
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TEN AND ONE HALF MILLION INFANTS 


MUST GET THE BEST WE CAN PROVIDE! 


|T is by no means a secret that the birth rate in the 
United States has been steadily climbing these past three 
years. Preliminary estimates by the Census Bureau of 
continental U. S. population on January 1, 1942, gave 
2,728,000 as the number of births in 1941; this is con- 
siderably higher than the 2,319,000 representing the 
annual average between 1930 and 1940. And, from all 
indications, 1942 is well on the way to becoming a peak 
year from the standpoint of number of births. The 
total number of children five years and under, at this 
writing, approaches the ten and one-half million mark. 

What does this mean to you, a shoe retailer? Merely 
that, all gloomy predictions to the contrary, the in- 
fants’ shoe market is steadily expanding and can mean 
a tidy bit of business for your store. 

What are the types of footwear for each stage of the 
child’s growth? First it is important to know how the 
foot develops. At birth it is a soft mass of flesh and 
cartilage, with only the heel bone formed, and with soft 
sections of cartilage where later 25 others bones will 
appear. The first covering should be light in weight, 
a sock or bootee designed to keep the foot warm and to 
accustom it to a covering. 

The second stage, before the baby begins to creep, is 
one in which careful selection is of utmost importance. 
At this time the foot is pudgy, plump, a soft mass of 
cartilage surrounded by layers of what is called “plan- 
tar fat”, a protective covering which is absorbed later 
when the muscles begin to develop. At this stage, the 
_foot requires a soft covering, shaped to fit the foot, 
high over the instep and providing ample room for 
these delicate structures. The covering must be loose, 
allowing unhampered growth. 

When baby begins to creep, the foot begins to assume 
definite characteristics. It is no longer a mass of carti- 
lage and fat; it has definite form and shape and begins 
to show indications of future development. At this time, 
the shoe must be suited to the type of foot. A soft sole 
provides flexibility and what support is needed. The 
heel is the point to watch in fitting these creeping shoes, 


for from the heel stems the support of the shoe. The 
shoe should hold the heel firmly, without pressure, 
retaining it gently in proper position. 

When baby takes his first steps, something more sub- 
stantial than the soft coverings he has been wearing is 
necessary. His muscles are beginning to develop, but 
they need help in moving the foot, and they must be 
encouraged. It is only by exercise that these soft, un- 
toned muscles can develop. A flexible sole, providing 
more support than the extremely soft sole worn up to 
now, will help these muscles to develop by bending 
easily with the foot and encouraging the baby to use 
it. It is essential at this point to fit the heel properly; 
the heel of the shoe should grip the heel of the foot 
firmly but gently, preventing rotation and providing a 
base for each faltering step. The instep should still be 
high, thus avoiding any pressure on the foot. 


WHEN the child is walking by himself, he can wear 
a heavier sole which provides protection from the hard 
floor surface. It is now that the customary hard sole 
baby shoe can be worn, but it must grip the heel 
firmly without permitting rotation and without pinch- 
ing. A small lift may be used on the heel to give proper 
balance when walking. Care must be taken to assure a 
firm surface for baby’s steps and a soft smooth inner 
surface for the delicate structures of his foot. No pres- 
sure should be exerted on the foot itself; it hinders 
proper blood circulation and cramps the foot. 

So much for the stages of development. It is the shoe 
retailer’s job to learn to fit his shoes properly to grow- 
ing feet, to provide a firm foundation for the child's 
lifetime walk. War or no war, priorities or no priori- 
ties, babies’ shoes will be made as well as manufac- 
turers know how to make them, and it is your job to 
fit them the best you know how and to make your best 
the best that is possible. In that way you'll build cus- 
tomer confidence—for mothers want the best for their 
babies, and they'll take them where they’re sure to 
find careful, painstaking service. 
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CENSUS figures show that there are, at present, ap- 
proximately 21,000,000 boys and girls in America be- 
tween the ages of five and fourteen. This section of our 
population is enrolled, for the most part, in public and 
private schools, in the first eight grades. Included also, 
are some of those children still in kindergarten. 

This group, representing approximately one-sixth of 
the nation’s population, must be fitted with strong shoes 
for school and play. It might be well to consider the 
characteristics of the group as a whole, to determine 
why this market purchases as it does, and what factors 
provide important stimuli to its purchasing. 


First of all, the group of children between the ages of 
five and fourteen is a conglomerate assortment of boys 
and girls, in all income classes, but with certain common 
fundamental needs. This group is at its most active 
period; never before and never again will it know so 
much physical activity. Except for the hours spent at 
school, preparing homework, eating and sleeping, the 
group as a whole spends the greater part of its free time 
on its feet-—running, jumping, riding bicycles, scooters, 
skating, etc. Young feet are always on the go. 

In various sections of the country increasing numbers 
of children between these ages are doing small jobs in 
civilian defense—jobs which require their spending time 
on their feet, jobs like collecting scrap for salvage; in 
some communities the older members of this hetero- 
geneous group are volunteering their services as mes- 
sengers, training to transmit on skates, by bicycle, or 
on foot, messages from one point of activity to another 
in time of emergency. In addition, this age group 
includes the two most active youth organizations in the 
country—the Boy Scouts and Girl Scouts. Scouts are 
training at all times to make themselves physically 
capable of carrying out necessary duties—to “be pre- 
pared.” Hikes, camping trips, physical contests, all re- 
quire active bodies, and active bodies require feet that 
function efficiently. This is the group also, which, in the 
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WELL-MADE, CAREFULLY-FITTED SHOES 


higher grades, is being given stiff physical training in 
preparation for further training in high schools and col- 
leges when they will pride themselves on being a part 
of the expanding group of “Junior Commandos” now 
in formation. 

What are the footwear needs of this important seg- 
ment of our population? First of all, let us study a 
survey made in Lorain, Ohio, elementary schools a few 
years ago, and written up in detail by John J. McKee in 
the February, 1942, issue of Hygeia magazine. The ar- 
ticle makes this interesting disclosure: “Only one of the 
1000 children whose feet were measured in the Lorain, 
Ohio, elementary schools would say that her feet hurt, 
yet the shoes of 73.6 per cent of those 4000 children 
were from one-half to three and one-half sizes shorter 
than the size for which their feet measured.” And a 
chart prepared by the National Foot Health Council 
in Rockland, Mass., reveals that, in 1914, 38 per cent 
of children in public schools were wearing outgrown 
shoes, and the figure climbed steadily to 46 per cent in 
1920, 634 per cent in 1925, 68 per cent in 1930, 75 
per cent in 1935, and 83 per cent in 1941. The figures 
are appalling, but they speak for themselves. 

What does this mean to you? Merely this, here is a 
shoe market of unlimited potentialities. You can make 
it your own—provided you do a good job of educating 
the parents of the necessity for periodic check-ups on 
the fit of the shoes their sons and daughters are wear- 
ing, and provided you administer the best fit possible 
to the little customers who come into your store. Parents 
and shoe man must combine to provide a vigilance 
which will assure properly fitting shoes for these most 
active feet. It’s not an impossible task—and it’s one 
that will pay you generous dividends, not only in cash 
sales, but in the amount of good will—an intangible 
but highly important factor—in the present and future 


business of your store. 





14 YEARS OF AGE 
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AMERICA’S YOUTH — 23,908,014 
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ACTIVE AGE GROUP 


THE young people of America—still an exceedingly 
important group from the standpoint of civilian shoe 
consumption—have been estimated as numbering almost 
24,000,000 in the age bracket between 15 and 24. 
These boys, girls, young men and young women are 
still potential per capita purchasers of more than three 
pairs of shoes per year. 

This is the group whose upper fringes (taken from 
the age standpoint) are being diverted into various ser- 
vices which remove them from the class of civilian pur- 
chasers. The draft is draining off the greater part of 
the young men between the ages of 20 and 24; they are 
no longer selecting their shoes by free choice; they 
are supplied by the largest purchaser of all—the United 
States Government. 

Many young women in this age group have also gone 
into specialized services, such as the WAAC and the 
WAVES. In the former case, their purchases are re- 
moved from the open market; they are issued by the 
government in the same way Army shoes are supplied. 

On the other hand, this group represents also a very 
large proportion of workers in defense and war indus- 
tries. Many members—male and female—who formerly 
led routine lives, who sat at desks, or who worked not 
at all because of economic conditions which made 
working unnecessary or unavailable for them—are more 
active than they have been in years and better able to 
buy things they need and want. 

For the great masses of America’s youth not yet in 
service and not yet engaged in war production, there 
are a number of civilian defense jobs which are taking 
a large and growing percentage of their free time. 
There are air warden activities entailing much walk- 
ing; there are Motor Corps positions requiring part or 
whole time, especially by the young women; there are 
nurses’ aides; city patrol, civil air patrol, auxiliary 
police and auxiliary firemen, air craft warning service 
jobs as plotters and spotters of aircraft. And there are 
countless others in training for specific defense jobs— 
those hundreds of young men and women who are tak- 
ing first aid courses, air raid protection courses, which 
will fit them for efficient action in time of emergency. 

The remainder of the group includes those young 
people still in school or college who are finding it nec- 


essary to keep themselves fit so that they may com- 
plete their study period and training period in the 
shortest possible time—so that they may enter within a 
short period the jobs—both civilian and military 
which are waiting for capable workers. And there are 
a number of young women who are taking over men’s 
jobs—as taxi drivers, street car conductors, etc.—jobs 
which require stamina and perfect health. 

Those young people in this group who are working 
at war industries are definite about their wants and 
needs in footwear, both for the job and for recreation. 
While working they want shoes that provide a maxi- 
mum of comfort. They'll wear soft shoes, casual types, 
in jobs which require no safety measures. They want 
shoes with soles that can take it; shoes that stand up 
under all kinds of stress and strain; shoes that provide 
comfort and sure footing on slippery floors; shoes that 
are closed up enough to prevent flying steel splinters 
from entering the shoe and the foot. Moreover, they 
want shoes they can slip into in a hurry (working all 
night and sleeping in the daytime scarcely makes for 
They 
want shoes that will take eight hours of standing with- 


wide-eyed alertness when the alarm clock rings). 


out a single reminder of their presence. 

For their lighter moments, they’re looking for shoes 
that are gay and smart. The girls are looking for frivo- 
lous styles that will enable them to forget the insoluble 
grease under their fingertips. The men are searching 
for shoes which look well and will permit hours of 
dancing with never a pinch. 

The young people in civilian defense jobs are leaning 
more and more toward what has been called the “service 
shoe” for their hours on duty. They want simplicity of 
style, but smartness; they want shoes that will go well 
with their attractive new uniforms. 

For this entire group, shrinking though it may be in 
actual numbers, there is a possibility of more sales 
than ever before in history. Many of these young peo- 
ple are finding themselves for the first time in their 
personal experience with money to spend—good money, 
too; war work pays. Here’s a ready market for the 
shoe retailer, so make the most of it—it can be a profit- 


able one for you. 
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MORE than 47 million men and women, representing 
the nation’s largest earning group from 25 to 49 years, 
now, as in normal times constitute the greatest segment 
of America’s shoe market. It is in this age group, how- 
ever, that the military needs of the country in man- 
power will have the greatest effect. Loss of customers will 
tend to offset increased buying power. 

With a planned military force of 10 to 13 million 
men, the drain on this group is going to be larger than 
was first planned. Selective Service registrations show 
there are some two and a half million men in the 
18-19 age group and some five and a half million men 
in the 20-25 group. With deferments and rejections for 
service accounting for more than 50 per cent of the man- 
power in these classifications, it can be readily seen 
that to build the armed services to the planned figure, a 
large percentage of the 25-49 age group is, or will 
shortly be, in uniform. 

For example, taking the 50 per cent rejection figure 
as a working basis, out of the eight million men in the 
18-25 year group, approximately four million are in 
or could be classified as available for military service. 
This leaves some nine million to be taken from the 
25-49 year group, or approximately 37 per cent. 

These figures are not and cannot be exact, but they 
follow closely the present plans, so that shoe merchants 
are fairly safe in looking forward to and planning for 
one-third less customers in the older age group than 
they had last year, or, to be safe, say two years ago. 

This sounds pretty bad but you can consider the 
fact that there will still be available as customers more 
than 19 million men from 18 to 49 years of age. Of 
this total, there will still be approximately four and 
a quarter million men who will probably not be called 
at all, from 45 to 49 years of age, and, in addition, some 
131% million men from 50 years of age and over. This 
makes a total of some 32 to 33 million men of all ages 
who can be counted on as actual and potential cus- 
tomers. Consider, too, the fact that earnings are on the 
increase and will be more apparent in this 25-49 year 
group than in any other. 

Considering the actual men’s shoe market remaining 
in this 25-49 age classification, it can be divided into 
two groups—those from 18 to 35 and those 35 and 
over. In the latter group, style tastes for the most part 
follow pretty much the same pattern from year to year. 


Wing and straight tip patterns in their several varia- 
tions and moderately detailed, are classic. Of course, 
the wing tip pattern is now banned from manufacture 
at least, by WPB order but the new imitation detailed 
shoe is allowed and, unless it is scrutinized pretty closely, 
it is hard to tell the difference from the real thing. 
It’s safe to assume that this new style will be almost as 
popular as the shoe it understudies. 

In the lower half of the age group, the military styles 
which have been gathering impetus during the past two 
years are going to be more popular than ever. The 
monk strap, plain toe blucher and bal oxford and the 
moccasin patterns are style leaders right now. They 
serve the need for comfortable and practical shoes for 
more active feet and for the most part are right in line 
with WPB restrictions. 


WOMEN in the age group between 25 and 49 repre- 
sent a market unequalled in any other age classification. 
By and large, they are the workers and the wage earners 
among the women of the nation. They run their homes 
and businesses and many kinds of war organizations. 
Today the mothers and homemakers in this group are 
adding to their usual peace-time jobs more hours of 
house work and volunteer war work. Some of these 
women are even holding down paid full-time war jobs 
in addition to running their homes. For these women 
comfortable practical shoes are a first essential. Among 
professional women, office workers, factory workers 
and the former idle money women, now active in volun- 
teer war organizations and services, there is the same 
need for low heel, sturdy, comfortable shoes. They may 
want the walking oxford with welt sole and built-up 
leather heel or they may prefer the low-heel wedge with 
broad tread, in an unlined casual. There is a big market 
for both types. 

Women serving in the WAVES are another market 
for low-heel walking oxfords. At present they are al- 
lowed to buy their uniform shoes at their own local 
stores, providing they conform to regulations. 

For “off-duty” shoes for all women in this age group, 
we suggest these three types as first choice: softly 
tailored pumps on all heel heights for day-long wear; 
opened-up ankle straps and ballerina types, also on all 
heel heights, for the new short skirt evening dresses; 
and soft, pretty, warm house slippers. Every woman 
needs a change from working shoes. 
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JHE United States Bureau of the Census, dividing the 
population of the country into age groups of five years 
each, finds that in 1940 35.4 per cent of the population 
were men and women from 50 to more than 75 years 
of age. Seventeen and nine-tenths per cent were men— 
a total of approximately 10,600,000. Seventeen and 
five-tenths per cent, or about 10,300,000, were women. 
The environment in which they live, while not de- 
tailed in the government statistics, is treated generally 
by percentages showing that urban, rural non-farming 
and rural farming areas each have about the same num- 
ber, the group in the rural non-farming areas being 
slightly larger than those in either of the others. Urban 
communities, of course, are cities. Rural non-farming 
areas, generally speaking, are what we know as towns 
outside the orbits of cities (not contiguous suburbs, in 
other words). Rural farming areas are just what the 
name implies. 
market of 21,000,000 and 
women with practically nothing in common except a 


Here, then, is a men 
tendency toward conservatism and a keen appreciation 
of the importance of proper fitting. In this age group, 
it is reasonable to expect, will be found the largest per- 
centage of customers who either suffer from foot ills or, 
having had them and recovered, are determined never 
to have a relapse. 


A GooDLy portion of this market will want styleful 
footwear of good quality and the women, at least, will 
not be immune to the lure of slacks in the Spring and 
Summer and to the shoes which fit into the same pic- 
ture of leisure. This same segment, furthermore, while 
not heavy buyers of the so-called “flapper” shoe, will 
want footwear which may be called quietly styleful. 
Governmental limitations on colors and two-tone shoes 
will not bother them as it is the one-tone shoe in brown, 
black and blue that they long have been accustomed to 
and on which they have set the stamp of their approval 
in past seasons when high colors were rampant. 
Another segment of this market—decidedly in the 
minority but large enough to make its cultivation well 
worth the while of the alert merchant—will demand 
comfort to the exclusion of almost every other feature. 
To them will be sold those types loosely described as 
feature footwear and ranging all the way from the shoe 
which achieves that status by sporting a metatarsal but- 
ton to the old ladies’ comfort shoe with all the fixings. 
These shoes will be of soft leathers with low heels and 


a minimum of decoration. Many of them will have 
arch supports of one kind or another. All of them, it is 
important to note, will be of good quality carrying a 
better-than-average mark-up. 

Quality, too, will be important to the men in this 
combination of age groups. There will be, in this seg- 
ment, less of a tendency to shop around and more of a 
determination to stick to the store which does a good 
job of fitting—which has shoes which do not have to 
be broken in—shoes which break properly across the 
ball. Having found the last which satisfies them, men 
of fifty and more are very apt to insist that every pair 
of shoes bought shall be made over that one last. With 
exceptions created by economic status, price will be a 
minor detail. 


BUT in this group of men is a sub-group composed of 
those returning to work after having retired, either com- 
pletely or partially. Some of these already have gone 
back into defense industries, either as factory or office 
workers. The first will require substantial work shoes; 
the latter will need the conventional dress shoe as 
always, but in larger quantities than heretofore. Their 
shoe needs should almost be doubled. Many a mer- 
chant, therefore, will find it advisable to take this in- 
creased consumption into consideration in planning his 
stock. Some might go farther and do worse than to add 
a line of work shoes, never before carried, to their estab- 
lished lines of dress footwear. 

Functional shoes will be an important part of the 
shoe wardrobe of many members of this group, amang 
which are found, for instance, some of the most ardent 
backyard gardeners in the country. To this class will 
soon be added many thousands more who will garden, 
not so much because they enjoy the work, as because 
they are engaged in a battle royal with the high cost 
of living. 

Men in this group, accustomed to putting on any 
partially worn pair of dress shoes for this work, can be 
persuaded probably to buy a pair of shoes better suited 
to the purpose by pointing out that they can, thereby, 
make their dress shoes last longer for business wear. 
Women seem wedded to the loafer type for gardening, 
but yet there must be a goodly number whose feet will 
resist fatigue longer if shoes giving a greater measure 
of support are worn. 

Analyze this age group in your own community. 
Ascertain what their activities are now and what they 
are apt to be as the war effort deepens. Then get ready. 


JRRECT AND COMFORTABLE FOOTWEAR 
BECOMES A PRIME NECESSITY 
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FOR SPRING..... 
ENTIRELY LAW-ABIDING _ wricvce 


WE FORECAST : Increases dramatic for these shoes and it’s fun to have leisure 
on casual daytime shoes and “duty” shoes in permitted shoes that are a change from the whites and bright 
colors. colors. (Make a virtue of necessity.) Unlined leathers 
Enormous emphasis on Black for play shoes, casuals. or fabrics. by the bye, must be made not to crock on 
fun shoes and beach shoes because black looks new and bare feet. 


ACCEPTANCE of two-leather shoes 
in one matching color, made like the 
late-lamented spectators and shorn of 
long tips; for example, all-over blue 
or tan shoes, combining crushed and 
suede, or suede and smooth, or splits 


and elk. 


Bluejacket for everything, even for- 
mal after-dark dancing _ slippers. 


Turftan, Army Russet and Town 
Brown . . . shoes for daylong wear- 


for dress-up occasions or for duty. 


v-throat, regent and d’Orsay 
ions. Fabric bows . . . as well as 
t bows made of small scraps 
sare permitted under M-217 and 
ners may take it into their 
Mis to buy matching fabric bows 
Mheir shoes and their hair. 
thed through ventilated specta- 
erns made all-over of black. 
t and colored calfskins. Lined 
punlined. Linings of leather, 
or synthetics. New crop of 
and play shoes on synthetic and 
soles and soft sole slippers 
gto masquerade in new guises. 
fronts, plain toe bluchers 
tailored bow flat heel pumps 
[TURN TO PAGE 106, PLEASE] 


g TER ECTLY plain pumps in seam- 
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WOMEN’S PLACE 
IS IN THE RANKS 


Of America's 49,000,000 Women, Over 3,000,-— 
000 Are Already in Our Industrial Army. By the 











End of 1943 One Out of Every Six, According to 


Official Estimates, 


Will Be Enlisted in Their 


Country's Defense in Factory, Farm, Auxiliary 


Services and Countless Other Wartime Jobs. 


by KATE ARLENE GOLDSTEIN 


THE new woman is here. She’s strong. She’s quick on 
the trigger. She reaches her own decisions, with her 
man gone. She directs her own destiny-and that of the 
home, the family and often her husband’s business. 
Her life is changing day by day because she’s in the war. 
It’s her war as well as his war. 

She has a new freedom, one helping to keep the four 
freedoms for America. The war has turned her life 
upside down and inside out, no matter whether she is 
Miss or Mrs. Her 24-hour day is regimented, accord- 
ing to the dictates of the wartime powers-that-be. 

“No women wanted” in many fields isn’t a hurdle 
any longer. She’s wanted. She’s hired. She’s making 
good, once given a chance. It is estimated 80 per cent 
of the jobs in 21 war industries can be handled by 
women. 

Women are hard workers. They can take it. They 
can do everything but lift heavy weights. Labor saving 
devices often make even this possible. The ladies are 
adaptable and excel in many respects. Many are su- 
perior to men in precision work. Their fingers are 
nimble. They have more patience than most men folk. 
They reason things out better than most men. And, of 
course, they have greater clerical speed. There are few 
limitations to their capabilities, once they have the way. 


WHAT age woman is so good? This is one time when 
age doesn’t matter. From the ages of 15 to 65 we 
Americans are doing things to help end this fracas as 
soon as possible. In 31,500 plants making 89 per cent of 
the country’s industrial products, the most favored age 
group for women is from 25 to 35. The 50’s and 60’s 
are also making good. 

Yes, women have invaded men’s fields. Women are 
operators in machine shops, fabricators of sheet metal, 
precision and assembly workers. They are riveters, 


74 


welders and diamond setters. They are engineers, 
meteorologists and “draftsmen.” They deliver planes. 
They take planes apart. Women are in aeroplane fac- 
tories, in bomber and rubber plants, in munitions fac- 
tories. They are starting to invade the shipyards and 
thousands are in the War Department. This all proves 


we're a mighty versatile lot, doesn’t it? 


WOMEN are old hands at handling lots of things about 
the home and about certain businesses. They are new 
hands at handling plywood, metal, steel, shells, bullets, 
guns, tanks, bombers and aeroplane parts. They make 
munitions of every kind, no matter how tough the job 
is. When needed, women are johnny-on-the-spot. 

There’s talk of drafting women, too. Elmo Roper’s 
Fortune Magazine survey, presented on the March of 
Time September 10 program, proves how the country 
feels about registering women. A big group of “80 per 
cent of the American people think that men not in the 
armed forces should be registered for work in defense 
industries and sent wherever they might be needed. 
And 70 per cent would register all able-bodied women, 
too. Incidentally, the women are a shade more in favor 
of this last than the men.” 

If we're drafted or registered it will be O.K. by most 
women—by any Miss or Mrs. who has the red blood 
of true Americanism surging through her veins. The 
work of everyone should be directed. Good direction 
speeds up efficiency. Whether supervised or not, there 
will surely be a shift from non-essential to essential 
industry. A control of manpower will forestall a man- 
power crisis in many fields. 

Men are being reclassified for that mighty army of 
10,000,000. Single men with dependents, married men 
with wives and children and the 18 and 19 year olds 
will probably get the call. Then women must be on 
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tap to do the work. They are listed in southeastern 
Michigan. A voluntary registration netted 141,000 
women, with no outside care needed for children. The 
poll revealed that 93 per cent of the women were avail- 
able for some kind of work. 

Let’s see what the 49,000,000 women in America are 
doing these days. Many, many have left their homes, 
their children, their jobs, their activities—for the 
duration. The WAVES, WAACS and WAFS have taken 
their places beside the men in the service. Millions of 
women, without a specific rank, have taken their place 
in war industry. Many thousands are contributing their 
time to civilian defense, to Red Cross, to AWVS, to 
OCD and other war-directed groups. 


HERE are figures proving the stuff women are made 
of. The staggering total of 2,800,000 are already em- 
ployed in vital war industries, but 3,500,000 are now 
estimated to be in some phase of war work. By the end 
of the year 4,000,000 women are expected to be in 











active war plants. Before the end of 1943 at least 
5,000,000 will have to be added. What a 
women’s working army we'll have! 

Yes, these are amazing figures. But let’s look at 
the over-all manpower and womanpower picture. The 
goal for the end of next year is an industrial and a 
fighting army of over 50,000,000 men and women. It 
is predicted that one out of every six women over 18 
years of age may be called to essential war production 
or active branches of civilian employment. 

The feminine sex is making good money, too. Air- 
craft plants often give women pay equal to men. In 
England many women receive the same pay as men for 
the same work. Here 17 out of 62 companies pay equal 
wages. In gun factories the lowest paid man gets 10 
per cent more than the lowest paid woman. The gals are 
glad to do their bit. Whatever the pay it is more than 
what most have been earning in previous jobs. 

Here is Miss and Mrs. America today. She is living 
well. She is eating well. She’s well clothed—often bet- 
ter than she used to be; sometimes not so well. She’s 
clinging to the old way of life as long as possible. She'll 


gigantic 
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switch gradually. Her living, her eating, her dressing, 
her everything, will have to undergo a stage of tran- 
sition. 

Living costs have gone up 15 per cent and inflation 
has reached the 10 per cent niche, according to a recent 
report. Laws are trying to stop the rise. With plenty 
of money around and with more mass money, the in- 
creases have not proven too great a hardship for the 
majority of people. There’s still plenty of money to 
buy all the war bonds the government wants us to get. 
The Fortune survey also reports that over “40 per cent 
of the employed people of the U. S. and their wives 
favor compulsory savings in war bonds.” 

Are women squawking about the coming hardships? 
Absolutely and positively no. They are imbued with a 
spirit of patriotism that hasn’t asserted itself before 
this. Their spirit is wonderful. They'll do without. 
Not really without, however, they'll do with something 
else. Substitutes will be available to offset scarce or 
“no more” goods. 


THERE are loads of “I need” on the restricted list of 
household and food items. Stores are running out daily, 
with no replacements. Women can be good managers. 
They'll get along without having all the things they 
think they need. Our forefathers got along very well 
without a wealth of conveniences and foods we still can 
get. The restricted list is a huge one, growing daily. 
Refrigerators and stoves, pots and pans, electrical equip- 
ment and rubber items begin the growing list of house- 
hold shortages. We'll really begin to feel the shortages 
in a few months. 

We'll have to do without new items made of lumber, 
too, There’s a growing shortage of certain kinds of 
lumber and paper stock. Our great land is blessed 
with plenty of trees but sturdy men are needed to log 
them. That’s one of the heavy jobs many women can’t 

[TURN TO PAGE 163, PLEASE] 
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A WORKING PLAN FOR MEN’ : 
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It takes a pretty close look to tell the difference from 


For those men who must have the pre-M-217 wing tip 
- . J . . } 5 } 
I “We {wikation Wong Tee pattern, there will be this shoe with simulated detailing. 


the real thing. However, increasing popularity of the following 
military styles has already and will continue to relegate this 
pre-war style leader to a secondary place—at least for the dura 
tion—especially in view of the fact that thread of Egyptian cot- 
ton or American long staple cotton may not be used for non. 


functional purposes in shoemaking under the latest ruling, 





We show here the plain stitched 
tip shoe, principally because of its 
importance in the military picture. 
All other straight tip patterns, perforations or not, 
are allowable. Quarter foxings, however, are out 
under that horizontal seam restriction, so you'll see 
this shoe with plain quarters or with the imitation 
detailing. It should be just as saleable this way. 


The alternate to the buckle monk is the plain 
toe Blucher. Its counterpart, the seamless 
shoe, has been banned and so more power 


There's no doubt as to the popularity of this shoe 
both in the civilian as well as the military picture. 


It can be made under WPB rulings provided, how- 


ever that it is possible to secure the buckles, which may 
be the fly in the ointment. Possibly, because of its mili- 
tary importance, this situation may be relieved when 
necessary. Lei’s hope so. for this shoe “has the goods.” 


to this well-fitting and comfortable pattern. It’s riding high 
right now on its popularity with men in uniform and because 


of the military influence on the civilian style picture. 


Its 


cousin, the saddle oxford, in the monotone shade, of course. 
should ride along with it. Both look good for Spring. 
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N's SPRING AND SUMMER SHOES 


ig tip 
iling. 
from 
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fhe runaround, insofar as it concerns the piece running com 


pletely around the shoe, is out, banned by that part of the 
order that prohibits horizontal quarter seams, so this shoe can 
now be better classified as a mudguard pattern with this effect 
carried out on the vamp only. Its medium walled last allows 
generous room for foot comfort and simple details allow it 
to ride along with the popularity of the military patterns. 


This shoe is going to have a big order to fill in Sum- 
mer selling. With the two-tones and woven patterns 
now banned by the shce conservation order, the ven- 
tilated shoes are about all that’s left in the field of 
cool, comfortable and neat-appearing footwear for 
warm weather wear in town. You'll see a lot of ’em. 


The moccasin pattern is a popular shoe in both 
the civilian and military category. Its comfort 
and fitting qualities cannot be too strongly 
stressed. Those heavy quarter seams we used 
to see in pre-M-217 days are out, so this shoe 
now leans a little more to the dressier types 
and not so much to the semi-sport idea as it 
was, for the most part, formerly considered. 


This well known and well liked casual shoe should be 
better than ever next Spring and Summer. 
will be to fill the spot left vacant by the two tone saddle 
oxford which was the leader in campus footwear, and which 
is now banned. As an all-round shoe it can and is being 
worn for nearly all daytime casual occasions. Being unlined, 


that quarter collar is allowable under WPB restrictions. 
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“VICTORY” Styles for 


WE CALL THEM “VICTORY” STYLES—those Manufactured in Conformance with 
the Shoe Conservation Order. They're Not the Dull, Uninteresting, 
Regimented Styles Which Might be Expected from a Restricting 
Order; They Are, Mainly, the Shoes You've Been Selling Profitably 
Season After Season. And They're Shoes You Can Sell Next Spring. 
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Young Shoe Customers 


THE recent Shoe Conservation Order M-217, restricting 
certain treatments on shoes, affects, to a degree, chil- 
dren’s shoes as we have known them in recent years. 
There is an undeniable satisfaction to be derived, how- 
ever, from the knowledge that the basic styles, the 
classic shoes which, in the last analysis, represent the 
bulk of your business, have, with few exceptions, been 
virtually untouched by the order. Those exceptions are 
the familiar brown and white saddle oxford, the wing 
tip and the long shield tip. 

On the page opposite we have selected eleven basic 
styles from which you can still build a good volume 
of children’s business. Six of these types are shown 
in small children’s sizes; they are equally good in the 
older child’s sizes. Three styles are specifically designed 
for the older girl; two for the older boy who is not 
yet wearing men’s sizes. 

Taking up, first, the child’s shoes; we show you a 
plain toe blucher, a saddle, a moccasin front oxford, a 
shark tip blucher, a Norwegian moccasin and a strap 
pump. With the exception of the last, these shoes are 
types which are worn both by little boys and little girls. 
The plain toe blucher which we show here on a spring 
heel—permitted in prewelt and stitchdown construction 
—is an ideal school and playtime shoe—and you'll sell 
it in brown elk, for the most part. The saddle oxford 
we show with a grained saddle on a smooth leather 
upper; you will be showing these also with reptile 
saddles, with smooth saddles on crushed or grained 
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uppers; perhaps, even, in a combination of smooth 
with reversed leather—so long as the color of the saddle 
matches the color of the upper. 

The moccasin front oxford has been gaining in popu- 
larity for the past few years. It is a shoe that is service- 
able, durable, comfortable. It is a favorite with the 
youngsters because of its appearance and comfort, and 
with parents because of its durability and easy fit. 
You'll sell moccasin fronts with real moccasin seams, 
and you'll also be selling them with imitation moccasin 
seams. The shark tip blucher is another favorite with 
parents because of the durability of the tip. The Con- 
servation Order puts no restriction on short shield tips 
and straight tips on children’s shoes so long as they 
are not overlays; few manufacturers make tips by over- 
laying them, so this part of the ruling has little effect 
on your children’s tipped styles. You will also sell 
tipped shoes of this type, using buffalo leather instead 
of shark for the tip; it is strong and takes a lot of 
punishment; some manufacturers are using horsehide 
for this purpose. 

The Norwegian moccasin has been extremely popular 
with young and old, particularly in antiqued tan. There 
is no limitation in the order on the manufacture of 
this shoe; if in doubt, it is always possible to make it 
with a cut-off tongue, so that the strap will not constitute 
an overlay. 

The strap pump, a favorite for dress-up shoes with 
young girls, will retain its popularity. If it is not 
possible to obtain buckles for this shoe, manufacturers 
will show it with grosgrain ribbon bows as shown on 
the opposite page. This shoe in patent leather should 
be one of your best sellers for Spring; show it in blue 
also, and in white for Summer wear. 


WE have selected three shoe as basic for the older 
girl—the trimmed pump, the spectator and the espadrille. 
The trimmed pump can be featured with a small bow 
as decorative throat treatment; we show it here with a 
turn-over tongue. Present supplies of goring materials 
will determine how long you will be able to obtain 
shoes of this type; however, some other stretchable 
materials may be allotted to shoe manufacturers for 
adjustment in shoes, and it is also possible to cut pumps 
for older girls in such a manner as to eliminate the 

necessity for goring. The spectator is an example. 
We show you a spectator with simulated tip and 
foxing. It is possible, under the ruling, to have a straight 
tip on children’s shoes so long as it is not an overlay tip. 
[TURN TO PAGE 184, PLEASE] 
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Acme Boot Mfg. Co. 649 
Clarksville, Tenn. 

Adams Bros. ..... 819 
Pittsfield, N. H. 

Air-Kushin Shoes, Inc. 908 
Cincinnati, Ohio 

Air Step Shoes . 
St. Louis, Mo. 

Allen Shoe Co., Inc. 856 
Haverhill, Mass. 

Allied Shoe Co. 
Elgin, til. 

American Shoemaking .. 1103 
Boston, Mass. 

Ansin-Anwelt-Monarch Shoe Mfg. Co... . 1085 
Athol, Mass. 

Ansin-Anwelt-Monarch Shoe Mfg. Co... 1055 
Athol, Mass. 

Anwelt Shoe Mfg. Co. 1063 
Athol, Mass. 

Ashe, Geo., Shoe Co. 1021 
Everett, Mass. 


B. W. Footwear Co., Inc. 1234 
Webster, Mass. 

Badger Glove & Slipper Co. 1110 
Milwaukee, Wis. 

Baris Shoe Co., Inc. . 1202 
New York, N. Y. 

Barr & Bloomfield Shoe Mfg. Co. 1269 
Seabrook, N. H. 

Beford, A. J., Shoe, Inc. . 1019 
Lititz, Pa. 

Belcher, Geo. E., Last Co. . 972 
Stoughton, Mass. 
Bickford Shoe Co. ... 1203-1204 
Jamaica Plain, Mass. 

Bloom Bros. Co. ..... 
Minneapolis, Minn. 
Blue Ribbon Shoemakers 

St. Louis, Mo. 
Blum Shoe Mfg. Co. 
Dansville, N. Y. 

Boot & Shoe Recorder 904 
New York. N. Y. 
Bourbeuse Shoe Co. 

Union, Mo. 


1002-1033-1034 


761-762 


612-647 
1001-1002 
801-802 


841-842-863 
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Room 


Bourque Shoe Co. : 637 
Raymond, N. H. 
Boyd-Welsh, Inc. 
St. Louis, Mo. 
Brauer Bros. Shoe Co. 
St. Louis, Mo. 848-849-850-85 | -852-853-854 
Brown Co. ... ... 1104 
New York, N. Y. 
Brown, David, Shoe Co. 
Baltimore, Md. 
Brown Shoe Co. . 
St. Louis, Mo. 
Buster Brown Shoe ( Boys’) 1037 
St. Louis, Mo. 
Buster Brown Shoes 1040 
St. Louis, Mo. 


708-736-737-738-739-740 


1225-1226 
1039-1041 


Cambridge Rubber Co. 1231-1232 
Cambridge, Mass. 
Carmo Shoe Mfg. Co. 
Union, Mo. 

Central Slipper Co., Inc. 1167 
Wilkes-Barre, Pa. 

Charlsam Footwear 
Brooklyn, N. Y. 

Clickstein Shoe Co. 1237 
Boston, Mass. 

Cohen, |., & Son . 1266 
Boston, Mass. 

Colby Shoe Mfg. Co. 1261 
Freeport, Me. 

Collins of Hollywood 905-906 
Hollywood, Calif. 

Comfort Slipper Corp. 1264 
Fitchburg, Mass. 

Compo Shoe Machinery Corp. . 
Boston, Mass. - 

Conformal Footwear Co. 
St. Louis, Mo. 

Consolidated National Shoe Corp. 

1131-1132-1135-1136-1137-1138-1139-1140 

Boston, Mass. 

Consolidated Slipper Corp. 1248 
Malone, N. Y. 

Continental Shoe Corp. 
Portsmouth, N. H. 


710-726-741 -743-745 


620-622 


722-724 
925-926 


List of Exhibitors 
at 
Morrison Hotel, 
Palmer House 
And Hotel Sherman 


Room 

Cornelia Footwear Mfg. Corp. 1166 

New York, N. Y. 
Coronet Shoe Corp. 

Haverhill, Mass. 
Cosmos Footwear Corp. 

Brooklyn, N. Y. 
Creative Footwear 

Boston, Mass. 
Crik-Etts Inc. .. 

New York, N. Y. 
Cushman, Charles, Co. 

Auburn, Me. 


1025-1026 


764-766-1149 


Dalsan, Inc. .. 823 
New York, N. Y. 
David Brown Shoe Co. 1225-1226 
Baltimore, Md. 
Davis, H. E., Shoe Co. 1220 
Freeport, Me. 
De Haan Import Corp. 1115 
Boston, Mass. 
DeLiso Debs .. 
St. Louis, Mo. 
Department Store Economist 
New York, N. Y. 
Desco Shoe Corp. 
Long Island City, N. Y. 
Dewey and Almy Chemical Co. 
Cambridge, Mass. 
Dodson-Fisher Co. 
Minneapolis, Minn. 
Dorothy Dodd Shoe Co. 
1050-105 1-1052-1053- 1054-1 055-1056 
St. Louis, Mo. 
Drew, Irving Corp. 
Lancaster, Ohio 
Eaqle Shoe Mfg. Co. 
Everett, Mass. 
Elias Shoe Co. 
New York, N. Y. 
Emerson. A. E.. Shoe Co. 
Haverhill, Mass. 
Ephrata Shoe Co. 
Ephrata, Pa. 


Fairchild Publications 
New York, N. Y. 


628-630-632 
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Room 
1166 


25-1026 


Room 
Falcon Shoe Mfg. Corp. 747 
Long Island City, N. Y. 
Fashion-Bilt Shoe Co. .. . 1043-1044 
Pontiac, Ill. 

Federal Shoe, Inc. . 1236 
Lewiston, Me. 
Fein & Glass, Inc. 945-946 

Reading, Pa. 
Fitchburg Shoe Mfg. Co. 1064 
Fitchburg, Mass. 
Fleisher Shoe Co. .. .. 1242 
Manchester, N. H. 
Forest Park Shoe Co. 
St. Louis, Mo. 

Formfitting Slipper Co. 106! 
New York, N. Y. 

Freeport Shoe Co. 1221 
Freeport, Me. 

Frenchee Chemical Co. 1108 
Richmond Hill, N. Y. 

Friedman-Shelby Co. 
St. Louis, Mo. 

Frye, John A., Shoe Co. 807 
Marlborough, Mass. 

Fuchs, Wm., Shoe Co. 
New York, N. Y. 


Garfield & Rosen 
Boston, Mass. 

Goldberg Bros., Inc. 
Haverhill, Mass. 

Golden Quality Shoe Co. 
Pittsfield, N. H. 

Goldstein, Julius, & Sons Co. 
Boston, Mass. 

Goldstein, S. L. . 1045 
Boston, Mass. 

Gordon, Reuben, Shoe Co. 701 
Philadelphia, Pa. 

Gotham Shoe Mfg. Co. 1142 
Binghamton, N. Y. 

Grinnell Shoe Co. . 
Grinnell, lowa 

Grossman Shoe Co. . 536 
Parkersburg, W. Va. 

Groves Shoe Co. 605 
Chicago, Ill. 


Hallowell Shoe Co. 
Hallowell, Me. 

Hamilton-Schen & Walsh Shoe Co. 
St. Louis, Mo. 641-643-645 

Hannahsons Shoe Co. 922-923 
Haverhill, Mass. 

Harold Shoe Co., Inc. 1268 
Haverhiil, Mass. 

Harrison Shoe Co. .872 
Everett, Mass. 

Heilbrunn, J., & Sons 
Rochester, N. Y. 

Hermal Shoe Co., Inc. 
Everett, Mass. 

Highland Shoe Co. 
Denver, Pa. 

Hi-Grade Footwear Corp. 1244 
New York, N. Y. 

Holly Shoe Co. . 1109 
Littleton, N. H. 

Huber Slipner Co., Inc. 1007 
Aviston, Ill. 

Huitkamp Bros. Co. 
Keokuk, lowa 


Interstate Shoe Co. 530 
Manchester, N. H. 


Jacob, H., & Sons, Inc. 1163 
Hanover. Pa. 
rson Shoe Co. 
. Louis, Mo. 
Johansen Bros. Shoe Co., Inc. 
727-728-729-730-73 | -732-733-734-735 
St. Louis. Mo. 
n, Stephens & Shinkle Shoe Co. 720 
St. Louis, Mo. 
Jolene Shoes ... 714-749 
St. Louis, Mo. 
Jolly Stride Shoes 1037 


. Louis, Mo. 


1035-1036 


934-936 


1047-1048-1049 


1255-1260 


942-943 


937-938 
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Room 
K. K. Publications, Inc. 1024 
Poughkeepsie, N. Y. 
Kene, Dunham & Kraus, Inc. 
1068-1069-1070-1071-1072 
Washington, Mo. 
Kesslen Shoe Co. 1124 
Biddeford, Me. 
Kesslen Shoe Co. 1123 
Kennebunk, Me. 
Kirsch-Blacher Co. 1219 
New York, N. Y. 
Klev-Bro Shoe Co. 636 
Derry, N. H. 


LaBelle Footwear, Inc. 
New York, N. Y. 

Laconia Shoe Co., Inc. 1172 
Laconia, N. H. 

La Marquise Footwear, 
New York, N. Y. 

Langerman Shoe Corp. 
Brooklyn, N. Y. 

Lebon Shoe Co. 1247 
Malden, Mass. 

Lederer Industries, Inc., 924 
New York, N. Y. 

Lennox Bags .... 60! 
St. Louis, Mo. 

Lenox Shoe Co., Inc. 1262 
Freeport, Me. 
Lester Pincus Shoe Corp. 1129-1130 
New York, N. Y. 
Levi-Weiss Sales Co. 
Chicago, Ill. 

Lincoln Shoe Co., Inc. 1008 
Haverhill, Mass. 

Lind Shoe Co. . 1009 
Worcester, Mass. 

Lion Shoe Co. 
New York, N. Y. 

Lippman, James A. Co. 
Boston, Mass. 

Longini Shoe Mfg. Co. 909 
Cincinnati, Ohio 

Lorman Shoe Stylist 867 
New York, N. Y. 

Lunder Shoe Corp. ig 
Dover, N. H. 


910-911 


651-662 
1101-1102 


1147-1148-1149 


Maine Shoes Inc. 1125-1126 
Auburn, Me. 

Maistrosky, S. J., Inc. 1216 
Boston, Mass. 

Marks, C. W., Shoe Co. 
Chicago, Ill. 

Mathes, |., & Sons Shoe Co. 864 
St. Louis, Mo. 

Mayville Shoe Corp. 1144 
Mayville, Wis. 

Medwed Footwear Co. 
Bangor, Me. 

Meis, Charles, Shoe Co., The 768 
Cincinnati, Ohio 

Meis, Charles, Shoe Mfg. Co., The 
Cincinnati, Ohio 929-930-931 

Melrose Slipper Co. 1238 
Little Falls, N. Y. 

Menihan, J. G., Corp. 912-947-948 
Rochester, N. H. 

Metropolitan Shoemakers, Inc. 
Chicago, Ill. 

Meyer, Frank C. Co., Inc. 806-1165 
Lawrence, Mass. and Brooklyn, N. Y. 

Milius Shoe Co. 

949-950-952-953-954-955-956-960-96 | 

St. Louis, Mo. 

Miller, Hess & Co. 
Akron, Pa. 

Mississippi Valley Last Co. 617 
St. Louis, Mo. 

Mitchell Shoe Co. 
Biddeford, Me. 

Modiste Shoes, Inc. 809 
New York, N. Y. 

Monarch Men's Welts 1064 
Athol, Mass. 

Monarch Shoe Co. 
Chicago, Ill. 


1168-1169 


968-969 


1154-1161 


1120-1121 


Room 
1222-1223 


Mosinger Brothers 
St. Louis, Mo. 

Mound City Shoe Co. 
St. Louis, Mo. 

Municipal Shoe Co., Inc. 
Brooklyn, N. Y. 


1016-1066 
1127-1128 


National Shoe & Leather Co., Inc. 1206 
Epping, N. H 

Naturalizers 1031 
St. Louis, Mo. 

Norma Footwear Co. 
Brooklyn, N. Y. 


Odette Shoes 1041 
St. Lowis, Mo. 


Pacific Shoe Co. ... 903 
San Francisco, Calif. 
Palizzio Inc. ... 
New York, N. Y. 
Paragon Slipper Co., Inc. 1164 
Cohoes, N. Y. 
Paramount Shoe Mfg. Co. 666-668-670-672 
St. Louis, Mo. 
Paramount Slipper Co. 
Garfield, N. J. 
Parkhill Shoe Co. 1265 
Fitchburg, Mass. 
Paterson Footwear Co. 1243 
Paterson, N. J. 
Peerless Footwear Inc. B16 
Souderton, Pa. 
Pennant Shoe Co. 
St. Louis, Mo. 
Peters Shoe Co. 
St. Louis, Mo. 
Pfeiffer, Frank H., Co. 808 
Worcester, Mass. 
Pincus, Lester Shoe Co. 
New York, N. Y. 

Pli-Mode Shoe Co. 
Everett, Mass. 

Porter Shoe Co. 1151 
Milford, Mass. 

Prime Shoe Co., Inc. 1207 
Chelsea, Mass. 

Progress Shoe Co., Inc. 870 
Brooklyn, N. Y. 

Prudential Shoe Mfg. Co. 
New York, N. Y. 


Queen Quality Shoe Co. 
1050-105 1-1052-1053-1054-1055-1056 
St. Louis, Mo. 


Radeschi, M., Inc. 447 
New York, N. Y. 

Red Goose Shoes 935 
St. Louis, Mo. 

Reuben Gordon Shoe Co. 701 
Philadelphia, Pa. 

Rice-O'Neill Shoe Co. 
St. Louis, Mo. 

Roberts, Johnson & Rand 
St. Louis, Mo. 

Roblee Shoes ... 1038 
St. Louis, Mo. 

Rogers Bros. Shoes, Inc. 
Boston, Mass. 

Rondeau, H. O., Shoe Co., Inc. 
Farmington, N. H. 1249-1250-1251 

Ruth Shoe Co. .. 532-534 

Newburyport, Mass. 

Safran-Sundel Shoe Co. 1263 
Boston, Mass. 

Saks, M. J., Shoe Corp. 1227-1228-1230 
New York, N. Y. 

Samuels Shoe Co. 
St. Louis, Mo. 

Saul Brothers . 1003 
Chicago, Ill. 

Schneider Shoe Co. 87! 
St. Louis, Mo. 

Scholl Mfg. Co., Inc., The 1252 
Chicago, Ill. 

(Turn to page 82, please) 


1145-1146 


1022-1023 


1105-1106 


939-940 


927-928 


1129-1130 


624-626 


1027-1028-1029-1030 
833-834-835 


1270-1271 
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MORRISON HOTEL (continued from page 81) 


Room 

Scholnick Shoe Co. . . 865-866 
Boston, Mass. 

Servus Rubber Co., The 
Rock Island, Ill. 

Sherman Bros. Mfg. Co. . 
South Norwalk, Conn. 

Sherman Footwear Co. . 
Lynn, Mass. 

Shields Slipper Corp. ... 
Bombay, N. Y. 

Shoe & Leather Reporter .............1004 
Boston, Mass. 

Sibulkin, M., Shoe Co. 
Manchester, N. H. 

Sinbac Shoe Co. sep .. 1042 
Chicago, Ill. 

Spalsbury-Steis-Deevers . 
Fredericktown, Mo. 

Sport Specialty Shoemakers, Inc. 
Chaffee, Mo. 

Stephen Shoe Co., Inc. , fe 
Haverhill, Mass. 

Step Master Shoes, Inc. .. . 963 
Greenup, ill. 

Sterling Last Corp. ........ a, SR 
New York, N. Y. 

Sterling Shoe Co., Inc. ... akad 1267 
Auburn, N. Y. 

Stetson Abbott Shoe Co. ... eee 
Skowhegan, Me. 

Suffolk Shoe Co. ......... ; . .967 
Boston, Mass. 
Sun Shoe Mfg. Co. 

Chicago, Ill. 


1245-1246 


824-825-826 
751-752 


1212-1233 


Room 
Air-Tred Shoe Corp. ....... 819-820 
Auburn, Me. 
Alden, C. H. Shoe Co. 
Brockton, Mass. 
Algy Shoe Co. 
Everett, Mass. 
Allen Edmonds 
Belgium, Wis. 
Allied Novelty Shoe Corp. ....... . 792-793 
Springvale, Me. 
Allman Bros. Shoe Mfg. Co. ...........878 
Cincinnati, Ohio 
American Girl Shoe Co. _.. 
Springvale, Me. 
Armstrong, D., & Co., Inc 
Rochester, N. Y 
Gt I A a res 732 
South Weymouth, Mass. 
Athletic Shoe Co., The ...............898 
Chicago, Ill. 
Avon Sole Co. : asaesiil tier <eeaea 
Avon, Mass. 


. . 792-793 
. 848-849 


B. & B. Shoe Co. es 
Chicago, Ill. 

Bancroft Walker Co. 
Waltham, Mass. 

Banister, James A., Co. ................733 
South Weymouth, Mass. 

Barrett Shoe Co. (Div. General Shoe Corp.) 
Frankfort, Ky. 905W-907W 

Bass, G. H., & Co. . 
Wilton, Me. 

Bates Shoe Co. 
Webster, Mass. 

Beker & Friedman Shoe Co. 
Brooklyn, N. Y. 

Billiken Shoemakers (Div. Rinse fae 

Shoe Corp.) 912 

Lynchburg, Va. 

Brown, H. H., Shoe Co., Inc. 
Worcester, Mass. 

Se eae 972 
Boston, Mass. 


. 836-838 


. 947-948 
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Room 
Superior Shoe Co. 1011-1046 
Chicago, Ill. 
Supreme Shoe Mfg. Co., Inc. ... 944 
Long Island City, N. Y. 


Tanners’ Council of America ee ee 
New York, N. Y. 

Tober-Saifer Shoe Co. .. 714-749 
St. Louis, Mo. 

Triple Novelty Footwear Co. 
Brooklyn, N. Y. 

Tweedie Footwear Corp. 
Jefferson City, Mo. 


. 964-965 
90 | -902-932-933 


Unique Shoes, Inc. .. : Ai 
Brookiyn, N. Y. 

Universal Shoe Corp. 1139-1140 
Sanford, Md. 


Valley Shoe Corp. ... .. .440 
St. Louis, Mo. 

Vamos, Alfred ......... owe. cee 
New York, N. Y. 

Victoria Cross Shoes ..... 714-749 
St. Louis, Mo. 

Viner Bros. 
Bangor, Me. 

Vitality Shoe Co. 
St. Louis, Mo. 


Waldes Koh-l-Noor, Inc. 
Long Island City, N. Y. 

Waldman Bros. ..... 
New York, N. Y. 





PALMER HOUSE 


Room 

California Kimbel Shoe Co. ............ 747 
Los Angeles, Calif. 

California Leisure, Inc. ................830 
Los Angeles, Calif. 

California Shoes, Ltd. ..........905-906-907 
Los Angeles, Calif. 

Carlisle Shoe Co. .......... 892-893-894-895 
Carlisle, Pa. 

Ne ow eae we oan 765 
Los Angeles, Calif. 

Clark Shoe Co. 
Auburn, Me. 

Clayton, A. C., Printing Co. ........... 904 
St. Louis, Mo. 

Cobblers, Inc. 
Los Angeles, Calif. 

Cohen, M., & Sons Shoes 
Brooklyn, N. Y. 

— B. E., Co. 

orway, Me. 

Coegnnnd Shoe Co., Inc. ... 
Endicott, N. Y. 

Comfort Sandal Mfg. Co., Inc., The. ... 
Long Island City, N. Y. 

Commonwealth Shoe & Leather Co......731 
Whitman, Mass. 

Connell, J. M., Shoe Co., Inc. 
South Braintree, Mass. 

Conrad Shoe Co. . 
North Abington, Mass. 

Consolidated National Shoe Corp. 
Boston. Mass. 

ee Oe Oe ae 
Marlborough, Mass. 

Corcoran, Joseph F., Shoe Co., Inc......780 
Stoughton, Mass. 

Craddock-Terry Shoe Corp. ........ .778 
Lynchburg, Va. 

ee ee 
Marlboro, Mass. 

Curtis-Stephens-Embry Co. .........728-729 
Reading, Pa. 


Dartmouth Shoe Co. :.............. 748-749 
Brockton, Mass. 


792-793 


Wales Import Co., Inc. (Mexican 
Huarache Div.) aaa 
New York, N. Y. 
Walk-Over Shoes + 614 
Campello, Brockton, Mass. 
Walton, A. G., & Co. ... 916-966 
Boston, Mass. 
Ware Shoe Corp. 
Ware, Mass. 
Webster Shoe Corp. ....... 
Webster, Mass. 
Weigert-Dagen 1107 
St. Louis, Mo. 
Weil, M. K., Shoe Co. 868-869 
St. Louis, Mo. 
Wellco Shoe Corp. .... : 45) 
Waynesville, N. C. 
Well-Worth Slipper Co., Inc. ... 820 
Honesdale, Pa. 
Werman, A., & Sons, Inc. . : 921 
Brooklyn, N. Y. 
Wiley-Bickford-Sweet Corp... .1152-1153-1162 
Worcester, Mass. 
Winston Shoe Co. .. meee 1134 
Peabody, Mass. 
Wolf, A. N., Shoe Co. 
Denver, Pa. 
Wolff-Tober Shoe Co. 
827-828-829-830-83 | -832 


1131-1132 
1135-1136 


.. 1155-1160 


St. Louis, Mo. 
Women's Wear Daily 
New York, N. Y. 
Wood & Smith Shoe Co. 
Auburn, Me. 


Room 


Derman Shoe Co. .............971W-972W 


Milford, Mass. 
Dixon-Bartlett Co. 
Baltimore, Md. 


Eastern Footwear Corp. 
Dolgeville, .N 

Eaton, Charles A., Co. ... 2. 703 
Brockton, Mass. 

Edgewood Shoe Factories = General 

Shoe Corp.) 

Atlanta, Ga. 

Edwards, d., Se 
Philadelphia, Pa. 

Elite Shoe Co. 
Norway, Me. 

Empire Specialty Footwear Co. 
Endicott, N. Y. 710-71 1-712-713 

Endicott-Johnson Corp. ....... 888 
Endicott, N. Y 


Fairchild Publications 979W 
New York, N. Y. 

Fairfield Shoe Co. , 847 
Columbus, Ohio 

Farmington Shoe Mfg. Co. ...... 846 
Dover, ‘ 

Fern Shoe Co., The ....... .. . 966-967-968 
Hollywood, Calif. 

Field & Flint Co. 
Brockton, Mass. 

Flexmor Shoe Co. 926W 
Rochester, N. H. 

Florsheim Shoe Co. - 705 
Chicago, Ill. 

Foote, John, Shoe Co., The 
Brockton, Mass. 

Ford Shoes ... 
Brooklyn, N. Y. 

Frederick-Speier Footwear, Inc. 
Norwalk, Conn. 

Fulton Leather Goods Co. . 
New York, N. Y. 


Gale Shoe Mfg. Co. 
North Adams, Mass. 


714-715 


928W-929W-930W 


743-744 
969-970 


755-756 
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Room 


Geller, Andrew 
Brooklyn, N. Y. 

General Shoe Corp. ........... 
Atlanta, Ga. 

Gerberich-Payne Shoe Co. 
Mount Joy, Pa. 

Gilbert Shoe Co., The 
Thiensville, Wis. 

Godman, H. C., Co. ... 
Columbus, Ohio 

Gray Bros. Shoes, Inc. ............... 
Syracuse, N. Y. 

Great Northern Shoe Co. 
Manchester, N. H. 

Green, Daniel, Co. ... 
Dolgeville, N. Y. 

Green Shoe Mfg. Co., The 
Boston, Mass. 

Green, W. S., Co. ... 
Williamsport, Pa. 

Gregory & Read Co. 
Lynn, Mass. 

Gustin Guild-Rest Inc. .. 
New York, N. Y. 


Hagerstown Shoe & Legging Co., The... .716 
Hagerstown, Md. 

Hanan & Son, Inc. . 
Chicago, Ill. 

Heywood Boot & Shoe Co. 
Worcester, Mass. 

Hide & Leather & Shoes . 
Chicago, Ill. 

Holland-Racine Shoes, Inc. 
Holland, Mich. 

Hollywood Skooters .. ... 
Los Angeles, Calif. 

Holmes, Stickney & Walker, Inc. ...... 
Portland, Me. 

Holtz, Herbert, Shoe Co., Inc. 
Haverhill, Mass. 

Homasote Co. (Industrial Division) 
Trenton, N. J. 

Howard & Foster, Inc. 
Brockton, Mass. 

Huiskamp Bros. Co. ... 
Keokuk, lowa 

Huth & James Shoe Co. 
Milwaukee, Wis. 

Hylander Shoe Co. ........ 
Frankfort, Ky. 


Ireland, R. B., Shoe Co. 
Dover, N. H. 


James Shoe Mfg. Co. 
Milwaukee, Wis. 

Jay Shoe Mfg. Co., Inc. 
Cambridge, Mass. 

Jerro Brothers 
New York, N. Y. 

Johnsonian a at 
Endicott, N. Y. 

Jones & Vining Co. ... 
Brockton, Mass. 

doyee, Inc. ......... 890-89 | -896-897-96 1-962 
Pasadena, Calif. 

Julian & Kokenge Co., The ... 
Columbus, Ohio ; 

Juvenile Shoe Corp. of America, The. .722-724 
St. Louis, Mo. 


Keith, Geo. E. Co. ..... a 
Campbello, Brockton, Mass. 
Keith, Keith & McCain Co. .... .946W-948W 
Rockland, Mass. 
Kimel California Shoe Co. ..... 
Los Angeles, Calif. 
Kleinert's Shoe Division 
New York, N. Y. 
Kleven Shoe Sales 
ncer, Mass. 
Koss Shoe Co., Inc. 
Auburn, Me. 
Kreider's W. L., Sons Mfg. Co., Inc. 
Palmyra, Pa. 
Kreider Shoe Co., The A. S. 
Annville, Pa. 


la Grange Shoe Corp. 
Wing, Minn. 


.. «735-739 
741-742 


.. 717-718 
.< eee 


. 806 
973W-974W-975W 
. .959-960 

. 889 


Patt Big 736 


..910 
. 885 
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Laird Schober & Co. 
Haverhill, Mass. 

Lancaster Shoe Co. 
Elizabethtown, Pa. 

Lederer Industries, Inc., The 
New York, N. Y. 

Leonard & Barrows Shoe Co. 
Middleboro, Mass. 

Leverenz Shoe Co. ... 
Sheboygan, Wis. 

Lion Luggage Co. ... 
New York, N. Y. 

Lockwedge Shoe Corp., The 
Columbus, Ohio 

Lown Shoes, Inc. ..... 
Auburn, Me. 

Lucille Footwear Co. . 
Williamsport, Pa. 


Mackey-Starr, Inc. ...... 
New York, N. Y. 

Marilyn Sandal Corp. 
Stoneham, Mass. 

Marion Shoe Division (Daly Broz. Shoe 

Co., Inc.) 

Marion, Ind. 

Marks, The L. V. & Sons Co. 
Cincinnati, Ohio 

Marshall, Meadows & Stewart, Inc. 
Auburn, N. Y. 

Masterbilt Shoemakers (Div. Craddock- 

Terry Shoe Corp.) . 

Lynchburg, Va. 

Maybury Shoe Co. .. 
Rochester, N. H. 

Metro-Craft Shoe Co. 
Monchester, N. H. 

Middletown Footwear Inc. 
Middletown, N. Y. 

Milford Shoe Co. ..... 
Milford, Mass. 

Miller, |. & Sons, Inc. 
Long Island City, N. Y. 

Milwaukee Shoe Co. ... 
Milwaukee, Wis. 

Modern Miss .. 
Milwaukee, Wis. 

Moose River Moccasins 
Old Town, Me. 

Mutual Shoe Co. ..... 
Marlboro, Mass. 

Myers, D. & Sons, Inc. ... 
Baltimore, Md. 


Natural Bridge Shoemakers (Div. Craddock- 

Terry Shoe Corp.) 911-913 
Lynchburg, Va. 

Nettleton, A. E., Co. .. 
Syracuse, N. Y. 


Old Colony Shoe Co. . 
Brockton, Mass. 

Orthopedic Shoe Co., The 
Portsmouth, Ohio 

Osteo-path-ik Nailess Shoes 
Belgium, Wis. 

Owego Shoe Co. ..... 
Endicott, N. Y. 


Pearl-Preview Shoe Co. 
Philadelphia, Pa. 

Penobscot Shoe Co. .. 
Oldtown, Me. 

Physical Culture Shoe Co. 
Portsmouth, Ohio 

Pied Piper Shoe Co. . 
Wausau, Wis. 

Pilling, John, Shoe Co. . 
Lowell, Mass. 

Plymouth Shoe Co. 
Middleboro, Mass. 

Posner, Dr. A., Shoes Inc. 
Allentown, Pa. 


706 

797-798 

902 

738 
812-813-814 
933W 


..726 
973 


789 
842-843 
859-887 


845 


704 
921W-922W 
788 

850-85 | -852-854 
775 

799 

903W 


825 


785-786 


795 
83! 
969W 
963W 


954-955 
936W-937W 
918-919 

844 

943-944 

706 

875 


Rao Bros. Shoe Corp. 957 
Brooklyn, N. Y. 

Rasmussen Shoe Co. 
Westboro, Mass. 

Reece Wooden Sole Shoo Co. 
Columbus, Nebr. 

Reed, E. P. & Co. 
Rochester, N. Y. 


751 
899 
856-857-858 


Republic Shoe Co. (Div. General 
Shoe Corp.) sed 

Atlanta, Ga. 

Robern Shoe Mfg. Corp. 
New York, N. Y. 

Rochester Shoe Tree Co. .. 
Rochester, N. Y. 

Rope Soles, Inc. 
New York, N. Y. 

Ropeez ae 
Paterson, N. J. 

Rosenthal & Doucette, Inc. .964.W-965W-966W 
Beverly, Mass. 

Roth, Rauh & Heckel, Inc. 
Ripley, Ohio 


727 
956 
.730 
.. 74% 
74% 


720-721 


Salvage, Louis H., Shoe Co. 942W 
Manchester, N. H. 

Salvage-Molloy Shoe Co. 
Manchester, N. H. 

Sandler, A., Co. 
Boston, Mass. 

Saval, Ted 
Los Angeles, Calif. 

Schawe-Gerwin Co. 
Cincinnati, Ohio 

Schwartz & Benjamin 
New York, N. Y. 

Selby Shoe Co., The 
Portsmouth, Ohio 

Sewanee Shoe Co. (Div. General 

Shoe Corp.) 

Cowan, Tenn. 

Shapiro, A., Inc. 
Boston, Mass. 

Shoe Form Co. Inc. 
Auburn, N. Y. * 

Shoe Manufacturer 
Boston, Mass. 

Smith, G. Edwin, Shoe Co. 
Columbus, Ohio 

Smith, J. P., Shoe Co. 
Chicago, Ill. 

Somersworth Shoe Co., Inc. 
Somersworth, N. H. 

Spalding, A. G., & Bros. Shoes 
Marlborough, Mass. 

Springstep, Inc. 
New York, N. Y. 

Stacy-Adams Company 
Brockton, Mass. 

Stein-Sulkis Shoe Co. . 
Haverhill, Mass. 

Stetson Shoe Co., Inc., The 
South Weymouth, Mass. 

Stone-Tarlow Co., Inc. 
Brockton, Mass. 

Swan Shoe Co., Inc. 
Baltimore, Md. 


942W 

80! 

963-964 

707-708 
949-950-95 | 
832-833-834-835 


735 


796 
923W-924W 
855 


865 
931W-932W 
733-734 

815 

946 


Tanide Products Corp. 
Watertown, Mass. 
Taylor, E. E., Corp. 
Boston, Mass. 
Teeple Shoe Co. 
Waupun, Wis. 
Tupper, Inc. 
Hoboken, N. J. 


800 
980W 


United Last Co. . 757-758 
Boston, Mass. 

United Shoe Machinery Corp. 
Boston, Mass. 

United States Shoe Corp., The 
Cincinnati, Ohio 

Unity Shoemakers Corp. 
Haverhill, Mass. 

Universal Shoe Mfg. Co. (Div. Craddock- 

Terry Shoe Corp.) 975 

Lynchburg, Va. 


Vanity Shoe Co. 
Lynn, Mass. 
Vardaman Shoe Co. 
Owensville, Mo. 
Vogue Shoes, Inc. 
Los Angeles, Calif. 
Vulcan Corp. 
Portsmouth, Ohio 
(Turn to page 172, please) 


882-883-884 
821-822 
817-818 


903 
952-953 
935W 
971 





What Wh, 


in the Shoe World 


or 


A List of MADEMOISELLE’s 
Shoe Advertisers for the past year 


AMERICAN GIRL SHOE CO. JOYCE, INC. 
ARNOLD, M. N. SHOE CO. JULIAN-KOKENGE Co. 
BANCROFT WALKER C0. JUVENILE SHOE CORP. 
BASS, G. H. & CO. OF AMERECA 
iimiaiii mes © KEITH, GEORGE E. Co. 
maveneneik ieee. KLEINERT, I. B. RUBBER CO. 
stem ienn nities ‘tateleas ai MENIHAN, J. G. CORP. 
cinema dilantin MILIUS SHOE Co. 
CALIFORNIA SHOES, LTD. MER, 5. & SONS 


CAMBRIDGE RUBBER CO. NETTLETON, A. E. CO. 
CARMO SHOE Co. NU-GO FOOTWEAR CORP. 


CORBLERS, INC. PARAMOUNT SHOE MFG. CO. 


patina. 0, cee PENALJO, INC. 
CRADDOCK-TERRY SHOE CORP. ee eee ng STE 
CURTIS-STEPHENS-EMBRY €0. a 
mbwanee aCe. ROPE SOLES, INC. 


FALCON SHOE MF6. C0. RUTH SHOE Co. 
SAMUELS SHOE Co. 


SANDLER, A. CO. 

SELBY SHOE CO. 

SENACK SHOE CO. 

STANDISH SHOE CO. 
TWEEDIE FOOTWEAR CORP. 
UNITED STATES RUBBER CO. 


JAY SHOE MF6. CO. . 
UNITED STATES SHOE CORP. 
JOHNSON, STEPHENS ¥ ee. 
@ smetan ce. WILBARS, INC. 
WOHL SHOE Co. 


5 
| 
: 
H 
' 


4 
1 


FLORSHEIM SHOE CO. 
FORD SHOES 

GENERAL SHOE CORP. 
GREEN, DANIEL CO. 
GREGORY & READ CO. 
INTERNATIONAL SHOE €O. 
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Thank you very much, gentlemen of the shoe 


4hs 


industry. fer helping us walk te success. 
MADEMOISELLE, we are happy te say, fer the 
past year carried more shee advertising than any 


other weman’s publication. 


This coming year we shall keep pace with the 
times by being even more practical in cur editorial 
advice, more realistic in our viewpoint than ever 
before. We know that you will be making the 
shees our government wants vou te make. It 
will be cur happy task te teach our busy young 


readers to buy their shoes wisely and well. 


JIN EME 


The magazine for smart young women also known as the magazine for smart advertisers 
Editorial office: | East 57 Street, New York 
Advertising offices: New York: 79 Seventh Avenue . Chieage: 230 N. Michigan Avenue e Les Angeles: Garfield Batiding 
Beston: P. 0. Box 57, Reading. Mass. * Atlanta: 19—1lIth Street, N. EB. 


der October 24, 1942 
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1Miller 7 


Quality 


“Things” have taken on new meaning for us today. Women are thinking of 
smartness in new terms. It’s smart to follow the styles dictated by 

wartime regulations. It’s smart to wear tried and true 

classics. It’s smart to look at the label and buy “good Goods” 


that will stand up to hard and long wear. 


The needs of the American woman have always been 
I.Miller’s yardstick for measuring fashion, and as fashion traditions change, our shoes, 
as always, will be created to “go with” what women need and want. As quality comes into its own as a 
major fashion, the simple styling of classical basic shoes serves to emphasize 
the importance of quality in workmanship, comfort, fit. 
The I.Miller label has long been associated with these qualities. 
On November first, in Chicago, we will be privileged 
to show our Spring line, made to conform with the new M217 
regulations. These shoes are fashion right because they 
are geared to the needs of the American woman today. It is not the function of 
M217 to deny women what they need . . . the rulings were carefully made with 
just this point in mind. So dealers who have an I.Miller 
franchise can relax, and believe, with I.Miller, 
in a future assured by a great brand name that stands for 
quality merchandise that meets the needs of the moment and 


gives honest value at a reasonable price. 


1: MILLER 


PALMER HOUSE « Room Numbers 850-851-852-854 
I.Miller & Sons, Inc. ¢ Long Island City, New York 


Shops and Agencies in Principal Cities 
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RY poe GENTLEMEN 
phe je note, phase 
MERICA TODAY 


THE MOST IMPORTANT FEET IN A 


BELONG 1 


GIVE THEM AA 


N this work-a-day world we're living in, your 
| selling emphasis must shift to keep pace with 
the Markets of the Moment . and the most 
vital market today (for the duration and beyond) 
is the WORKING GIRLS”... 


working girls who carry on the nation’s business 


the millions of 


in offices from Maine to California...the two 


million more filling men’s jobs in War Industries. 


-1 PRIORITY IN 


0 THE “WORKING GIRLS”! 


YOUR 1943 ADVERTISING 


The working girl has won the limelight because 
she is ESSENTIAL... 


AA-1 Priority with Retailers and Manufacturers. 


.her fashion needs rate 


Because she works all day and overtime, she’s too 
busy to seek you out . . . so take your story to her. 
Show your product in her magasine, CHARM. 
*For facts and figures on this ready-cash Consumer 


Group, phone or write us at any address listed below. 


Chum 


the only magazine devoted 
exclusively to business girls 


A STREET & SMITH PUBLICATION 
Advertising offices—New York: 79 Seventh Avenue; Chicago: 230 N. Michigan Avenue; Los Angeles: Garfield Building: 
Boston: P. O. Box 57, Reading, Mass.; Atlanta: 19—11!th Street, N. E. 
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Medern ideas and methods the hallmash of 


Maxwell E. Duekotf’s 64¢7¢25; 





* MANCHESTER -N-H- 


October 8, 1942 


Mr. William F. Mott 
Dewey and Almy Chemical Company 
Cambridge B, Massachusetts 


Dear Bill: 


It isn't difficult for me to tell you why I use 
Darex Insoles. I've never been content to accept old 
ways or old materials as the only things to use, and I've 
always tried to build better quality into my shoes. Your 
material has the shoemaking characteristics I want, and 
it enables me to build more flexible and comfortable shoes 
with straight-line production methods. Take the special 
Darex Insole you worked out for my laminated Del-Mac pro- 
cess--that's helped me, and other factories which have 
adopted my system, to turn out thousands and thousands 
of pairs of high-grade shoes. 


Since the recent tightening of the sole-leather 
situation, I've used your new synthetic type of insole, 
and I have been very much pleased with it. Your Darex 
Insoles are made with uniform characteristics, to meet 
the needs of modern shoemaking, and uniformity means a 
lot these days. I want to compliment you on the excellent 
insole you have been able to produce in the face of the 
necessary switchover from rubber latex to synthetic 
materials. 


Yours sincerely, 


prerntt khan 


No. 16 in a series of Darex aa- 
vertisements dedicated to introduc- 
ing the Men Who Build to the Men 


Who Sell. 





+*darex insoles 





Tineak you, Mr. Duckol 
The uniformity and fei 
bility of Darex Insoles 
known to able shoe mam 
facturers like yourself wi 
want to adopt mode 
methods of building beat 
shoes. The cushionia 
comfort and flexibility 
the Darex Insole makes an easy, better-weatil 
shoe, and in these days that’s certainly som 
thing worth remembering. 

DEWEY anv ALMY CHEMICAL COMPAN 
Cambridge Chicago Mont 
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shoemaker- 
exeeutive 


hie die ks 





A pupil of the Tom Plant 
school of shoemakers, 
trained in the idea of “pro- 

ress through change,” 
Maxwell E. Duckoff has a 
background of 35 years in 
shoe manufacture and man- 
agement. A critical judge of 
shoemaking values, his ex- 
ecutive ability is matched 
only by his thorough under- 
standing of all the details of 
his craft. An honest respect 
for modern ideas and a 
farsighted progressiveness 
have marked every step of 


his career. 

Back in 1907 he started 
at the Thomas G. Plant oa 
Company as production ig 


boy, learning step by step 
the individual operations 
of the cutting, fitting, and 
lasting rooms. In 1911 he . 
went with W. L. Douglas, 
and then as quality man to 
Sears Roebuck’s factory in 
Springvale, Maine. With a 
dozen years’ experience in 
many types of shoes, he 
founded his own factory in 
Sanford, Maine, making children’s and misses’ welts. 
In 1923 he was recalled to the Plant Company, to 
manage the Dover, N. H., factory. 

So ably did he display his talents for organization 
that he was given the assignment of laying out a 
new, model factory at Somersworth, N. H. Here 
was the first air-conditioned shoe factory —the first 
to have individual motor-driven machines. Here 
under one roof were three distinct factories, Welt, 
Littleway, and McKay. In this factory Duckoff dem- 
onstrated to the shoe industry that it was possible 
to produce top-grade shoes in a small country town. 

In 1930 Maxwell Duckoff went with Bancroft 
Walker in Boston and shortly after joined the Louis 
H. Salvage Shoe Co., in Manchester, N. H., where 
he continued to pioneer many shoemaking improve- 
ments, one of which was his laminated Del-Mac 
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MAXWELL E. DUCKOFF 


Manager, Louis H. Salvage Shoe Co., Salvage-Molloy Shoe Co., Manchester, N. H. 


process. With the oar that formed the Salvage- 
Molloy Shoe Co., Duckoff took over the manage- 
ment of the two factories. 

The story of Maxwell E. Duckoff is a story of 
sound shoe values based on executive ability and 
thorough knowledge of detail. Always a lanier in 
accepting his civic responsibilities, and exemplifying 
in his personal life the same qualities that have 
brought him success in his chosen field, he is Presi- 
dent of the Manchester Chamber of Commerce, 
President of Manchester Boys’ Club, 1942 Chair- 
man of Manchester Community Fund, as well as the 
sponsor of many unheralded philanthropies. Execu- 
tive genius, combined with a pioneering willingness 
to adopt new ideas and originate new processes, 
gives Mr. Duckoff a secure place among the Men 
Who Know Shoemaking Best, 





WHO KNOW SHOEMAKING BEST. 
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Modern ideas and methods the hallmath of 


Maxwell E. Duekolff’s 64¢¢25; 





ImCORPORATED 


October 8, 1942 


Mr. William F. Mott 
Dewey and Almy Chemical Company 
Cambridge B, Massachusetts 


Dear Bill: 


It isn't difficult for me to tell you why I use 
Darex Insoles. I've never been content to accept old 
ways or old materials as the only things to use, and I've 
always tried to build better quality into my shoes. Your 
material has the shoemaking characteristics I want, and 
it enables me to build more flexible and comfortable shoes 
with straight-line production methods. Take the special 
Darex Insole you worked out for my laminated Del-Mac pro- 
cess--that's helped me, and other factories which have 
adopted my system, to turn out thousands and thousands 
of pairs of high-grade shoes. 


Since the recent tightening of the sole-leather 
situation, I've used your new synthetic type of insole, 
and I have been very much pleased with it. Your Darex 
Insoles are made with uniform characteristics, to meet 
the needs of modern shoemaking, and uniformity means a 
lot these days. I want to compliment you on the excellent 
insole you have been able to produce in the face of the 
necessary switchover from rubber latex to synthetic 
materials. 


Yours sincerely, 


m~ pumntt ilo 


No. 16 in a series of Darex aa- 
vertisements dedicated to introduc- 
ing the Men Who Build to the Men 
Who Sell. 





+*darex insoles 





Thank you, Mr. Duckof 
The uniformity and flex: 
bility of Darex Insoles at 
known to able shoe mane 
facturers like yourself who 
want to adopt modem 
methods of building bene 
shoes. The cushioning 
comfort and flexibility of 
the Darex Insole makes an easy, better-weatitg 
shoe, and in these days that’s certainly some 
thing worth remembering. 

DEWEY anp ALMY CHEMICAL COMPAN! 
Cambridge Chicago Montred 
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A pupil of the Tom Plant 
school of shoemakers, 
trained in the idea of “pro- 

ress through change,” 
Maxwell E. Duckoff has a 
background of 35 years in 
shoe manufacture and man- 
agement. A critical judge of 
shoemaking values, his ex- 
ecutive ability is matched 
only by his thorough under- 
standing of all the details of 
his craft. An honest respect 
for modern ideas and a 
farsighted progressiveness 
have marked every step of 
his career. 

Back in 1907 he started 
at the Thomas G. Plant 
Company as production 
boy, learning step by step 
the individual operations 
of the cutting, fitting, and 
lasting rooms. In 1911 he 
went with W. L. Douglas, 
and then as quality man to 
Sears Roebuck’s | ona in 
Springvale, Maine. With a 
dozen years’ experience in 
many types of shoes, he 
founded his own factory in 
Sanford, Maine, making children’s and misses’ welts. 
In 1923 he was recalled to the Plant Company, to 
manage the Dover, N. H., factory. 

So ably did he display his talents for organization 
that he was given the assignment of laying out a 
new, model factory at Somersworth, N. H. Here 
was the first air-conditioned shoe factory — the first 
to have individual motor-driven machines. Here 
under one roof were three distinct factories, Welt, 
Littleway, and McKay. In this factory Duckoff dem- 
onstrated to the shoe industry that it was possible 
to produce top-grade shoes in a small country town. 

In 1930 Maxwell Duckoff went with Bancroft 
Walker in Boston and shortly after joined the Louis 
H. Salvage Shoe Co., in Manchester, N. H., where 
he continued to pioneer many shoemaking improve- 
ments, one of which was his laminated Del-Mac 


MAXWELL E. DUCKOFF 


Manager, Louis H. Salvage Shoe Co., Salvage-Molloy Shoe Co., Manchester, N. H. 


process. With the ae that formed the Salvage- 


Molloy Shoe Co., Duckoff took over the manage- 
ment of the two factories. 

The story of Maxwell E. Duckoff is a story of 
sound shoe values based on executive ability and 
thorough knowledge of detail. Always a leader in 
accepting his civic responsibilities, and exemplifying 
in his personal life the same qualities that have 
brought him success in his chosen field, he is Presi- 
dent of the Manchester Chamber of Commerce, 
President of Manchester Boys’ Club, 1942 Chair- 
man of Manchester Community Fund, as well as the 
sponsor of many unheralded phitendhboapies Execu- 
tive genius, combined with a pioneering willingness 
to adopt new ideas and originate new processes, 
gives Mr. Duckoff a secure place among the Men 
Who Know Shoemaking Best, 
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VICTORY MODEL SHOES 


Turn Simplicity into Beauty 
With Attractive Display Settings 


—Airy 3, a 


The rich, lustrous pearlescent 
effects in which Fairy Shoe Forms 
are made, give the Victory Shoe 
models, just the right touch of 
contrasting beauty that will help 
win consumer approval. 
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Be sure to see our display 
at the National Shoe Fair 
and let us show you how 
Fairy Forms can help you 
meet your new sales and 


display problems. 


Rooms 860 and 86l NOVEMBER 


2, 3 and 4, 1942 
PREMER HOUSE War Bond: and Stamyas ” 
BUILD A SOLID FOUNDATION 


por Victory 
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No. 151 

Moccasin Side Gore, > 
Closed Toe in White, Blue, 
Tan and Brown Elk — 


Leather Only. 



















NONTHS AGO WE LEARNED that American Women ae 
vould never “go for’’ heavy, ungainly work shoes. \ 4 


Ne knew from the remarkable consumer acceptance 





jilarks enjoyed, exactly what girls would wear. So, 


*. 

~*~. 
designed an entirely new line, called them ," 
a 


No. 100 
Blucher Oxforc 


> . Blue, Tan and 


V-larks and are building them sturdy enough 

e hardest knocks a factory worker's feet take, 
nfortable enough to make overtime hours seem Leather end fe 
orter And smart and clever enough to make 
girls proud of the part their feet are playing in 
al Defense. As a result, and, by popular 
mand .— V-larks, by the tens of thousands, 
the bright spots on many of America’s fastest 
1g production lines. You must have the shoes 
can working woman wants; they're... — 


See about getting them today. 





- 


SEE THEM...NATIONAL SHOE FAIR-HOTEL MORRISO 
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T-Strap Moccasin in 
White, Blue, Tan and 
Brown—Leather and 
Fabric. 


No. 100 

Blucher Oxford in White, 
Blue, Tan and Brown — 
Leather and Fabric. 


L MORRISON-ROOMS 624-626, CHICAGO, 





CAGO, NOVEMBER 2, 3, 4,5 





No. 247 

One eyelet ghillie tie in 
White, Blue, Tan and 
Brown—Leather and 
Fabric. 





PLI-MODE SHOE COMPANY, everett, mass 


ETT, MASSACHUSETTS 
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You know that for 1943 
shoes won't do. Set up 
ment in your store. Let u 
these attractive patterns, 
can make your store hea 
needs of America’s arn 


workers. 


HERMAL SEI 





a 


You know that for 1943 selling, just working 
shoes won't do. Set up a PLANT-EZE depart- 
ment in your store. Let us show you how with 
these attractive patterns, in adequate sizes, you 
can make your store headquarters for the shoe 
needs of America’s army of women factory 


workers. 


No. 209 


Ventilated Side Gore in 
White, Blue, Tan and 
Brown — Fabric Only. 


, MASSACHUSETTS HERMAL SHOE COMPANY, everett, Massacnusetts 














TANNERS SURVEY WAR 
POST-WAR 
PROBLEMS 


Raw Materials Supply Outlook 


Weighed in Relation to Require- 
ments for Military Purposes and 
Needs of Civilian Population — 
Problem of Plant Concentration 
Discussed—Research and Advertis- 
ing Urged to Help Meet Post-War 


Conditions and Avoid a Let-Down. 


MEMBERS of the Tanners’ Council of America who 
attended the two-day annual meeting held Wednesday 
and Thursday of this week in the Waldorf-Astoria, New 
York City, were told: 

(1) That, while domestic supplies and imports have 
been larger than was the expectation six months ago, 
nevertheless new factors are injecting themselves into 
the picture—the possibility of shortages in manpower 
and in collateral manufacturing materials, and the 
further possibility of the diversion of manufacturing 
plants to war products. 

(2) That if it becomes apparent that “unessential” 
uses of civilian leather are arising, then the War Pro- 
duction Board will have to stop that use and has already 
erected the framework within which these further con- 
trols may be imposed. 

(3) That, while it seems unlikely just now that con- 
centration of production will be extended to the tanning 
industry because its tanneries are needed for war pro- 
duction, it might become a reality should shortages in 
taw stock and chemicals threaten uneconomic part-time 
production. 

(4) That new products now looming on the horizon 
will furnish stiff competition for leather when peace 
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EVERETT W. PERVERE 


Mr. Pervere has been reelected as chairman of the 
board of the Tanners’ Council of America for the coming 
year. He is connected with Howes Brothers Company, of 
Boston, tanners of sole leather, and has been vice-chairman 
of the Council since 1938. He assumed the office of Chair- 
man of the Board in March, 1942. 


comes and that post-war plans should be made now to 
meet it. 

(5) That the post-war period, after a brief let-down, 
will be one of increasing prosperity for several years. 
The job of business today is to improve its position by 
research and advertising. 

Speakers at the first day’s meeting included: Everett 
W. Pervere, whose re-election as Chairman of the Board 
of the Tanners’ Council was announced on Thursday; 
Merrill A. Watson, Executive Vice-President of the 
Council; Edward L. Drew, Statistician, Leather and 
Shoe Section, War Production Board; Julius G. Schnit- 
zer, Chief of the Leather Staff, Bureau of Foreign and 
Domestic Commerce; Harold Connett, Chief, Leather 
and Shoe Section, WPB; and Henry A. Dinegar, Di- 
vision of Civilian Supply, WPB. The feature speaker at 
the luncheon, attended by 430 members and guests, 
largest in the history of the Council, was Dr. Marcus 
Nadler, Professor of Finance, New York University. 
An unscheduled luncheon talk was given by S. Donald 
Pearlman, Industrial Salvage Division, WPB, who urged 
that all possible economies be exercised in the use of 
chemicals used in the tanning industry. 

It was Mr. Dinegar who spoke on the subject of plant 
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concentration which he defined as the allocation of 
civilian production to selected plans in any given in- 
dustry. The principle of this concentration, he said, 
has been accepted by the War Production Board and is 
made necessary because of the obvious fact that fac- 
tories producing for civilian use, because of materials 
shortages or shortages of manpower, find themselves in 
a spot where it is impossible, for instance, to operate at 
more than 50 per cent of capacity. 

It is then, he pointed out, that concentration becomes 
advisable because if an industry operates at 50 per cent, 
or, perhaps even higher, some units operate at a loss, 
others become bankrupt and quit—costs go up—price 
ceilings are in danger of being punctured beyond hope 
of repair. “Concentration of production,” he said, “is 


MERRILL A. WATSON 
Executive Vice-President, Tanners Council 


He foresees important advancements in the tanning and 
finishing of military leather as* result of work now being 
done in the Tanners’ Research Laboratory 


the desirable alternative’—the jamming into selected 
plants of all production. Shut-down plants, he said, 
“may be put to use in the war effort” or allowed to 
remain idle if it is impossible to do otherwise. The 
newly-organized Committee on Concentration of Pro- 
duction, headed by Joseph L. Weiner, Deputy Director 
of the Office of Civilian Supplies, is, he said, closely 
studying the English methods of compensation in such 
cases—the English having recognized that every effort 
must be made to preserve the good will value of shut- 
down companies and to compensate them in some way 
for the losses which otherwise would be. incurred. 

In determining whether concentration of production 
is necessary in any given industry, Mr. Dinegar said, 
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all factors will be canvassed. Included will be investi- 
gations to determine whether some or all of the indus. 
try units are engaged in war production and whether 
others can be converted; whether a significant part of 
the industry is located in an area where there is a labor 
shortage; whether it is situated in an area so placed with 
regard to its market that long hauls and cross hauls are 
necessary. 

The method to be followed in determining which units 
shall serve as nucleus factories, while not ready for 
publication, generally assures that those plants which 
may already have converted, wil) not be chosen. The 
modus operandi to be followed when it has been de- 
cided than an industry should be placed on this nucleus 
basis, Mr. Dinegar described as one which most em- 
phatically will not be hard-boiled. Industry will not be 
confronted overnight by a summary order, he said; 
rather, when the time comes, the members of the indus- 
try will be called to Washington and the situation will 
be explained to them by the War Production Board. 
Then the details will be worked out in conference, 
largely by the industry itself through its chosen repre- 
sentatives. 

“We've got to consult the patient,” said Mr. Dinegar. 
“Ours is to be, not the regimentation of the slave states 
but of the American football team.” 

In a speech prepared for delivery at the first day’s 
meeting and for which he substituted an off-the-record 
discussion, Mr. Connett had emphasized “the stark 
necessity for a realistic point of view on the part of the 
tanners,” urging that any residue of leather from do- 
mestic hides which might accrue after the needs of the 
armed forces were satisfied “would be far from enough 
to meet civilian demand or even needs. Consequently, 
if sheer necessity results in curtailment of imports of 
hides and skins, then civilian consumption must be cur- 
tailed proportionately.” Pointing out that shoe produc- 
tion really depends on the availability of sole leather, he 
said that “wherever hides now going into other materials 
will make satisfactory sole leather, they will probably 
have to go to this use. There will be an effort to bal- 
ance the output of sole and upper leather so no sur- 
pluses resulting in uneconomic use of hides will result. 
Wherever present conditions tend to prevent the carry- 
ing out of this broad policy or the existing institutional 
set-up hampers this objective, we shall be forced to 
take steps to remove barriers to this goal.” 

In his address he echoed, at least partially, what had 
been said by Mr. Glass, who previously had discussed 
“Leather Supply and Demand.” “It seems to me,” said 
Mr. Glass, “that the principal factors to be considered 
at present are probable raw material supplies—amilitary 
requirements—residual supplies for civilian needs— 
civilian demand. I should like to emphasize that in 
discussing each of these factors and whatever significant 
relations may be inferred from them that any figures or 
estimates cited are in no way official. The estimates or 
conjectures I make are our own and are based upon 
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more or less reasonable inferences from generally avail- 
able facts. 

“Probable Supplies—The estimates of raw material 
supplies made at our last meeting in May seemed at the 
time to be on the optimistic side. They have in fact 
proved rather conservative because both domestic sup- 
plies and imports have exceeded expectations. Domestic 
supply prospects for the balance of this year and for 
1943 are on the whole favorable with the probability 
that slaughter will continue and perhaps exceed the high 


HAROLD CONNETT 
Chief, Leather and Shoe Section, W. P. B. 


“If sheer necessity results in curtailment of imports of 
hides and skins, then civilian consumption must be cur- 
tailed proportionately.” 


levels witnessed thus far in 1942. It is estimated that 
domestic cattle hide supplies next year may reach 19 
million in comparison with our estimates of 18,800,000 
for 1942. A further increase in calf and kipskin sup- 
plies will be seen, bringing the total domestic supply 
to 12,400,000 next year. The sheep and lamb slaughter 
cannot be predicted with as much assurance in view of 
the uncertainties of the prospective lamb crop, but on 
the basis of present flocks and range conditions a 


98 


slaughter next year ef some 21 million sheep and lambs 
is not unlikely. 

“Even slaughter on the scale we estimate, which is 
materially higher than the average of recent years, 
would not provide adequate raw material for our total 
needs and the crux of the supply picture therefore re- 
mains with imports. 

“It has been emphasized to the point of repetition 
that the import problem is not one of available supplies 
in foreign markets but of shipping. Foreign supplies 
are adequate and if sufficient tonnage is made available 
enough hides and skins can be brought into the United 
States to prevent any drastic change in the level of 
civilian leather consumption. No one can estimate 
future imports; one can only make a guess about what 
will arrive in this country because even if sufficient 
shipping quotas are granted for hides and skins the 
hazards of war intervene between shipment and port 
of arrival. Our guesses earlier this year have not proved 
too inaccurate and on the basis of a similar guess, the 
1943 supply picture, that is, domestic resources plus im- 
ports, may be as follows: cattlehides, 25,000,000; calf 
and kipskins, 14,800,000; sheep and lambskins, 49,000,- 
000; goat and kidskins, 36,000,000; horsehides (equiva- 
lent hides), 900,000. I shall not even attempt to guess 
what supplies of the various minor types of hides and 
skins might be. Only the administrators of M-63 are 
in a position to guess. 

“Military Requirements—During 1942 the needs of 
the armed forces have expanded rapidly and in trying 
to appraise these requirements earlier this year it was 
necessary to strike an average between the fairly moder- 
ate levels at the beginning of the year and the peak 
basis now being reached. Although the armed forces 
are still growing, at a rate which is a military secret, it 
seems likely that military leather requirements have 
approached a leveling-off area. I estimate, and may | 
emphasize again that these figures have no official 
status, that military needs during the coming year will 
approximate in terms of hides and skins about 10,000,- 
000 cattlehides, 1,500,000 calfskins, 9,000,000 shear- 
lings, 2,000,000 or 3,000,000 other sheep and iamb- 
skins, 3,000,000 goatskins, and about 600,000 or 700,- 
000 horse fronts. These estimates include the leather 
needed for approximately 42,000,000 pairs of shoes 
and boots, for harness, straps, equipment cases, up- 
holstery, gloves, clothing and the hundred other items 
our services require. Moreover, they make provision 
for lease-lend shipments of leather and shoes. 

“Residual Supplies for Civilians—The deduction of 
estimated military needs from the estimated probable 
supplies leaves the quantity of raw materials which may 
be utilized for civilian consumption. In round figures 
these quantities are: Cattlehides, including hides for 
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EYENBERG shoes will not be displayed at the National Shoe Fair- 
scheduled to be held November 2-3-4-5, 1942. 

In correspondence that passed between ourselves and the offices of 
the National Boot and Shoe Manufacturers Association immediately ofter 
the National Shoe Fair held last January, we expressed the belief that our 
Country's interests would be better served by the discontinuance of this 
gathering for the duration of the war. Many other shoe manufacturers 
and exhibitors shared this viewpoint. 

Nothing has happened since Pearl Harbor to cause a change in our 
attitude. ... Today we feel it is our duty to inform our dealers and friends 
in the shoe industry why we will not attend the Shoe Fair. 

While others may attach greater importance now than ever before to 
meetings such as the National Shoe Fair, we believe the most important 
business facing America today is the winning of the war. 

Every argument or reason advanced as justification for the continu- 
ance of the National Shoe Fair in wartime might well be weighed against 
the prospect that we may be forced, by grimmer necessities than we yet 
dream of, to make sacrifices compared to which the discontinuance of 
conventions will be about as disturbing as ending a game of marbles. 

The Americans who fought on Bataan, the men who met the enemy 
at Midway and the Coral Sea, the marines who landed on the Solomons 
know we can’t win this war by holding conventions. 

Even though Weyenberg shoes and the lines of our various selling 
divisions will not be on display at the National Shoe Fair in November, 
we can assure our dealers that they will have every opportunity to select 
their early 1943 needs from a line that will help them buy a share in the 
Victory that will be won. 


WEYENBERG SHOE MFG. COMPANY 


PORTAGE SHOE MFG. CO. 
GREAT WESTERN SHOE CO. 
HUBBARD SHOE CO. 
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essential civilian industries, 15,000,000; calf and kip- 
skins, 13,300,000; sheep and lambskins exclusive of 
shearlings, 36,000,000 or 37,000,000; goat and kid- 
skins, about 34,000,000. The supply of shearlings for 
civilian purposes will be negligible and will consist only 
of leather of non-military grade or quality. Similarly, 
horse leather available for civilian consumption will 
consist only of the horse fronts which are rejected for 
military purposes, in addition to horse butts and shanks. 

“In many respects these estimates of civilian supplies 
show marked changes from former years. The most 
significant change of course is in the supply of cattle- 
hides, for the estimate of 15,000,000 compares with some 
21,000,000 in 1940 and about 24,000,000 in 1941. The 





A. J. SPRING TO BE SPEAKER 
AT SHOE FAIR 


Alfred J. Spring, of the Shoe and Leather Sec- 
tion, War Production Board, Washington, D. C., 
will be the featured speaker at the National Shoe 
Fair Luncheon, Tuesday, November 3, at the Palmer 
House, Chicago. Vogue and Glamour Publications 
will present the Style Show at the Monday noon 
meeting, Terrace Room, Morrison Hotel, with Eleanor 
S. Montgomery speaking for Vogue and Peggy Sweet 
for Glamour. 





close of the current year may find that the aggregate 
consumption of cattlehides for civilian use exceeded 20,- 
000,000 hides. In the other principal raw materials I 
have cited, the indicated changes are less marked al- 
though the final test must depend upon the quantity of 
raw material imported. 

“Civilian Demand—Before examining the implica- 
tions of some estimates I have made, it might be worth- 
while to consider several facts about civilian demand. 
A distinction has to be made between the consumer 
demand for goods and the manufacturing possibilities 
of utilizing and converting such raw materials as may 
be available. It seems to be axiomatic in wartime that 
demand for consumer goods runs ahead of supply and 
the problem for John Doe is what can be had, not 
what is wanted. A new factor now seems to be moving 
into evidence and that is whether or not possible short- 
ages of manpower or of collateral manufacturing sup- 
plies or the diversion of manufacturing plants to war 
products may make it increasingly difficult to process 
consumer goods. The basic raw materials may be on 
hand and yet the industry may find a serious problem 
in satisfying consumer demand. 

“Sole Leather—Last Spring it was noted that sole 
leather had become a very critical factor not only in 
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the leather but the shoe picture as well. It became ap- 
parent that future output of shoes for consumers would 
largely be limited by the supply of soling material. Pro- 
duction of sole leather in 1942 is likely to total about 
20,000,000 sides and there is a possibility that 1943 
output may be expanded very close to the limit of ca- 
pacity or approximately 22,000,000 sides. That is not 
so much an industrial problem as it is a question of 
policy in the allocation and import of hides. If the 
higher objective is set and attained deductions and in- 
ferences about military and civilian supplies of sole 
leather may take this form: 

“Total military requirement in sole leather may come 
to around 7,000,000 sides in 1943. This estimate in- 
cludes the needs of our own forces as well as lease-lend 
shipments which may be made to the United Nations. 
The deduction of this tremendous military total would 
leave only 15,000,000 sides for all civilian uses, which 
is less than was consumed in such periods of peak shoe 
production as 1942 or 1941. However, 15,000,000 
sides is equal to the average of several previous years 
and would not, therefore, cause any important reduction 
in the normal civilian consumption of sole leather. 
About 2,500,000 sides of sole would, under present 
WPB orders, move to the shoe repair industry, and the 
balance, or 12,500,000, to shoe manufacturers. 

“Upon the basis of the estimated sole leather supplies 
for civilian use an inference can be made as to the pos- 
sible production of footwear. If there were no question 
about the availability of rubber or composition soles, 
which have supplemented leather for certain types of 
footwear, shoe factories might, as a maximum, be able 
to turn out in 1943 close to 390,000,000 pairs in com- 
parison with the probable 1942 output of 465,000,000, 
the 1941 production of 483,000,000, and the previous 
five-year average of 400,000,000. However, it seems 
very doubtful whether enough rubber will be allocated 
for shoes to permit more than a fraction of the usual 
output of rubber or composition soled footwear. Should 
no rubber or composition be available, then civilian shoe 
production could hardly be much more than 315,000,- 
000 pairs. If the use of reclaim for soles is permitted 
to the extent of 50 per cent of former use, total shoe 
output may reach 355,000,000 pairs. These estimates 
are predicated upon a maximum sole leather output, 
namely, 22,000,000 sides, and if production of sole 
leather does not confirm our estimate, potential shoe 
cutput must be revised downward. 

“Any* remarks about prospective shoe production 
cannot be dissociated from the record production of the 
past 20 months. In that period more civilian footwear 
was made than ever before and total inventories have 
reached an unprecedented level. Retail stocks today are 
in the neighborhood of 210,000,000 pairs and together 
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STACY 


Can’t Make 
Them All, 


So They’re Making 
Only The B E § T 


1943, CRAFTSMANSHIP comes into 

its own! Now, quality and richness of 

appearance sell shoes. As fine shoe 

materials become scarcer, they be- 

come more to be treasured and more 

to be worked skillfully and carefully. Simplification of pattern, too, puts new emphasis on 
well detailed, carefully finished shoes, in a word, Stacy-Adams. In an age of mass production, 
there has been a steady and loyal clientele which has appreciated the best in custom foot- 
wear. With them, Stacy-Adams has always been a standard for Quality and Finish. Now, 
that self-same Quality has made a sudden increased demand. Obviously, Stacy-Adams 
cannot make all the fine shoes for this steadily increasing market, but they will continue to 
make the best and to serve their dealers accordingly. 





in the Stacy-Adams custom line, there 
are 27 styles In-Stock. See the full 
Stacy-Adams line at the Fair. 

THE CONSUL LAST 


The latest addition to the already popular line 
by this Custom Shoemaker. 


National Shoe Fair 
Palmer House, Room 865 
Chicago, November 2, 3, 4, 5 


Stacy - Adams Company BROCKTON, MASS. 
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FOOT TROUBLES 


Foot Troubles Hinder Victory 
by Lowering War Workers’ Efficiency 


Occupational foot troubles are causing the loss of thousands of 
production hours . . . time too precious to lose. Every foot 
ailment is a deadly enemy, and should be dealt with promptly 
and completely. Every time a war worker is “slowed down” by 
hurting feet, America’s victory is imperiled. These hurting feet 
are your responsibility, Mr. Shoe Dealer. It’s up to you to wage 
relentless war on needless, work-slowing foot troubles with 
Dr. Scholl’s Foot Comfort* Service Plan. 


90% of Your Customers Need More 
Than Shoes... They Need Foot Relief 


Government figures reveal an appalling increase in foot troubles. 
Now, with nation-wide gasoline rationing . . . with men and 
women on their feet for hours at a time, working under severe 
mental and physical strain . . . foot troubles are bound to be 
even more widespread and severe. Foot sufferers want and need 
real relief . . . and Dr. Scholl’s Plan enables you to help them 
find it, right in your store. 
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For Victory — 


Dr. Scholl’s Foot Comfort® Service Plan 
Helps Keep America’s War Workers Fit 


Alert shoe merchants are giving Dr. Scholl’s Arch Supports and 
Remedies more importance in their merchandising plans. They 
are playing a big part in relieving and reducing occupational 
foot troubles, and at the same time are building a clientele of 
satisfied, foot-happy customers who come back time and again 
for all their shoe and foot needs. 


Dr. Scholl's Helps You Maintain Profits 


Your Dr. Scholl Foot Comfort* Department will make up for 
sales and profits eliminated by Conservation Order M-217. Best 
of all, it will help you do a better-than-ever job of serving your 
patrons . . . make your store more profitable through all the 
years to come. Ask Dr. Scholl’s representative to show you the 
details of this plan. 


*Reg. U.S. Pat. Of. 


THE SCHOLL MFG. CO., Inc. 


CHICAGO, ILLINOIS 


NEW YORK, N. Y. 
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STORE improvement and modernization have been 
sharply curtailed under the stress of the war emer- 
gency. If you wanted to install a new front, for ex- 
ample, you were permitted up to a few weeks ago to 
spend up to $500 for that purpose. The government 
recognized that store improvement was a necessity and 
if it did not call for the use of the highly critical mate- 
rials, improvements up to that figure were permissible. 

Then along came WPB Order L-41, which cut the 
maximum expenditure sharply to $200, a figure that 
probably caused many retailers who might have been 
contemplating moderate changes and improvements to 
exclaim “What can a man do to modernize his shoe 
store with money like that?” He cannot figure on a 
very extensive plan of store improvement, certainly, but 
the fact remains that there are still a lot of minor im- 
provements that can be made within that figure. 

Surely there should be no blackout on attractive 
merchandise presentation because of the war, and, as- 
suming that non-critical materials are employed, keep- 
ing the shoe store up-to-date constitutes no interference 
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with the progress of the war effort. WPB Order L-41 
relates primarily to new construction, changes in ex- 
terior and interior walls, etc. It does not include minor 
changes on existing bulkheads, new glass, maintenance 
of existing construction, etc. Such changes can be made 
at any time as restrictions do not apply to them. 

Present restrictions would seem to rule out anything 
in the nature of a general remodeling job, except in 
the smallest stores, for the duration of the emergency. 
But it need not prevent the addition of new display 
fixtures for windows or fixtures needed for the interior 
of the store. The store front can be brightened in many 
cases by a paint job, and simple redecorations or the 
addition of inexpensive furnishings can enhance the 
appearance of the interior. Interesting, attractive stores 
give a lift to civilian morale in wartime, while letting 
your place of business run down and become rusty 
and down-at-the-heel has the opposite effect. In war- 
time, even more than at other times, customers will 
prefer to shop in an environment that is clean, cheerful 
and attractive. 








1942 TRENDS in STORE 


FAMOUS FOR COMFORT 
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dbove: One of the most outstanding 
lepartments in Spear’s newly-opened 
‘Store of the Future,” Pittsburgh, Pa., 
s the women’s section. Cutout letters 
m the wall identify the department; 
\potlights highlight the displays in 
he wall niches, and large mirror at 
‘ear gives the impression of size. 


tight: Since most men don’t like to 
hop and don’t like to ride in crowded 
levators, the men’s shoe department 
id, in fact, the entire men’s cloth- 
ng departments, are located on the 
nain floor of Spear’s new Pittsburgh 
tore. The circular leather lounge can 
accommodate 70 men. 
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Left: Exterior of the new home oj 

Julius Grossman Shoes, at 415 Fifth 

Avenue, New York. Wide anzle dis. 

play windows permit merchandise to 
be seen from all directions. 


Below: View of the women’s shoe 
department at the Grossman store, 
Although reom is rectangular in 
shape, curved effect is given by bal- 
cony treatment above stock shelves 
and wrapping section at the left, rear. 











DESIGN and EQUIPMENT 


New Curved Treatments in Shoe Store and Department Layout 


Create Pleasing and Spacious Effects. Attention Vaiue of 


Shoe Displays Is Emphasized by Innovations in Lighting 


Left: A new department for inexpen- 
sive women’s shoes on the main floor 
of Herpolsheimer’s, Grand Rapids, 
Mich. The curved effect is carried 
out in the rear wall. Featured foot- 
wear is spotlighted in the lighted dis- 
play niches shown in the photo. 


Below: The men’s shoe department 
at the new Grossman store, in New 
York. The department extends at 
right angle off the women’s section as 
shown on opposite page. Small inset 
display niches and full-length mir- 
rors break up shelving expanse. 


Above: Grossman’s children’s depart- 
ment is located at the rear of the 
women’s department, separating the 
latter from the men’s section. Though 
small, this children’s section is easily 
available from all parts of the store. 


Right: A modern neighborhood shoe 
store, the L. G. Haig Shop, recently 
opened in Dearborn, Mich., Detroit's 
major industrial suburb. All shoe 
stock is concealed behind the cur- 
tained doorway at the rear. Handbags 

accessories are displayed directly 
across from the fitting chairs and are 
in view of customer at all times. 














SOMETHING TO BE 
THANKFUL FOR 


With the increasing demand for 
sturdy, sensible shoes among de- 
fense workers and civilians who 
are walking instead of riding, we 
are thankful that in the Health 
Spot Shoe we have a product that 
meets this need. 


For years, Health ‘Spot Shoes have 
brought comfort to countless num- 
bers of foot sufferers, and now 
defense workers are wearing these 
shoes with complete and satisfy- 
ing comfort. 


Men and women who work on 
their feet long hours, many of 
them new to their occupations, are 
finding that their shoes must be 
strong enough to hold up their 
body weight. 


The purpose behind Health Spot 
construction has always been to 
provide a solid platform for the 
body weight. The patented Health 
Spot features provide needed 
arch support to give the wearer 
untold comfort. 


As more and more war workers 
change to Health Spot Shoes, we 
feel that in a small measure we 
are contributing to the war effort 
on the production front. 


Not to be overlooked is the ser- 
viceability of these shoes. Health 
Spot Shoes are made sturdy and 
strong and as a result they wear 
longer. In this day of conserva- 
tion, the service that a shoe ren- 
ders is mighty important. 


While our civilian production has 
of necessity been reduced, due to 
the fact that we are also making 
men’s Navy High Shees, we are 
standardizing on fewer Health 
Spot styles in an effort to make 
them reach as far as possible. 


MUSEBECK SHOE COMPANY 
IMinois 











Important Basic Outlines 
For Spring 
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. with ribbon bows . . . all revived 
from 1940 pattern lines for new casuals 
that will look different because the 
wedge or half wedge or platform makes 
a difference. 

Customer interest in oxfords and ties 
beginning to equal the stress placed by 
necessity on these types in all lines. 
Placid acceptance by customers of 
laced shoes ... if the laces stay tied... 
and other lace, button or buckle adjust- 
ments, in spite of the years they have 
worn lazy type shoes that slip on. Re- 
turn of stepping into shoes replacing 
slipping on types. 

Note: True full-breasted heels are al- 
lowed only on turn shoes. The full- 


breasted shape, however, is not restrict- 
ed to this construction. 


HANDICAPS IN DESIGNING 
No contrasts in two colors, nor con- 
trasts of binding, stitching, lacing. 
But contrasts in leather surfaces of 
they are identical in color. 
Buckle shoes requiring metal buckles 


will last as long as manufacturers have 


the buckles. Wait and see what comes 
in to take the place of metal buckles. 
Quantity of goring on hand for gore- 
front or side-gore patterns can be used 
if released by special request to WPB, 
but after that supply is gone no more 
of these patterns can be made. The 
same is true for elasticized shoes. 


PERMITTED COLORS 
Bluejacket . . . basic navy blue. 
Turftan ... color for antique mono- 

tone, no two-tone effects. 

Army Russett . .. the color that 
started bootmaker polish . . . the official 
WAAC shoe color. 

Town Brown ... dark shade for those 
dressy sandals and town shoes. 

Also, black and white. 


ALL-OVER MATERIALS 
Alligator and alligator prints. 
Buckskin. 

Calfskin, all finishes. 

Elk finish sides. 

Gabardine. 

Goatskin, all finishes. 

Kidskin, all finishes. 

Lambskin cape. 

Lizard and lizard prints. 

Smooth sides. 

Splits. 

Suede finishes. 

It’s a case of using everything avail- 
able for upper material, carefully de- 
tailed for suitability by type. 








KEEP FEET 
FIT for 
ACTIVE 


»»eOrder of the Day 
for Shoe Merchants 


It’s your order for The Dura- 
tion, too, Mr. Shoe Merchant 
-.. your No. 1 task in the war 
effort ...to protect and pro- 
mote your customers’ foot 
health and comfort for more 
“foot hours” of productive ef- 
fort on all “fronts”. 

The first step is to convince 
customers and prospects that 
you are equipped to give 
them superior fitting service 
in addition to style and qual- 
ity. Show them that X-Ray is 
the only fitting device which 
lets them see that their shoes 
fit correctly. Explain to them 
that all types of footwear... 
Work Shoes, Dress Shoes, 
Sport Shoes ... must be cor- 
rectly fitted to keep their feet 
in fighting trim for active duty 
in wartime. 

An X-Ray Shoe Fitter makes 
it easy to dramatize your fit- 
ting service, to establish your 
store or department as Head- 
quarters for Shoes That Fit to 
Keep Feet Fit! 


No Extra Investment 


You can purchase your 
X-Ray out-of-inventory 
without increasing your 
capital investment one 
cent. Liberal E-x-t-e-n-d- 
e-d Terms if you wish. 


X-RAY 
SHOE FITTER 4c. 


3533 NORTH PALMER STREET 
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ESQUIRE 


s 


BOOT POLISH 
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ESQUIRE 


BOOT POLISH 


© BROWN STAIN © MAHOGANY STAIN 
© BLACK @ TAN STAIN 
(All Authentic Stain Colors) 







* 
An American Boot Polish made with the finest 
imported waxes and blended with *Lanolin— 
for the preservation of leather. 


7 
Imparts to the shoe a lustrous hand stained 
appearance with a minimum of effort. 


* 
Your sample sent upon request — also prices 
and particulars on our outstanding display 


material. 
ESQUIRE 
SERVICE SHINE KIT 


THE PERFECT GIFT FOR THE 
MAN IN THE SERVICE 






























Y 
Made in 
NAVY BL 

and 
KHAKI 









Contains: 
SHINE CLOTH 
BRISTLE BRUSH SET 
ESQUIRE BOOT POLISH 
Black for Navy 

} Brown for Army 
ALL PACKED 
IN HEAVY REGULATION 

SERVICE MATERIAL 

CLOSED WITH SNAP FASTENER 














AS ILLUSTRATED 








Price $10.80 Per Dozen 
Delivered 








KNOMARK MFG. CO., Inc. 


214 TAAFFE PLACE 
BROOKLYN, N. Y. 
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An Open Letter To The 
Retail Distributors of 


KIWI 
The Quality Shoe Polish 


{made in England) 


October 5, 1942. 
Dear Sirs: 
REGARDING FUTURE SUPPLIES OF KIWI 
SHOE POLISH: 


It is with a great deal of regret that we must in- 
form you that we are unable to accept any further 
osders for KIWI Shoe Polish at this time. 

The Office Of Lend-Lease Administration ad- 
vises us “that inasmuch as the domestic shoe polish 
manufacturers are unable to secure tin containers 
for their paste shoe polish that it would be neither 
fair nor logical that we continue to import KIWI 
SHOE POLISH in tin containers.” 

The British Board of Trade recognizes this princi- 
le and it is understood that no more export licenses 
or polish in metal containers will be issued. 

You can rest assured that every effort will be 
made to keep this Quality Shoe Polish on the 
American market, perhaps in a different container. 

We ask your patience and indulgence until more 
precise information is in our possession concerning 
the future of KIWI Shoe Polish. 


May we thank you for your splendid cooperation 
given to us in the distribution of KIWI Shoe Polish 
and we trust that we may have favorable news for 
you in due course of time. 


Respectfully yours, 


LYONS & CO. 
122 Duane Street, New York,N. Y. 











U. S. A. SOLE DISTRIBUTORS TO THE TRADE OF KIWI, 
THE QUALITY SHOE POLISH. 





















2456—Tredmor Last. 
The Brookline Tie 
Black suede, black 
lizard trim. Six eye- 
let tie. AAAA to EE 
—5 w 10. 


2457 — Health Last. 
The Lacheen Tie. 
Black suede. Seven 
eyelet tie. AAAA to 
E-~+ to 10. 


NEW YORK OFFICE 
754 Marbridge Bldg. 





American women today are on their 


feet for victory, which explains the 


tremendous demand for the scientific 


“foot-defense” of Miller Health Shoes. 


WEST COAST WHOLESALE DEPT. 
690 S. Bonnie Brae CHICAGO, ILL. 
Los Angeles, Cal. 1208 Republic Bidg. 


THE MILLER SHOE COMPANY . .. COOK and ALFRED STS. . . . CINCINNATI, OHIO 
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THOUGHTFUL merchants, alarmed neither by the foot- 
wear conservation order nor even by the possibility of 
consumer rationing of footwear, if that should come to 
pass, see in the immediate future a definite increase in 
the demand for feature footwear of the type which serves 
to keep the normal foot in good condition and some of 
which, at least, also serves to correct abnormalities 
brought on by the wearing of improperly shaped shoes 
improperly fitted. 

These merchants base their predictions on obvious 
facts. First is the fact that the use of the automobile is 
on its way out for any but essential purposes and that 
hundreds of thousands of men and women, who hitherto 
have disdained to walk the short half-mile from home to 
store, will now be forced to. The second fact is that 
both men and women, willingly or unwillingly, are 
likely to find themselves in war jobs of a kind they 
never contemplated when training for their respective 
careers. Salesmen by the countless thousands will emerge 
soon, they believe, as riveters, welders and operators of 
turret lathes. Secretaries, at present in non-essential 
industries, similarly will find themselves doing skillful 
assembly work at the factory bench. 

Joseph A. Smith, New England regional director of 
the War Man Power Commission, recently told directors 
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and members of the New England Council that, given a 
war of any length, he expects to see 60 per cent of the 
jobs in the defense industries manned by women and 
girls, as it is in England today and has been for 
some time. 

Out of all this, it is argued, will come a pattern of 
thought—a realization of the importance of the foot, 
the even greater importance of taking care of it, and an 
eager seeking after knowledge of how best to do it. 

“For the sake of argument,” says one merchant, “let’s 
take the individual case of a typical woman who, either 
because she wants more money or because she has to, 
has left her desk job and enrolled as a factory worker. 
Her first choice of shoes is an old well-worn pair of 
pumps with fairly high heels. The entire weight of her 
body will be supported by her feet for from eight to 
ten hours a day and under the strain her worn shoes 
will spread, her feet will push farther forward in the 
shoes than they were ever intended to, the metatarsal 
heads will drop and then will come pain, fatigue, loss of 
efficiency. 

“Her next pair of shoes will be better but not perfect. 
She will probably try another pair of pumps with much 
lower heels, say 14 to 16 eight. Or they may be two- 
eyelet ties. These will give her partial relief but in the 
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Speeial Feature Shoes 


[CONTINUED FROM PAGE 109] 


end, if her foot muscles have been weakened by her life- 
time habit of never walking when a ride was available, 
she will finally come to the feature shoe and never 
give it up. 

“The feature shoe of today is the woman’s work shoe 
of a near tomorrow.” 

“I don’t believe,” he concluded, “that the slack shoe 
will for long be used even by the younger girls in indus- 
try, as it is today. It’s wonderfully comfortable—ad- 
mittedly so—but it lacks the support necessary to the 
foot which maintains the body in a standing position 
often for long hours at a time. Sooner or later, girls will 
be in the market for the shoe with features designed to 
minimize the foot strain thus incurred. The merchant 
who is prepared to sell these shoes intelligently—who 
can persuade the women workers of the country that it 
is better te sacrifice a bit of what they call style in the 
interests of efficiency and lessened fatigue—will be in 
position to reap the harvest of increased sales.” 

Insofar as style is concerned, this should not be too 
difficult since lines of feature shoes now on the market, 
plus those in process of development, do not and will 
not lack in attractiveness of line nor even in color, with- 
in the limits fixed by the terms of the now famous 
Regulation M-217 of the War Production Board. 

What are these features which make for comfort and 
foot health? 

Presupposing a range of lasts sufficiently large to 
cover the various normal foot types and a range of 
sizes and widths of sufficient size to fit properly the feet 
which come into the store, we have only to consider 
those built-in structural details which, with one or two 
exceptions, do not affect the appearance of the shoe 
and which may be incorporated in any shoe built over 
any good last. 

Consider the heel. 

The treading surface of the heel is not flat, but has a 
rounded contour which leaves in the soft ground, when 
walking barefoot, a cup-shaped depression. Reasoning 
from that fact that the heel will be more comfortable 
in a shoe equipped with just such a depression, the 
feature manufacturer in many instances has built into 
the shoe a cupped heel seat, or a sponge rubber heel pad 
which eases the shock of walking on hard pavements, 
though this latter device is becoming increasingly 
scarce as the supply of rubber runs low. 

The fit of the counter, too—the manner in which it 
hugs the outline of the heel—is to some degree a sup- 
porting device in addition to preserving the shape of 
the shoe quarter. A more positive aid is the long inside 
counter which, strictly speaking, does not support the 
heel so much as the longitudinal arch section of the foot 
just forward of the heel. Then there is the wedged heel 
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by means of which the heel of the foot is raised in vary- 
ing degrees on that side toward which the foot has a 
tendency to turn while in action. The commonest weak- 
ness of this kind is pronation—a turning of the foot 
inward—helped, alse, to some extent, by the long inside 
counter. 

Forward of the heel, as has been pointed out, is the 
longitudinal arch. Weakened by strain, this requires a 
solid support in many cases and it is here that the fea- 
ture shoe designers almost without exception have 
solved the problem with the aid of steel shank pieces of 
various weights, sizes and designs. With the weight 
limited by the Footwear Conservation Order, steel may 
disappear sooner or later from this part of the shoe but 
other substances, notably wood, will take its place 
and it is doubtful if the wearer will notice the difference. 
This is net an invitation to practice deceit in selling, 
merely an emphasizing of the fact that American shoe- 
making ingenuity can be depended on to develop sub- 
stitute materials which, as in the case of many other 
industries, may prove to be better than the original. 


THE longitudinal arch structure may be helped, too, 
as pointed out, by the long inside counter. It is also 
helped by the so-called orthopedic heel which extends 
forward on the inside of the foot and transfers some 
of the body weight from the weakened arch on that side 
to the more solid bony structure of the heel. So closely 
related are the various parts of the foot that relief of 
any one not infrequently will help the other, though 
they be far apart in terms of anatomy. The orthopedic 
heel is a case in point. 

Of all parts of the foot, the most liable to injury of the 
type accompanied by displacement of the skeletal struc- 
ture is the ball section composed of the metatarsal bones 
just behind the base of the toes. A foot which thrusts 
too far forward in a shoe will allow the heads of these 
metatarsal bones to become depressed. Callouses will 
develop on the ball of the foot. Intense pain may be 
experienced. The answer to this problem is two-fold. 
First, get the foot into a pair of properly fitted shoes— 
shoes in which the foot cannot push forward. Second, 
provide at least temporary support for these metatarsal 
heads by the use of a button or support which, in fea- 
ture shoes, is a built-in device; but which can be in- 
serted in any pair of good shoes selected by the cus- 
tomer. In the latter case, the trick is to locate the sup- 
port properly and to see that it is securely fastened with 
no chance to work loose and wander around, doing 
more harm than good. 

Some of these supporting pads or buttons are of rub- 
ber, others of heavily felted fabric, some are built up 
of leather. All are good when properly made. 
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M-217 


PUTS FRESH EMPHASIS UPON 
THE CAPITAL ASSET VALUE OF 


“HUG-TITE™ 


SHOES 


. . a fast selling arch line priced in the popular action field 
of $5.00 retail. Smartly styled and built over proven lasts, 
HUG-TITE shoes provide extra sales appeal under the new 


merchandising conditions. 


IN STOCK....The HUG-TITE franchise is 
fully supported by a complete in-season stock 
set-up. Prompt shipping service. The season’s 
smartest styles ready to ship. Look into the 
HUG-TITE proposition; it is one of the indus- 
try’s real opportunities. 





THE CHARLES MEIS SHOE MFG. COMPANY 
CINCINNATI OHIO 
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Manager Crawley: 
“Yes, Miss Julie, this 
W. B. COON shoe is the 
correct heel height for 


Manager, Mr. Crawley? “We 
had the biggest month in our 
history in August, Mr. Jones. 
What shall we plan now?” 


Owner Jones: “You know our 
policy to have a well rounded 


i 


our very active work.” ; : : 
y y : stock. It’s much easier to 
‘ “ia have a size on hand than a 
promise of one. 


Miss Julie: ‘‘And it 


” 


looks smart and feels 
wonderfully comfort- ; 
able.” 





: -WHEN WOMEN CHANGE 1) 

/ LOWER HEELS... 

een  W.B. COON SHOES SOLVE 
THE MERCHANT’S PROBLEN 


Dalsheimer’s, famous shoe store in Baltimore, is proud 
of itt WILBUR COON department because it fits into 
these stirring times. Americans are on the move thew 
days and over 250,000 war workers and their families have 


come to Baltimore. 









: 
Miss Pearl Nor- 


i the shoe 
measured 

she foot for 9% 
nd when the 
ale was com- 
Mrs. 





This puts a responsibility upon a store that believes in having 
sizes to fit every foot. As owner, H. E. Jones, puts it: “You can’ 
sell a pair of shoes to a customer if you haven’t got the size. I'v 
always hated to say: ‘We'll order them for you.” So fit is th 
thing in Dalsheimer’s, in Baltimore, and particularly so with wome 
who previously wore high heeled shoes and now find a need for 
all-day foot comfort in lower heels. 





Mr. Jones says: “It’s a great satisfaction to deal with the W. 3 
COON COMPANY for it has what I call ‘background.’ The WILBUR 
COON organization have built themselves around their shoes and 
' a eS they have merchandise that any merchant can feel proud to sell 
: particular customers. And if you want to know the truth, for fifi 
one years I have been serving Baltimoreans. It’s a pleasure to #! 
that WILBUR COON shoes today are better than they ever wert 
They meet the conditions of the times. There will continue 
be enough people in this country who want real shoes and are wil 
ing to pay for them. Restrictions in styles will cause women to bus 
better shoes, to last longer. 


“We have a staff of 22 sales people and only four of them # 
men. We find women very competent in fitting shoes. In fact, # 
the city of Baltimore, it is only in recent years that women ¢® 
tomers have accepted men as shoe fitters. So you see, we are ® 
step with the times.” 


— 
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: ESSENTIAL TO AMERICAN WOMEN, BECAUSE 


“THERE IS SQ MUCH COMMON SENSE BUILT 
INTO EVERY PAIR”. . AG Jonea— 


“It’s only by planning a ‘thing ahead that it is 
possible to attain your goal. When we moved to 
this location in December 1929, I wanted to lift 
the standard of quality in my store and so I con- 
ceived the.idea of a WILBUR COON depart- 
ment. It took me twelve months to put the shoes 
in but when we did, it was a complete line. A 
great many good comments came from my cus- 
tomers because WILBUR COON shoes have 
always been good fitters and good quality. 
Even during the depression years I knew it was 
a wise thing to hold to the standard of quality. 
This business has never borrowed a dollar in the 
last thirty-five years. And remember, I bought 
this business after years of diligent saving. 

“I’ve always discounted all my bills because it 
is profitable for me to do so. I never could see 
where it was an advantage to buy something that 
I had to borrow money to pay for. There’s one 
great reason why I like WILBUR COON 
SHOES. It’s because there is so much com- 
mon sense built into every pair.” 
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B. COON COMPANY 


PROGRESSIVE HEEL HEIGHTS 
10/8 heel height_ as an anatomically correct toe, a 


straight inside line, broad shank, Free-Treaded 
ball, short back part and narrow fitting heel 

12 8 heel height -on lasts having a fairly straight in 
side draft, a moderate arch elevation, free fitting 
ball, snug fitting instep and narrow fitting heel 
This is the basic heel height recommended for 
war workers to wear 

14/8 heel height_ a semi-dress last. The higher arch, 
short back part and narrow fitting heel permits 
the foot to rest comfortably in W. B. Coon all- 
occasion daytime shoes for normal feet 


16/8 heel height —for a dress-up last with the funda- 
mental correctness that is contained in W. B 
Coon shoes of this type. The contour of the arch 
and the unusually broad shank for this heel 
height allows freedom of action seldom found in 
16/8 lasts 

W. B. COON Shoes — SELECTIVE INSTOCK 

SERVICE —is now on a war-basis of opera- 

tion — utilizing only those materials not essen- 


tial to our military forces. 


A—FREE TREADS: A related series of 
broad tread straight lasts. 
B—-OUTFLARES: A related series of 
broad tread ouftflare-lasts. (Both of the 
above groups are available with the 
TRI-BALANCE insole as well as in the con- 


ventional welt construction.) 


37 CANAL STREET © ROCHESTER, WN. Y. 


47 WEST 34TH STREET © NEW YORK CITY 











FIRST dhcngs 
come FIRST! 


Our first aim is to do our part 


in helping to win the war. 


4 PATENTED COMFORT 
FEATURES 


1. Patented Shank icti 
asinine But, under the restrictions of 


2 ae paar war time production, we shall 

Fitting 3 do our utmost to produce chil- 
dren’s shoes of the same qual- 
ity and health standards that 
made the Dr. Posner name a 


synonym for leadership. 


And we shall endeavor to con- 
tinue to keep our complete 
in-stock service functioning 
In-Stock No. 618 smoothly to the end that the 
is brome ov bleh ab Dr. Posner Dealers will be en- 
heavy flexible sole. abled to maintain a satisfac- 
tory turn-over and a highly 
There are more prospective wearers for Wright profitable volume with nor- 








Arch Preserver Shoes than ever before. You can mal inventories. 


sell them to Army-Navy personnel, busy executives 
and professional men, who already appreciate the 
scientific design and comfort features of these fine 
shoes; and to workers whose long hours ate putting 
added strain on their feet. No wonder the Wright 
Arch Preserver is called the Essential shoe! 





Over 10,000,000 women this Fall will 
at the Palmer House i os Bs Posner’s advertisements in the 


OSH; Ladies’ Home Journal, Woman’s Home 

} 7 Companion, Good Housekeeping, 

National Shoe Fair ae ee oe 
Mademoiselle. 














WRIGHT | DR. A. POSNER SHOES, INC. 
Makers of Children's Health Shoes 


Arch Preserver | arr 
*Venre onc nys 137 Duane St., New York, N. Y. 
s H e) E S$ FACTORY: ALLENTOWN, PA. 


CHICAGO: MERCHANDISE MART 


N FRANCISCO: THE GLA OE CO. 
E. T. WRIGHT & CO., Inc., Rockland, Mass. m2 gore 
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eal 
Walking 
shoes 


as only 
Matrix 
can make 
them! 










With “Your Footprint in Leather” 













even more important, we believe our na- 


For 78 years, we at E. P. Reed & Co. 


have stressed the importance of good __ tional labels, our tested and proven walk- 





walking shoes. Since the inception of ing shoe lasts and styles, and our long- 





Matrix,* we have consistently advertised time policy of maintaining a comprehen- 
the consumer benefits made possible by sive “in-stock” department, are right in 


our exclusive feature, “Your Footprint line with the requirements of the success- 







in Leather.”’* ful dealer of the future. 











Today, with federal regulations and eco- We invite you to see our nationally 





nomic conditions making walking shoes known branded lines for spring: 
















MATRIX @ COLLEGEBREDS e@ TANK-TREADS @ MATRIPEDICS 








at the 


k. P. REED EXHIBIT 


PALMER HOUSE ROOMS 856-7-8 
NOVEMBER 2, 3, 4, 5 mE moot d One” 
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E SMALL STRIP OF SOLID LEATHER GOODYEAR WELT 
¢ THE LIFE OF 11 STYLES OF FOOTWEAR OF OUR ARMED FOR 


; pEpENd 


U.S Army Signal Corps 


Note that the serene ig job of 


WELTING is to th 
the ame, and ion otD HEM 


TOGET 


count BARBOUR S72. Zorloaggn YEAR vam 


Manufactured by BARBOUR WELTING COMPANY, Brockton, Mass. 


the Seog $ largest ee tom, aposiaticing | in development and production of Welting for Fifty Years... with capacity 
2 O i 





WHEN, on Sept. 10, the War Production Board issued 
its Footwear Conservation Order M-217, it accomplished 
much more than its announced objective of limiting 
further civilian inroads on the nation’s stock pile of 
sole leather and of the types of hides from which sole 
leather is made. The men who framed the order, per- 
haps unwittingly but nevertheless certainly, changed 
the emphasis from making a profit through multiplicity 
of style to making a profit by selling shoes of the high- 
est possible quality consistent with the price to be 
asked. 

With colors limited, with some patterns banned and 
the remainder confined, insofar as the individual manu- 
facturer is concerned, to those which he has made in the 
past, it is obvious that the next and best thing to talk 
about is how good the shoes are and how long they 
will wear. 

But the effect of M-217 seems destined to be even 
more far-reaching than that. It has opened wide the 
doors to the use of synthetics—those already on the 
market and those in process of development. The stimu- 
lus given to these materials by the industry’s quick 
transition from a peace to a war economy cannot be 
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measured accurately in advance, but will be great. 

It is now common knowledge throughout the trade, 
or should be, that approximately one-third of every 
bend is reserved for use on military footwear. This is 
the portion of the bend which meets the specifications 
laid down by the Army, Navy and Marine Corps. 

But sole leather production is increasing—has been 
for some time, in fact. Therefore, says one trade author- 
ity, “while aggregate requirements for the military and 
Lend-Lease may loom large, it is not inconceivable that 
under cattle-hide allocations and other government mea- 
sures, the net for civilian use will be greater than has 
been predicted.” 

It is not expected, of course, that the civilian supply 
will be as great as it was in 194] or even early in 1942, 
when shoe production was “zooming”, but it is ex- 
pected that it will compare not unfavorably with sup- 
plies in former years when supply and demand were 
more nearly equal. 

Furthermore, treatments already have been devised 
for the lesser grades which enhance their wearing qual- 
ities. The impregnation of leather with oil is one. 

[TURN TO PAGE 118, PLEASE] 
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The Outlook for Shoe 


Soles from the shoulder portion of the 
hide, from which the greater part of 
our most durable welting comes, are 
being used with good results. Experi- 
ments in making laminated soles of 
leather and of leather and plastic are 
under way, although it is understood 
the latter may not be practical for the 
time being because the type of plastic 
being used for the experiments is 
needed in the war effort. Other experi- 
ments are based on the assumption that 
a relatively spongy leather, highly 
compressed, will yield considerably 
more wear than it will in its original 
state. There is, also, the sole as- 
sembled from many small sections of 
leather, resembling a tank tread. 

And there are wooden soles, ranging 
all the way from solid wood with leather 
hinges where the flex comes in walk- 
ing, and wood soles which are laminated 
and which can be made almost any de- 
sired thickness; to one still in the ex- 
perimental stage which achieves flexi- 
bility by a series of slashes, half of 
which extend part way from the inner 
to the outer side and half of which, 
alternating with the former, extend 
from the outer toward the inner side. 

Out of all this experimentation are 
coming shoe bottoms which will at least 
be satisfactory for the purpose for 
which they are intended, and while in- 
dustry statisticians agree that shoe 
production will suffer, no one need go 
barefoot because of the lack of adequate 
bottoming material. 


Upper Stock Available 


Many kinds of upper stock we still 
have—not, perhaps, in abundance but 
certainly in quantities sufficient for 
most normal needs. With little more 
than 15 per cent of the calfskin supply 
needed for military purposes; and with 
ships returning from the Pacific south- 
west with kid and goatskins, we will 
see, barring unforeseen developments, 
the same array of smooth, sueded and 
print finishes that we have had in the 
past, as well as kid stock for linings. 
The only limitation will be in the 
variety of colors. 

It is true, of course, that many of 
the countries from which came the very 
highest grades of calfskins and even 
calf leathers, as well, are shut off for 
the duration of the war, but other 
sources which have been developed— 
South America, for instance—are pro- 
viding skins which are made _ into 
leather which is equally as durable, al- 
though, perhaps, not so finely textured. 

Insofar as the supply of goat and kid 
skins is concerned, the problem is large- 
ly one of transportation but, under 
Lend-Lease, since freighters are needed 
to transport war materials to the Far 
East, it has been found expedient thus 
far to permit them to load for the re- 
turn trip with those raw materials and 
some of the manufactured products 
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FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 


Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 


BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles; leather and the other shoe materi- 
als that play a part in good shoemaking. 


So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
jour sales meetings. 





which are made in China and India, 
even with the war raging in the former 
and threatening in the latter. In these, 
the quality is unchanged. 

Another upper stock coming to the 
fore is pig leather. The news here is 
that whereas the raw stock from which 
much of this leather was made prior to 
1939, came from Western and Central 
Europe, other sources have been de- 
veloped in this hemisphere and the pig- 
skin tanner has a new lease on life. 
Although not manufactured in any- 
thing like the quantity of calf and kid 
leather, the supply to date has about 
equalled the demand, for pig leather is 
still in the novelty class, untouched, it 
may be mentioned, by the War Pro- 
duction Board. 


Provides Shoe Ventilation 


The strength, durability and softness 
of this leather is well known. Further- 
more, it is claimed for this pigskin that 
it is the only known leather in which 
the hair cells penetrate through to the 
flesh side, providing a degree of po- 
rosity which permits the circulation of 
air, thus air conditioning the foot. 

The big news of quality shoe mate- 
rials, however, as has been previously 
intimated, is in the field of synthetics. 
It is safe to say that, since Pearl Har- 
bor, there has been, on the part of the 
shoe industry, a more open-minded in- 
vestigation of these materials than ever 
before, and this despite the fact that 
synthetics of many kinds have been on 
the market for years. 

The first point to be emphasized is 
that synthetics are not “substitutes” in 
the sense that this word is commonly 
used—carrying with it the implication 
of an inferior material used either to 
bring down the cost of the end product 


Materials 


or because a better material is un- 
available for the moment. Synthetics 
are definitely replacement materials— 
in exactly the same sense that artificial 
rubber, some types of which, at least, 
are better for certain purposes than the 
natural product, are replacements. 

One of the oldest of these synthetics 
which, with wood, looms today as the 
important heel material, is leatherboard 
from which are made the durable and 
style leather-board heels which the in- 
dustry has had for years. Today, toa 
student of a new industry in the mak- 
ing, they are doubly interesting because 
they are one of the first of the shoe 
products to be made synthetically with 
a fiber as a base. 


Leather Fiber Products 


In the case of leatherboard, the fibers 
are recovered for the most part from 
sole leather cuttings. These cuttings 
are broken down into fibers and the 
fibers, in turn, are combined with cellu- 
lose and a coloring agent. The process 
which follows includes the extraction 
of the water used originally in break- 
ing down the leather waste into fibers, 
the ironing of this pulpy mass into 
sheets, the drying of these sheets under 
scientific control and their subsequent 
calendaring between heavy steel rollers 
—the end result being sheets of this 
well-known material which are smooth, 
even and of uniform thickness. 

The toe boxes and counters made of 
fibers of various kinds, combined with 
waxes and gums, are also well known 
and are another case of a synthetic ma- 
terial which has been used for so long 
a time that it has been accepted 
throughout the industry. 

Insoles, counters, box toes, midsoles, 
sock lining, welting and heels—these 
constitute at least a partial list of the 
inbuilt parts of the shoe which today 
take their place beside leather and 
which, in at least some cases, are apt 
to find themselves in a position of ab- 
solute predominance because of leather 
searcity. 

They all have what might be called 
one structural detail in common—and 
one common quality. The structural 
detail referred to derives from the fact 
that they are all made from fibers of 
one kind or another treated with some 
kind of a binding agent. At the present 
time latex and other forms of rubber 
are no longer available for this purpose 
but research has already discovered 
other satisfactory binding agents. The 
quality which they share derives from 
the fact that, being made under strictly 
controlled conditions, all have uniform- 
ity throughout. To put it more simply, 
and again reverting to the leather- 
board heel as an example, each sheet 
is uniform throughout, uniform in tex- 
ture, thickness, weight and inability te 
stand up under the wear to which it 
is subjected. 
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BEAUFORT-TANIDE 
COUNTER 







BEAUFORT QUARTER LINING 














BEAUFORT® INS' 
SOCK LINING 

BEAUFORT BEAUF( 

HEEL PAD HEEL P 

BEAUFC 

HEEL BA 


BEAUFORT-TANIDE 
WELT 


























For Low Cubans, Dutch Boys, Spring Heels and Slipper Heels. All types 
of Wedges. Waterproof, light in weight, resilient. Soften the step through 
increased resiliency. No more harsh pounding on pavements. Unusually 


BEAUFORT HEELS AND WEDGES 


low in cost. 


This material has met every processing and wear test. With two lifts, 
BEAUFORT HEEL BASES saves 75% of leather. For work, dress or play shoes. Waterproof, light 
in weight. Takes any “leather” finish beautifully. Competitive in cost. 


Sock linings, vamp linings, quarter linings, heel pads. In all grades, 


BEAUFORT LININGS colors and finishes—for every purpose. 


Used by leading volume manufacturers. The material is flexible, resilient, 
does not compress. Stitches, cements, binds—clicks out clean. Unaffected 


BEAUFORT PLATFORMS 


by moisture. Provides firm, straight, uniform edge. Low in cost. 






A quality material equal to sole leather on abrasive wear test. Flexes with- 
out piping; extremely resilient; does not compress. Stitches, cements, 






BEAUFORT-TANIDE PLATFORMS 





staples, tacks, binds—trims on Planet or rough rounder. Finger tests 






prove the positive cushioning action. 











BEAUFORT-TANIDE 
COUNTER 


" SEAUFORT-TANIDE 


INSOLE 


_ BEAUFORT 


HEEL PAD 


BEAUFORT 
HEEL BASE 


BEAUFORT QUARTER LINING 


BEAUFORT VAMP 
LUNING 


BEAUFORT-TANIDE 
INSOLE 


BEAUFORT-TANIDE 
MIDSOLE 


el ———__ # 
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BEAUFORT-TANIDE 
WELT 





BEAUFORT-TANIDE INSOLES 


BEAUFORT-TANIDE MIDSOLES 


BEAUFORT-TANIDE COUNTERS 


TO MEET M-217 


Four grades—superflex, flexible, medium firm and firm. Lower in price 
... Type VLR—with long butt leather split veneer and natural rough 
split finish. Type VLS—same with smooth plate finish. Type VGS—same 
with grain skive veneer. (VGS sold only by the pair; in all sizes and types. ) 


For work, dress or play shoes. Can be rounded, died, slashed, softened 
or stiffened—stitched, nailed, tacked, stapled or cemented. Resistant to 
water and to abrasion. Shoes can be resoled. 


Widely used, because the material is light in weight—soft—and flexible. 
Perfect for light, cool, soft, flexible slippers. 


When you build shoes with Beaufort Shoe Parts, you avoid most of 
the restrictions of Conservation Order M-217. Beaufort 

standards of quality are never lowered. Write us for 

full details and samples. 
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AFTER HOURS - 


WITH CELASTIC 


When the woman war worker’s 


day is done and the moment for 
well earned relaxation is at hand, 


there comes the desire to “dress 


29 


up”. 

In footwear for leisure hours 
Celastic provides absolute toe 
comfort with smooth wrinkle free 
toe linings, and in addition brings 
an extra measure of style to the 


shoe by accurately reproducing 


the clean cut lines of the last. 


During work hours, foot comfort 
is protected with a Celastic box 
toe of larger pattern and heavier 
EVERY PAIR OF SHOES MADE WITH weight, fused into a shoe of 


serviceable styling. 


THE QUALITY 
BOX TOE 


RESPONDS TO FEET IN MOTION 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Front-Yore Shoes 
Am 7 lime / 


Non-military elastic SHUGOR is now being released to shoe 
manufacturers. It is positively available for use in front-gore 
shoes. Women can still enjoy the comfort of gore shoes, and 
flexible shoes are still in the picture. 

By substitution, we can deliver SHUGOR to meet the require- 


ments of your Spring models, if you place your orders now. 


THOMAS TAYLOR & SONS INC. 


HUDSON, MASS..- 
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All designers and shoe manufacturers will be able to show their 
ingenuity and design attractive shoes in the limited color range 
allowed. Shoes tipped and foxed with identical body color, 
using different types of leather for the tip and fox, will be the 
universal answer to this pressing problem. 


We suggest a standard type tip and fox shoe, using our 921 Turf- 
tan Charmooz in the body of the shoe, and our 821 Turftan 
Elkid in the tip and fox. 


All approved colors are now available in these leathers. 


AMALGAMATED LEATHER COMPANIES 


WILMINGTON, DELAWARE 
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FOOTPRINTS IN THE SANDS OF TIME 


FOR MORE than a score of years CORD-ON-END Soles and Heels bearing the brand names of GRO-CORD, 


RAW-CORD, NEO-CORD and CRAFT-CORD have been leaving their imprints upon the sands of the World! 
Yes, and these include soles for the Official Boy Scout Shoes worn by those sturdy youngsters, the Men of 
Tomorrow. The Official Boy Scout Shoes have RAW-CORD Soles. y%& In the industrial plants of the Home 
Front where slipping hazzards are great, these soles and heels have given their wearers a firm stance. And 
our Soldier Boys, too, are leaving their imprints of our Army Taps on the beaches and the headlands of 
our far flung Battle Fronts! y In co-operation with Uncle Sam's conservation requirements a steady stream 
of our products is flowing out thru the shoe industry. We ask the patience and good-will of our many friends 


during this trying period whom we are anxious to serve as promptly and efficiently as conditions permit. 


IT PAYS to stick to GOOD BRANDS! 
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the man on the fitting-stool tells Te 


Style is what brings her in — 
Fit is what sells her— 
Quality brings her back — 


ai, 41S is 


H. knows his Styles are bought from a line 
that ranges from [0/8 casual types to-24/8 dressy 
patterns...for Peacocks include everything 
needed to interest the woman who. looks to his 


store for complete coverage of her wardrobe 


He knows the best shoe in the world is no bet- 
ter than its Fit but that Peacock’s 34 active 
lasts run true to size that sizes are available 
from 2% to Il, and widths from C to AAAAA 
and even AAAAAA — and if his customer's foot 
measures 7‘4AAA a Peacock 7%AAA will fit her 


And he knows the best style and fit is smart 
on his customer's feet only so long as QUALITY 


molds and holds its shape 


The man on the floor will tell you that building 
his trade and his store's volume on Peacock 
Shoes requires less time and selling effort... Be 
cause their consumer goodwill and repeat busi 
ness has been built on a nationally advertised 
natural style-name and a trade-mark that is 
a guarantee of QUALITY 
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... when he penned these lines, clearly defined the prin- 


cipal requirement for winning any objective. This applies 
to our BIG objective... VICTORY...and to our secondary 


aim of keeping goods moving as smoothly as possible to 


the consumer. You'll get: the kind of teamwork you are 


looking for from the... 


TRIMFOOT COMPANY 


TRIMFOOT TERRACE « FARMINGTON, MO. 


BABY DEER AND TRIMFOOT PRE-SCHOOL SHOES 
TRIMFOOT AND WIZARD FOOT RELIEF 














RRISON HOT 
5901, 902, $ 
FOVEMBER 2- 
IONAL S$ 
4 CHICAGO, ‘ 


EEDIE F "\CORPOR 
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VOLS if 


MANUFACTURERS HAVE MET THE 
CHALLENGE OF WARTIME RESTRICTIONS 


M21 Tie. been accepted both in 


spirit and in letter by the shoe manufacturers of the St. Louis district. Many of 











its provisions came as no surprise; others were definitely not anticipated. The 
over-all objectives of this wartime conservation order are well understood, and 
with characteristic equanimity, St. Louis manufacturers have lost no time in re- 


vising their sample lines and related equipment in keeping with the restrictions. 





On the whole, the executive heads of the St. Louis manufacturing concerns are 


in agreement with the purposes of the conservation order. They see the real need 





for a sizeable cut in civilian shoe production for 1943 in 
order to conserve essential materials for war needs. As 
expressed by the head of one of the larger firms here, “Our 


big job is to cooperate in every way to carry on the war 










[TURN TO PAGE 152, PLEASE] 
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To keep Freedom 

in flower... buy War 

Savings Stamps and Bonds! 

To keep your customers walking 

in freedom...introduce them to Life-Stride 
Shoes, as featured in America’s top-ranking 
stores from coast to coast. 


LIFE-STRIDE pivision... 


MILIUS SHOE COMPANY e ST. LOUIS, MO. 
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orest Park Shoes 
(=> 


Flans for Spring 


1943 
SB 


Rhapsody, a new line of high-style shoes, and 
i . £ . 





Merry-Go-Rounds, “ idely accepted low -heeled The Rhapsody—line for highest style. 
shoes, will be profit builders for retailers the 





Merry-Go-Rounds—for smarter casua 
Verry-Go-R ds—f t l 
country over. patterns. 

This spring, these Forest Park lines will be Arch Science Shoes—that answer the 
nationally advertised in three leading fashion pub- need for conserv- 
lications—Vogue, Mademoiselle and Charm. atives, 





We know of no lines which offer retailers greater See them at the Shoe Fair 


volume opportunity for spring. Every shoe in the Rooms 1035-1036 Morrison Hotel 
new Forest Park program will be backed by 











“in stock” service. 


Retailing + mated 


Division of 
Brown Suoe Company 
St. Louis 
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More and More 
Mothers Will Read National 
Advertising on Poll-Parrot | 
and Star Brand Shoes | 


vy Next Spring, 8 leading magazines will carry on 
Roberts, Johnson & Rand’s great educational cam- 


paign on children’s shoes. 





The swing to these famous shoe brands continues 
to mount as more mothers become aware of the i 

vital need for BUILT-IN FIT. 

Poll-Parrot and Star Brand shoes are built to the 

requirements of growing feet in ten ways. This 

simplifies selling... helps the man on the fitting , 

stool ..and builds repeat business. Get all the facts 


on America’s outstanding line of juvenile shoes. 


Rooms 833, 834, 835 
MORRISON HOTEL 







November 2-3-4-5 R 
National Shoe Fair N. 





ROBERTS, JOHNSON & RAND 


Division of International Shoe Co., ST. LOUIS, MO. 
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THEY’RE LIKE A SPRING TONIC... 


With all the gayety of a dashing senorita. 


here's the restful relaxation your cus- 





tomers are seeking. The Padi-Flex 
construction makes Fiestas just as com- 


fortable as they look. Be sure to see them. 


Rooms 833, 834, 835 * MORRISON HOTEL ; 
November 2-3-4-5 ° 
NATIONAL SHOE FAIR CHICAGO coe ee = = 
ROBERTS, JOHNSON & RAND 


Division of International Shoe Co., ST. LOUIS, MO. 
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An especially designed line on a patented 


process exclusive with Wolff-Tober. 


See these shoes at the Shoe Show — 
Hotel Morrison, Chicago—Nov. 2-5 in: 


Room 827. . . Henry Menken 
Room 828 . . « Lester Seigel 
Room 829. . . . W.A. Stein 
Room 830 . . . Max Abramson 
Room 831. . . . Ed Grierson 
Room 832... . Ed Keleher 
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BAREFOOT ORIGINALS MANUFACTURED BY 


Ww OLPre-.-ToOesee SHOE MFG. co. 
2511 SULLIVAN SAINT LOUIS 
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TODAY'S 


@@RuEEN QUALITY SHOES FOR SPRING achieve a new simplicity, 
practicality, and easy-going beauty to keep women lovely and fit for 
their countless activities. 


Either at the Chicago Show or on his territory, your Queen Quality 
representative will show you this new line . . . he will tell you about 
the notable job Queen Quality’s advertising and merchandising cam- 
paign will do. 

Queen Quality will continue to make every effort to maintain 
satisfactory deliveries of the highest-quality merchandise obtainable. 





See Queen Quality’s Spring and Summer Line 
at the Chicago Show 

Rooms 1050-1056 inclusive Morrison Hotel 
Nov. 2, 3, 4, and 5 
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QUEEN QUALITY SHOE COMPANY ¢ DIV: INTERNATIONAL SHOE COMPANY ¢ SAINT Louis 
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Saort Wells 
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Buster Brown 


.. . Find out why—see all 
seven at the National Shoe Fair 





DIRECTORY OF DISPLAYS 
Morrison Hotel, Chicago 
Nov. 2 to 5 


ROOMS 


General Reception Headquarters 1039 


Blue Ribbon Shoemakers 
(Naturalizer Shoes) 


Air Step Shoes 


Forest Park Shoemakers 
(Merry-Go-Rounds and Rhapsody Shoes) 1036 


Jolly Stride and Boys’ Buster Browns. ..1037 
Roblee Shoes 


Girls’ Buster Browns and Sport Welts....1040 
Odette Shoes 


Socown Shoe Gompany 


Manufacturers « St. Lovis 
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Cc. L. HEIN 


President, St. Louis Shoe 
Manufacturers’ Association 














ST. LOUIS 


SHOE MANUFACTURERS 


©¢ AN organization of any kind to accomplish a 
worthy service must equip itself to function unself- 


ishly in the common cause. 


“For many years, the St. Louis Shoe Manufacturers 
Association has performed a cooperative service for 
its membership. and has stood united in a close bond 
of fellowship on problems of the trade and the good 


relations of its market. 


“In our country’s great struggle for the rights of men, 
































HERE shown are the officers of St. Louis Shoe Manufacturers Association. 
On behalf of the Association's membership exhibiting 42 lines at the National 
Shoe Fair, these gentiemen extend a cordial welcome to the visiting shoe buyers. 


ASSOCIATION ... 


Gears Itself to the War Economy 


the civilian effort surrenders its place of importance 
in the economy of peace to the more urgent need of 
the economy of war. 

“4 common duty consequently results, and the St. Louis 
Shoe Manufacturing Association accepts its responsi- 
bility to lend its cooperation unstintingly to the great- 
est cause of all, with full realization that until that job 
is done, all other effort must be subordinate.” 


C. L. Herm 


President, St. Louis Shoe Manufacturers Association 
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WOMEN’S 
AAAAA to EEE. Sizes 2 to 11 
$6.95 


VITALITY OPEN ROAD SHOES 
for Outdoor and Campus Wear 


$5.50 and $6.00 


CHILDREN’S 
Complete widths and sizes. 
Priced according to size 


$2.50 to $5.59 


VITAPOISE 
Feature Shoes for Children. 
Priced according to size 


$3.50 and up 


MOEN. Tha KNA Rawn re oe 

























MADE BY 


VITALITY SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE COMPANY 


AMERICA’S LARGEST SHOEMAKERS 
$T. LOUIS, MO. 
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A SPRING LINE DESIGNED 


FOR 


ewan name which discrim- 


inating women have long identi- 
fied with honest va/ue—offers for spring 
and summer, 1943, a line designed to 
meet the active woman’s new demands 
for restful comfort and long service. 

In spite of essential restrictions on 
colors, materials, and patterns, Vitality 
presents a selection of styles in good 
taste. ..and in harmony with the 


Government’s wartime effort to sim- 


plify and conserve. 
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WOMEN 


Built into every pair is tra- 
ditional Vitality quality... 
comfort... and value. 

Your Vitality representative at Chi- 
cago, or on his territory, will present 
the complete array of Vitality’s spring 
and summer lines... details of Vitality’s 
aggressive national advertising and mer- 
chandising plans for 43 . . . welcome 
news about Vitality’s continued effort 


to safeguard reasonable deliveries and 


high quality standards. 














FOR GENERATIONS TWO oF 
THE GREATEST NAMES in 


CHILDREN’S SHOES 


Weatner-Biro 
SHOES / 


COMPLETE : 
SPRING LINE . Rooms 927-928 


ON DISPLAY 


WEATHER -BIRD & 
DIAMOND BRAND 


<SHOCd FOR BOYS AND GIRLS 
PETERS SHOE COMPANY e BRANCH INTERNATIONAL SHOE CO. @« SAINT LOUIS 
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CONFORMAL connective rootwran 


Helping Thousands to “Carry On” Comfortably in our March to Victory 


WEF humbly proud of the great job CONFORMALS are doing in helping 

men and women stand up to the gruelling jobs that are winning the 

battle of production. Proud, too, of the 35 exclusive CONFORMAL Shoe 

Shops opened in recent months .. . in addition to hundreds of 

other CONFORMAL dealers who know why St. Louis’ finest correc- 

tive shoe is fast becoming recognized as America’s finest, too! [ndividually 


Accepted for Advertising by the Journal 
of the American Medical Association 


» eee ¥ 
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— On Display 
> ROOMS 
> 925-926 


Morrison Hotel 


\% carcaco 


CONFORMAL FOOTWEAR CO. Division international Shoe Co. SAINT LOUIS 
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y | S DESPITE WAR, 


RADE MARK @\/andards | 


A. no time in the history of the shoe industry has any manu- 


facturing district offered to the world a larger and finer variety of branded footwear than does St. Louis today. More 
nationally-known trade names appear on St. Louis-made shoes than on the shoes of any other producing center in the 
world. St. Louis has built on the bed rock of quality standards tied to a brand or trade name. Through years of adver- 
tising, each of these names has grown in importance. And the dealer as well as the consumer has come to expect 
definite values in the shoes that carry these names. During this war period manufacturers have been forced to substi- 
tute many materials. Yet it is the rule of St. Louis shoemakers to stick to their standards of quality as long as it is 
humanly possible. In some instances manufacturers here have removed their trade marks when quality standards 


could not be lived up to and specifications had to be altered for lack of proper materials. 





Poe 


THAT BRINGS YOU EXTRA 


PROFITS AND INCREASED VOLUME 





SEE THESE NATIONALLY 
ADVERTISED LINES AT 
THE NATIONAL SHOE FAIR 


NOVEMBER Ist TO 5th. 
HOTEL MORRISON 
ROOMS: 710, 741, 743, 
745, 726. 





CARMO SHOE MANUFACTURING COMPANY 
FACTORY—UNION, MISSOURI SHOWROOM—ST. LOUIS, MO. 
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NATIONAL SHOE FAIR |” 






MORRISON HOTEL + CHICAGO 


ROOMS 824, 825, 826 — 





NOVEMBER 2-3-4-5 - 1942 
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SPALSBURY- STEIS- DEEVERS SHOE COMPANY 


FACTORY FREDERICKTOWN ee) ° SAMPLE ROOM 1523 WASHINGTON AVENUE sT LouIs 
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MAIL ALL IN-STOCK ORDERS TO 1523 WASHINGTON AVENUE sT Louis MO 














JOBS 
SAMPLES 
CANCELLATIONS 








St. Louis’ finest makes in 
women's footwear always on 


the floor. 


Up-to-the-minute styles from 
the leading makers of quality 


shoes. 
ON DISPLAY 
MORRISON HOTEL 
ROOM 871 





SCHNEIDER SHOE Co. 








1404 WASHINGTON AVE. 
ST. LOUIS 



































THE SIGN OF RELIABILITY 


MEXICAN FOOTWEAR 





TRADE MARK REG. APPLIED FOR. 


See our complete 
display of 


MEXICAN HUARACHES 


AND OTHER MEXICAN SANDALS 
AT THE NATIONAL SHOE FAIR 


ROOM 1107 


HOTEL MORRISON — NOV. 2-3-4-5. 


WEIGERT-DAGEN, 503 No. 12th, St. Louis, Mo. 
WILLIAM FUCHS SHOE CO., 47 W. 34th, New York 














St. Louis Manufacturers Have 


Met the Challenge 


[CONTINUED FROM PAGE 131] 
effort to a victorious conclusion.” Furthermore, it is 
generally felt that the order will prove sufficiently effec. 
tive in not only reducing shoe production but also 
dealer inventories, and thus alleviate any necessity for 
the industry to be put on a rationed basis. Statements 
of St. Louis executives, commenting upon the conser- 
vation order, have been whole-hearted. Those given 
out for publication have endorsed the order almost 100 
per cent. Those who have disagreed in whole or in part 
with the order have hesitated to express themselves 
publicly for fear of being misunderstood, or of being 
falsely accused of not wholly cooperating with gov- 
ernment’s program. They point out, for example, that 
the curtailing influence of the order is desirable, but 
that in the face of a growing shortage as well as a high 
turnover of labor, volume of production will normally 
fall off. 


which has been dropping rapidly since April 15 and 


They point to the production curve for shoes, 


which is expected to reach a level well below 1941 fig- 
ures for the last few months of this year. They state 
further that if the primary purpose of the order is to 
conserve essential materials, it could have been attained 
by a percentage-wise cut in production. They agree 
that this method would have spread the burden more 
equitably by freezing lasts, dies and patterns. Manu- 
facturers here see a sizeable saving in cost, but readily 
admit it isn’t a healthy thing for the industry to kill 
off all the creative ability. Yet they willingly accept it 
as a war necessity. 

The St. Louis market is built around many large pro- 
ducers and distributors of shoes as well as many smaller 
units, and it is found that during this period of growing 
shortages and concurrent restrictions, the policy of 
virtually all of these concerns has been to protect the 
smaller merchant, i.e., not to permit large quantities of 
shoes to flow into the hands of the big buyer at the 
expense of the small buyer. This, in effect, is rationing. 
For some months now orders have been filled in rota- 
tion and have been taken as per quotas set up against 
the dealer purchases of the season previous. 


[TURN TO PAGE 155, PLEASF | 
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Jolene Shoes for Spring. 
1943, will be on display 
in Rooms 714-749, Mor- 
rison Hotel. 


will spotlight an original 
Hollywood tie-up... with 
colorful pages in America’s 
best-selling magazines. 


TOBER-SAIFER. SHOE CO. 


STLOUIS-. 
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MORE RETAILERS ARE FEATURING 








Scoclenr 


TO RETAIL AT 84 to sy 


Right you are . 


Cross Shoes... 


times! Right in name.. 


styling . . . right with concealed comfort 


features . . 


. when you feature Victoria 
because they are right for the 


. right in youthful 


. right in price! Why not put this 


right combination to work for your shoe 


department right now? 


General 


Micloria Cross S hoes 


...the Footwear for the Times 









Nationally 
Advertised 


.. full color pages, 
appearing in Amer- 


ica’s popular fashion 







and career maga- 






zines, are keyed to 


today’s active lives. 






VICTORIA CROSS DIVISION + TOBER-SAIFER SHOE COMPANY + SAINT LOUIS 
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St. Louis Manufacturers 
Have Met the Challenge 


[CONTINUED FROM PAGE 152] 


Many of the local factories stopped 
booking orders early in October and 
have refused to book new business un- 
til November first, when the new 
Spring lines will be introduced. Thus 
they have been able to clear the last 
of their Fall run before starting to cut 
new Spring shoes. 

Reports received from shoe retailers 
at the various factories here indicate 
a mounting volume of shoe business 
throughout the country at retail. Sep- 
tember gains run as high as 70 per 
cent in some instances. Consumer ap- 
prehension over the possible rationing 
of shoes, plus an early cold spell of 
weather in September, are attributed 
as the causes. Better grades of shoes 
are registering the largest percentage 
of gains. 

Thus dealers, finding their sizes de- 
pleted, have been rushing large fill-in 
orders to their sources of supply. There 
is a general buying spree, reflecting 
consumer demand beyond all reason for 
this time of the year. Most of this 
demand is for staple types of footwear, 
however. Hence dealers argue that 
they cannot be hurt very much in case 
of a sudden turn in events. 


Yet a note of caution has _ been 
sounded by more than one of the St. 
Louis executives, men who are known 
to be astute business men. Styling un- 
der M-217 has wiped out the “newness” 
and “freshness” St. Louis designers 
have so adroitly given their lines each 
season. But it must be remembered 
that the ingenuity and resourcefulness 
which have developed St. Louis as a 
leading shoe manufacturing center will 
not die with war restrictions. Already 
there are plenty of new ideas making 
their appearance in the sample lines. 
Most of them center around the great 
Swing to play shoe manufacture on the 
part of St. Louis shoemakers, a move- 
ment which was well under way before 
the government restrictions were an- 
nounced. And don’t be surprised if you 
see a number of synthetic soles an- 
nounced in the near future. 
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ST. LOUIS’ FINEST 


CANCELLATIONS 


JOBS 





PRICE 


IMMEDIATE DELIVERY 


NOVELTIES ... ARCH SHOES... SPORTS 
MEN'S — WOMEN'S — CHILDREN'S 


We are the largest exclusive distributors 
of top-grade current shoes, from 
the leading St. Louis Factories. $6 to $10 
shoes to retail, profitably, from $3 to $6. 
Fresh shoes received daily. 


15 of 


OVER 1000 SAMPLES TO CHOOSE FROM 


SHOES YOU KNOW 
SHOES THAT SELL 


M. K. WEIL SHOE CO. . .ST. LOUIS, MO. 


Best buy in America — United States Defense Bonds 





Participate in 
Wartime Festival 


Ripon, Wis.—Housewives, farmers, 
victory gardeners, Four H. clubs and 
craftsmen exhibited their wares in a 
big Wartime Festival which attracted 
large crowds. Sevently-four business 
firms participated in the event, each 
donating trade prizes for displays of 
farm products, ete. 

Conney’s Dept. Store and O. A. 
Haase Shoe Store were two shoe firms 
that joined other retailers in offering 
prizes for displays of farm produce. 
There was also entertainment and 
street dancing. 





Advised to Care for Shoes 
To Save Leather 


MONTREAL, CAN.—Military authori- 
ties, in requesting the Reserve Army to 
go easy on shoe leather, state that if 
proper care can increase the wear on 
Army boots by one month during the 
year, there would be a reduction ‘in the 
annual bill of $750,000. Officers com- 
manding reserve units in Ottawa area 
and throughout Military District No. 3 
have been advised of the difficulties of 
obtaining heavy hides for Army leather. 
They are given detailed instructions 
how to prolong the life of boots. 
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MERCHANDISE MANAGER SPEEDS 


IDEAS INTO ACTION 
























~ 
WE'RE GOING AHEAD 


---CAN YOU SHOW ME 
YOUR FULL LINE ON 
TUESDAY MORNING? 


a Oia 

ll BE ON HAND 

IN PERSON. YOU'LL 
SEE SOME NEW 


NUMBERS THAT ARE 
| SHEER KNOCKOUTS! 





























It’s Team Work that Counts! 


Your best possible allies in your campaig. to sell to department stores are the manage- 
ment teams of the stores themselves. To win their long-term support, give them your story 
straight from the shoulder—as did John Guernsey with his brilliant article, “Department 
Stores in the War”, in the ECONOMIST'S July issue . . . and as he in collaboration with 
Ruth Kerr did in “Shoe Departments in War-Time” in the October issue . . . as do dozens 
of alert advertisers in every ECONOMIST issue. 


Few buyers, few merchandise managers assume the whole job of department store sales 
management and merchandise selection. That’s a team job in virtually every one of the 
6900 key stores covered by the DEPARTMENT STORE ECONOMIST. With a worthy 
product to start with, you can win their support through an intensive advertising campaign 


in the ECONOMIST, the one store publication they all read with real interest. 


Department stores are in this war right up to their ears . . . each plugging away in an 
individual effort to meet price ceilings, keep customers happy, sell war bonds, and stay in 
business. They look for guidance to the recognized authorities who speak through the edi- 
torial and advertising columns of the ECONOMIST. Now more than ever they need any 


help you can give them; talk turkey .. . and you'll win their enduring support. 


Naturally, first on your list of Business Papers should be the Boot and Shoe Recorder. 
But supplement and round out your schedule with a consistent advertising campaign in the 
DEPARTMENT STORE ECONOMIST so as to effectively register your message with the 


entire department store team. 


VEPARTMENT STORE ECONOMIST 


















More Important 


Than Ever... 


that busy women 

















WALK THE 











MAKE THE 3-STEP TEST...FEEL THE 
DIFFERENCE RIGHT AWAN t 





Active women want style with their 
comfort ... Rhythm Step Gives Both! 
See Why! ... See The New Line! 








MORRISON HOTEL, CHICAGO 
ROOM 720 


Carl Connor Leo McDonald Joe Katzif 


axe 


RHYTHM STEP SHOES 


Johnson, Stephens & Shinkle Shoe Co., St. Louis. New York Office: Marbridge Bldg. 
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S AN EXAMPLE OF JOYCE QUALITY REGULATIONS, WE H 
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G OOTWEAR CONSERVATION ORDER 


M217 restricts the industry as to color 
and pattern. It provides us with the 
opportunity to concentrate every 
ounce of energy and imagination 
upon just one thing... Quality! (Quality 
means more than materials and work- 


manship; it means fit and comfort, too.) 


In the past, Joyces have been remark- 
able for fresh colors and new design. 
We intend that Wartime Joyces will be 
just as remarkable. The patterns for 
1943 are long-lived, like all good fash- 
ion...and the quality regulations we 
have set for ourselves will insure the 


best-made shoes in our entire history. 


We are genuinely proud of the new 


Joyces we plan to show in Chicago. 


SOY lc 


ROOMS 890, 891 
PALMER HOUSE, CHICAGO 


IS; WE HAVE DIAGRAMMED OUR NEW T CONSTRUCTION 


a October 24, 1942 














Woman’s Place Is 


In the Ranks 
[CONTINUED FROM PAGE 75] 


tackle. No doubt an ingenious labor- 
saving something will be found for this 
task, too. 


Women are set to use less gasoline, | 


less fuel, less meat, less coffee and tea, 
less canned goods. They know other 


“limited quantities” are bound to fol- | 


low. The all-purpose rationing book 
will probably be distributed after 
Christmas. 
used over a period of six months. Mrs. 
Housewife won’t be too surprised. She 
wants Russia and Great Britain to con- 
tinue each to get 35 per cent of our 
lend-lease supplies. They need it more 
than she does. She knows rationing will 
distribute scarcities — will keep them 
around longer. 

The woman-of-the-house will manage 
that 2% pounds of meat per person and 
make it go a long way. New recipes 
will do the trick. Meaty flavored foods, 
poultry, fish and eggs will take the 
place of the beef, pork, veal and lamb 
to be curtailed. People will discover 
lots of old-time foods that are wonder- 


The chilly houses hold no mental chill. 


The thirty-six States where fuel oil is | 


rationed will also do okey with their 
65 degree temperature. 
say it is preferable to the used-to 80 
degree room heat. What has to be just 
has to be. The reserves of fuel oil are 
less than % what they were a year ago. 
The country’s plentiful supply of blan- 
kets will help. Women will wear extra 
sweaters and heavier clothes and they’ll 
get along—even without red flannels. 
Women will walk lots more since gas 


restriction will curtail 35 per cent to | 
They'll | 


40 per cent civilian driving. 
share cars with others, use buses, street 
cars and their feet. It should make 
people more understanding of one an- 
other. 

How shall we get along with all these 
restrictions? The woman will set the 


pace for her family. She'll change | 
many living habits, through necessity. | 


She'll scale down her living. She’ll have 
simpler food, with fewer “company 
dishes.” She'll use less condiments 
She will not be wasteful. She’ll walk 
whenever possible. 


agreeable to the neighborhood movie in- 
stead of going to town. She'll use the 
family car very sparingly. She’ll have 
a new standard of values. 

She’s learning how to conserve and 


salvage. Since an old wash basin makes | 


63 bayonets, out goes her wash basin to 


a special WPB group. Skid chains make | 


shells. A bicycle tire and tube make a 


gas mask. So she’s going from cellar | 


to garret, hunting to help speed up vic- 
tory. The 2,000,000,000 pounds of fat 
wasted each year will be converted into 
glycerine for anti-aircraft shells, if 

[TURN TO PAGE 174, PLEASE] 
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It has 192 coupons, to be | 


In fact, many | 


She’ll watch the | 
nutritious quality of the foods she gives | 
her family. She will not have many | 
over to dinner at one time. She will be | 


a 


WE’RE IN STEP .. . with War production 


. and happy to announce that we have turned over one 


of our plants to the exclusive manufacture of leggings for 


the armed forces! 


WE ARE STILL MAKING 


hollywood SKOOTERS 


More serious-footed Hollywood Skooters, true 

. in accordance with W.P.B. order M-217. 
and in accordance with these busy times. . . 
but the same Hollywood Skooters in smart 
All hand 


lasted with the preferred narrow heel . . . 


styling and good shoe making. 


made of soft elkskin with pliable leather soles 


in Army brown and accepted colors. 
Salesmen in all territories. 


TO RETAIL FROM 
moran . $4 to $5 


CALL 


LITTLE FLOWER 


See our display at 
The National Shoe Fair 
Nov. 2, 3, 4, 5 
Chicago 
Palmer House 
Rooms 934W-935W 


VOGUE SHOES, INC. 
1722 E. 7th Street Los Angeles, Calif. 
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DUTY BOUND 











This Year It's News! 
You Can Still 


MOCK AROUND In A MOCCAROUND 


They'll be there in Chicago... 


Moccarounds, Romnies and 


Overtimers...with a new look 


...feady to go again. On or 


off duty shoes, more chic, 


<#™ Showing at 
The Palmer House 
Rooms 879 & 880 
Nov. 2 to 5, 1942 


more comfortable, more sale- 


able than ever. 


Lea Angeles Carries On 


[CONTINUED FROM PAGE 162] 


for time-off, feminine shoes for the new 
short dinner dresses. All these are 
children and grandchildren of the first 
play shoes. 


Trim and tailored low heel welts like 

this are increasingly popular; so much 

se that several stores are putting in 
special departments for them. 


All these can be both functional and 
fun to wear. Several types are illus- 
trated. First of all, the soft unlined 
oxford on a broad-toed “baby” last, 
soft enough to be worn as the model 
evidently intends to wear it, on stock- 
ingless feet, but sturdy enough to stand 
the gaff in a war production plant or 
a victory garden. For time-off, there is 
the free and easy moccasin type, full of 
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casual charm and perfect with slacks. 
Another oxford that can take it is this 
trim tailored blucher with center seam. 

For dimout dining and all formal 
occasions, a patent leather and suede 
sandal on a high wedge is exactly 
right. The intresting contrast of mate- 
rials more than makes up for the 
absence of color. Factories who special- 
ize in high fashion wedges are finding 


Simple in silhouette and treatment, com- 

fortable and practical because of its 

low heel wedge and fitting adjustment, 

this is a flattering shoe for many 
occasions. 


that M-217’s monotone regulations en- 
able them to produce as beautiful and 
acceptable styles as ever. 

On the home front, little cotton san- 
dals like the one shown, are absurdly 
simple, wonderfully comfortable and 
particularly smart in black. 

Men’s casual shoes too, will continue 
to be successful under M-217. Like the 


A cotton sandal is a cool and attrac- 

tive all-occasion warm weather shoe 

and a happy coordination idea for all 

the cotton dresses and suits currently 
popular. 


women’s, they employ only non-critical 
leather outsoles and conserve needed 
materials. They are easy to work in and 
supremely comfortable for hours off, the 

[TURN TO PAGE 166, PLEASE] 
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, CALIFORNIA BUILD UPS 
by Kimel 


California Build Ups need no artificial 
“build-up” to advertise their worth! Their 
acceptance by leading stores all over the 
country testify to their excellence of de- 
sign and workmanship, and, we are sin- 
cerely grateful to our friends for the 
enthusiastic reception accorded them. 
Manufactured in perfect harmony with 
W.P.B. order M-217, quality will continue 
to be the key note that distinguishes Cali- 
fornia Build Ups! 


TO RETAIL FROM 
6.95 to 10.95 


These and other models shown at 
THE NATIONAL SHOE FAIR 
Nov. 2, 3, 4, 5, 1942 
Chicago 
PALMER HOUSE 


Room 747 
“HERB” C. MARXMILLER in attendance 


KIMEL SHU COMPANY, INC. 
417 E. Pico Los Angeles, Calif. 











RARER AAAAAAAAAAA AANA AAA OK KK I 
. - 
Here is a fast selling 
$3.95 retailer 


Mondi's new walled last, Plat/-orm Sole PLA-SHU. Leather hand 
laced Plug, and leather lace. Chrome leather soles. Leisure and 
Reguiar Grain Elk Uppers. 


3S | ‘ of 
Hollywood 


ALWAYS FIRST WITH THE NEW! 


All platform types. Wedge 
heels from 13/8 to 40/8 


2600 
Made to order 
Sizes 3-9; M 
oak 0 atiitie Manufactured in accordance with W.P.B. order M-217 
Chicago Showing: New York Showing: 
Nov. 2, 3, 4, 5 Nov. 9, 10, HI, 12 
Palmer House Vanderbilt Hotel 


Rooms 963 and 964 Rooms 830, 83!, 832 


IN CHICAGO—NOYV. 2, 3, 4, 5 
during the National Shoe Fair see our complete line of 
PLA-SHUS 


for men, women, children 
Room 1712, #209 S. State S*. 
HOWARD ENOQUIST, Representative 


MONDL MFG. CO. SitissuWwisconsin 


FOI IIIA IAA AAI A AAA AA AAA AAA AAA AADAAAA SA A 


JACK ROGERS in attendance 
466 SOUTH LA BREA - LOS ANGELES, CALIFORNIA 
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Leisure 
Comfort 













English Factories 
Make Utility Shoes 


LONDON, ENGLAND—Nearly' every 
shoe factory in England is making util- 
ity shoes now as the beginning of a big 
drive by manufacturers to get hun- 
dreds of thousands of pairs on the mar- 
ket by Christmas. At present almost 
the only utility shoes on sale are those 
for children; it has not been possible to 
distribute significant supplies for 
adults to the stores yet. But about 40 
per cent of current deliveries from the 
factories are of utility shoes. There 
are just as many styles as ever for 
women; in fact it will be impossible 
for the public to detect the difference 
between utility and non-utility types. 

Shoes for men are as good, and per- 
haps a little better, than they were be- 
fore the utility plan was introduced. 
Owing to the Board of Trade’s anxiety 
to get utility shoes on sale as quickly 
as possible a number of manufacturers 
have been allowed to continue making 
certain types without modification for 
the market. The only difference from 
the customer’s point of view is that the 
shoes are sold free of purchase tax and 
the retailers’ margin of profit is fixed. 
Retailers anticipate that within six 
months every pair of shoes sold will 
come into the utility categories. Al- 
ready some of the larger factories have 
decided to make nothing else. 
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goes to Work 


@ Hard working days ahead bring a need for 
greater shoe comfort ALL the time. California 
Relaxables, (at left) combine the luxury of light- 
weight, padded leisure shoe construction with the 
more.conventional lines suitable for office or street. 
The PALADIN, shown, is a Relaxable in Turf Tan 
saddie leather. @ For off duty hours, more limited 


Promote Brown 
In Several Shades 


Cuicaco—Chicago has long been 
known as a brown shoe town, particu- 
larly when it comes to shoes. Evidence 
of this was seen in a recent promotion 
by Wieboldt’s devoted to all shades of 
brown. These shades included beige, 
pecan, tobacco, nut, nutria, turf, khaki, 
cocoa, and chocolate and were featured 
in shoes, handbags, gloves, and all 
wearing apparel. Part of the legend 
on the promotion read, “Wieboldt’s are 
ready for you with all the glorious 
shades of brown that fit into the Fall 
picture. You'll see beauteous browns 
blending throughout our stores—just 
as they’ll blend this season throughout 
your wardrobe. They have a down-to- 
earth flavor—a steadiness that’s im- 
portant, even in your wardrobe, dur- 
ing these times. They have a richness 
—a tangy warmth that’s exciting and 
heart-warming to those about you! 
Commission these browns for dress-up 
—for workaday casuals—for off-duty 
sportswear.” 


Celebrate 70th ‘Birthday 


Detroit, MicH.—Arthur E. Johnson, 
formerly credit manager for the old 
Pingree Shoe Company, manufacturers, 
celebrated his seventieth birthday re- 
cently. His is now in a similar capac- 
ity with the Krolik Corporation. 





than ever, California Cool-ees still fill the need 
for comfort and smart design. The SLOUCH (at 
right) is in soft Army Russet glove leather. 


Wily) 


Ine. 


224 EAST 11 ST., LOS ANGELES 


Showing ct The Palmer House, 
Room 765, Chicago . . 
November 2 to 5, 1942 


Newport Shoe Sales Up 


NEwporT, R. I.—With government 
naval activities going at top speed in 


this area, this city’s population has al- 


most doubled, and 10,000 men and 
women are commuting because they 
cannot find rooms or housing facilities. 
Retail shoe sales are accordingly run- 
ning substantially ahead of last year, 
in spite of the fact that last year was 
considered a very busy year also. 

James J. Burke, shoe retailer, re- 
ports business about 15 per cent better 
to date this year against the same 
period of last year. He is selling con- 
siderably more walking type shoes. 

Samuel Fletcher, manager of the 
Morse Shoe Store, reports business 
about 30 per cent better for the same 
periods. Other retailers reported in- 
creases which ran generally between 
these two figures. 


Los Angeles Carries On 
[CONTINUED FROM PAGE 164] 


perfect complement to the growing 
fashion of odd jackets and slacks. 

M-217, then, is no big bad wolf to 
manufacturers of casual type shoes. It 
automatically simplifies their operations 
and as their shoes are already simple, 
functional and keyed to the time, South- 
ern California shoe manufacturers to- 
day are in a stronger position than 
ever before. 
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4 Monarch leathers are meeting rigid re- : 
* : 2 8 as : 
4 quirements for our fighting forces on  - 
* . eS ¢ 
4 every front. We're giving them our = 
* - * 
4 best effort to help speed Victory, and : 
. 2 
4 we're doing the best we can for the = 
. * 
¥ folks on the home front, too. t 
a. 
S ‘ : 
t . 
. : 
+ 7 * 
. : MONARCH’S MILITARY LEATHERS _: 
_ 
: . 
* 
Retan for Army, Navy, and Marine requirements : 
nt * 
in : Elk for Army Boots and Shoes ‘ 
al- 
* « 
nd " * 
ey ‘ Waterproof for Cold Climate Boots ‘ 
8. : * 
" - * 
> 4 Smooth and Boarded Colored Sides * 
as * * 
+ * 
. : Glove Leathers for service requirements 
or 7 
ie : 
1- * . 
: MONARCH LEATHER COMPANY : 
e . 
< $ Chicago ° Boston e New York + 
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How WOHL Shoe Company got ! 33 lil | 
UATUY, 


The words “As seen in Ogu” are the best selling 
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THE CONDE NAST PUBLICATIONS, INC., 420 LEXINGTON AVENUE, NEW YORK CIT) 
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M aracain, in the six 
official colors, is one of the 
truly fine kidskins today. 


Before the tanning process 








begins, excellent skins are 
selected, and through the 
entire finishing process, 
hands; not machines, man- 
ipulate the skins. Twenty- 
two hand boardings 
achieve the soft, interesting 
and lasting surface. MARA- 
CAIN is used for distinctive 
town, casual, work and 


service shoes. 


New Castle Divisione Aled Kid Company 


100 Gold Street, New York City 
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TWO 
GOO) NAMES 


ave teller lhan one 


@ In times of doubt, men seek trusted 
friends. 

Of all the trade-marks in the field, none 
is better known as 4 symbol of quality than 
the friendly figure walking over the shoe. 

Wherever he is displayed, this Walk-Over 
man says, “Hello, remember me? Come on 
‘n. this is a store you can trust.” 

Couple your name with ours. Two good 
names are better than one. Geo. E. Keith 
Company: Brockton, Mass. 


Men’s and Women’ 
te 1en’s Styles 
National Shoe Fair, Chicago Nev. 2 3 > 
Palmer House—Rooms 782 783 oe a 
Morrison Hotel—Room 614 
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FOR THE DURATION 


This practical, serviceable, outstanding style will keep the younger generation 
coming to your store. Kreider’s clever detailing, fine shoemaking and excel- 


lent stock assure it. 


GROWING GIRLS ; 
325 Brown Elk Pac Moc. Unlined , Ta MISSES 


Flex. Ox. Flex. Lea. Sole : ‘ 
8/8 Rub. Heel ———> p , 4825 Brown Elk Pac Moc. Unlined 


323 As Above in Black Elk . > ; : Flex. Ox. Flex. Leo. Sole 
324 As Above in White Elk Blue 4 a " 8/8 Rub. Heel 
Rub. Sole 6/8 Wdg. Heel y 7 
4824 As Above in White Elk 


328 As Above in Turftan Crushed a . xo : , 
4 a % 8 Wdg. 
Black Cord Sole 6/8 Wdg. xc “uae So rye gs x 9 
Heel AAA, 5/9; AA, 4!/2/9; ; “P ee o ~D, 1 
A,B,C, 4/9 


Our line will still give you what it takes to s +Il them at the price most mothers can afford 
to pay—$4.00 for the small runs—$5.00 fo - the big girls, and figured to give you a good 
mark up. Be sure to see them before you buy for 1943. 








THEY ARE NOW AND WILL BE IN STOCK 
SEE THEM AT THE 


W.L. KREIDER’S SONS MFG. CO... INC. NATIONAL SHOE FAIR 


Palmyra, Pennsylvania ROOM 910 - PALMER HOUSE 

















WHO’S WHO AT THE SHOE FAIR 
(Continued from page 83) 


PALMER HOUSE Room 
Room Chelsmsford Shoe Co. 407-408 Manistee Shoe Mfg. Co. 

Walkin Shoe Co. ... 803 Derry, N. H. Manistee, Mich. 

Schuylkill Haven, Pa. Connolly Shoe Co. 402 Martin & Tickelis Shoe Co., Inc. 
Walk-Over Shoes .... 783-784 Haverhill, Mass. Ipswich, Mass. 

Campello, Brockton, Mass. Cooper, S., Mfg. Co. 459 Mendle Box Wrap & Label Corp. 
Winthrop Shoe Co. . 828-829 New York, N. Y. St. Louis, Mo. 

St. Louis, Mo. Copley Shoe Corp. 446-447 Mercury Leather Co., Inc. 483 


Women's Wear Daily 979W Wakefield, Mass. Brooklyn, N. Y. 
New York, N. Y. Crescent Shoe Co., Inc. 436-437. Monarch Shoe Co., Inc. 449 


Woodard & Wright Last Co. 764 New York, N. Y. Cambridge, Mass. 
Muskin Shoe Co. 409-410 


East Bridgewater, Mass. n 
Wright, E. T., & Co., Inc. wate ae H~ > 417-418-419 Baltimore, Md. 
Rockland, Mass. tin ies Tach Myrna Shoe Mfg. Co 421-422-423 
Zulick, J. S., & Co. oe —— 460 Manchester, N. Y. 
Orwigsburg, Pa. oe em a Vs Naturalizers 462 
Gardiner Shoe Co. 4il St. Louis, Mo. 


SHERMAN HOTEL Gardiner, Me. Olympic Footwear Co. 479 


Advance Wool Skin Shoe Co. Gilash Shoe Co. 463 New York, N. Y. 

Manistee, Mich. Fitchburg, Mass. 
Ascutney Shoe Corp. Good Will Slipper Co., Inc. Preston Shoe Co. 420 
Hudson, Mass. Brooklyn, N. Y. Lynn, Mass. 

Grosvenor, C. A., Shoe Co. 403 . . 

B & C Shoe Co. , , Recordia Manufacturing Co., Inc. 

alone N. H. Worcester, Mass. New York, N. Y. 
Bata Shoe Co., Inc. Harwood Shoe Co. _.497 Rest Right Slipper 

Belcamp, Md. Lynn, Mass. New York, N. Y. 
Beaudin, L. E., Shoe Co. _.. Herron Play Shoe Co. 48g Rubin, Irvin, Inc. 

New York, N. Y. 


Hanover, Pa. Jamaica Plain, Mass. 

Beckerman Shoe Corp. Horn & Short Shoe Co. 457 Saco-Mac Shee Corp. 
Boyertown, Pa. Natick, Mass. Portland, Me. 

Belle-Craft Slipper Corp. Hubbard Shoe Co. 424-425 Stillman, H. C., Shoe Co. 
Brooklyn, N. Y. East Rochester, N. H. Baltimore, Md. 

Best Shoe Co., Inc. Hyde, A. R., & Sons Co. 458 
Boston, Mass. Cambridge, Mass. 2 ggg Co., Inc. 

Bridgewater Workers Cooperative Assn. ioe. Jecebson, Nethen re Water Awd ~% ; 
Bridgewater, Mass. Boston, Mass. St. Louis, Mo. 


Brilliant Brothers Co. 431 Louis Shoe Company 443-444-445 Women's Wear Daily 
Boston, Mass. Amesbury, Mass. New York, N. Y. 
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‘SHOE JOB-LOT CENTER 


4 @ AUTHENTIC JOBS + BETTER SHOES AT A PRICE 


For 27 years we've built our business by 
supplying K-B Authentic Jobs to merchants who 
want promotional footwear at prices that mean 
profits. We're still at it, bigger and better than 


ever. 


Seven floors piled high with all types and all 
grades of men's, women's and children's shoes. 
Famous brands, samples and close-outs — many 


of which can no longer be manufactured. 


We have them— 
You'll sell them— 


Every lot sized — for 
immediate delivery. 


A Four-Star **** Staff 

to Aid Your Selections: 
Ralph Kirsch, president 
Charles Blacher, vice-president 


Allen J. Cantor, buyer and 
sales mgr. 


Harold Haris, buyer and 
promotion mgr. 








Large quantities of Women's colored kid shoes 
and combinations in stock for immediate delivery. 
Wide variety of styles and complete run of sizes. 








In CHICAGO at the SHOE FAIR 


RIRSCH-BLACHER CO., we. Beye 


108-110 DUANE STREET NEW YORK CITY 


October 24, 1942 
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‘Sterling 


' % Conceived and introduced cs ' 
: ago by Sterling in the spirit of sole | 
leather céatiatiieis . +s. NOW 

definitely accepted as a satisfactory. 
sole by manufacturers and the ~~ 
consuming public ..... given” 
liberal exceptions by the WPB 
Order ‘No. M-217. 
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| ever before. 
| his recent speech, talked of our keeping 


| tigue. 


Woman’s Place ks 
In the Ranks 


[CONTINUED FROM PAGE 163] 


saved. 11,300,000 shells were made from 
the 4,500,000 pounds of fat salvaged in 
nine weeks. 

It isn’t all easy. Worthwhile results 
demand work — effort — stick-to-it-ive- 
ess. Woman’s work in war industries, 
defense groups and essential channels 
will give her little time to take care of 
the children—that important 1/5 of this 
nation. The decrease in recreational 
facilities makes it hard on the children, 
too. Bad nutrition, inadequately cooked 
foods, illness, accidents are the hazards. 
So is juvenile delinquency. It has al- 
ready risen 14 per cent in New York 
City since the war started. 

But the babies have to be taken care 
of. Their number is growing. The birth 
rate is expected to reach 20 per thou- 
sand, an all-time high, in 1942. It was 
17.3 in 1940 and 18.9 in 1941. 

Consumer education is a great help. 
It’s off to a bang-off start. Women are 
taught about health, nutrition, safety, 
welfare and buying. The unemployed 
are being trained for needed skilled 
labor. The CDVO (Civilian Defense 
Volunteers Association) has many in- 
telligent women out working in all 
neighborhoods. Their teaching will 
mean a great deal, particularly to the 
masses. 

Health must be guarded, more than 
President Roosevelt, in 


healthy and fit. We've a great job to 
do and we must keep fit. With apart- 
ments, homes and offices not as warm 
as they used to be, women must know 
how to keep warm enough—and do it. 
Women are likely to become more fa- 
tigued. Their work is still new to them. 
They must be taught what to do for fa- 
They must be taught how to 
relax, no matter the time or the tempo. 
They must know the value of fresh air, 
brisk walks, exercise and recreation. 


Women and men, too, need recrea- 


| tion. Their minds must turn from war 


and factories to music and gayety. This 
will refresh them for the next day’s 
work. Travel is out for the duration 
and will most likely be rationed before 
long, unless the trip is a business one. 
The seashore and the resorts must be 
forgotten. Home entertainment on a 
simple scale, the radio, movies, gin rum- 
my games, war-cause gatherings, home 
fires and warm friendships will make 
up the entertainment in the average 
city. The women will enjoy the sim- 
plicity of such entertainment. 

Married women will need companion- 
ship, too, with their husbands and sons 
away and fighting for victory. And 
when the estimated 60,000 casualty lists 
“to date” are printed, the morale of 
women will have to be held up, as never 
before. This is a special job that wo- 
men, with their men at home, will have 
to do. 

[TURN TO PAGE 182, PLEASE] 
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Theres plenty of water... 


(if you know where to look for it!) 


We are not among the handful of Calamity Howlers who 
seem to believe that M-217 has put the kibosh on the shoe 


industry. 


As a matter of fact, we'll even crawl out on a limb with this 
prediction: As long as there’s walking to be done, most Amer- 
icans will go on wearing out old shoes and buying new ones. 
We believe there are enough brains and ingenuity in the in- 
dustry to make shoes out of coal, milk, soybeans . . . or old 
newspapers, if need be. What’s more, as long as women are 
women enough to want to dress up for their men in uniform, 
we think there'll be novelty styles that conform with the spirit, 


as well as the letter of the law! 


BUT — 


There IS a serious shortage of skilled labor. Leather and 
soles are hard to get. Patterns are fixed. New equipment is out. 
Old, reliable factory in-stock departments are gone with the 
wind . . . or cut to the bone. Which means there’s going to 
bea limit .. . a very definite limit . . . to the number of pairs 
you can depend on from your regular factory-resources. 





Soooo — you can either go on sniffing around the old, dried-up 


water holes, and pray for rain... OR 


You can dip into a brimming reservoir of stock like 
M. J. Saks . . . a style-wise wholesale distributor who 
can give you high speed service FROM STOCK on 
just about everything you need, from playshoes to 
semi-correctives . . . who can ship a carton, a case 
or a carload when you need it, and at the price you 


want to pay! (All $3 to $6 retailers.) 


If you’re going to be in Chicago, Detroit or Atlanta, mosey in. 
Pore over the advance Spring patterns we've got that will fit 
right into your buying plans. And join the live crowd of 
shrewd, volume merchandisers who have learned to count on 
Saks whenever they need shoes in a hurry! 


* 


IN CHICAGO, Nov. Ist to 5th, Rooms 1227 to 1230 Morrison Hotel 
IN DETROIT, Nov. 8th to 10th, Statler Hotel 
IN ATLANTA, GA., Nov. 8th to llth, Atlanta-Biltmore Hotel 
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WILLIAM IsELIN & Co.. INC. 


ounded 1808 


- 


lit: 


TT TT 


UR credit and financial service relieves the manu- 
facturer of the time, labor, anxiety, expense, losses 


and risks incident to 


Credit decisions 
Collection of accounts 


and 


Customers’ Ledger Bookeeping 


_ factors Bf chs 
Results: Better Merchandising— for Manufacturers and 


Selling Agents of Shoes, 


Greater Profit Leather and Allied Products. 


Details gladly given on request 


SHAUUNNUNNNUNNNUNANINANUONAUNANUANNUNNUUNGNDONDANDOAGUENUOANU LENG EGE OAGDOANOOAOOOANDOGAUOGOOOGNOGAOOOGAU AGU OGAANAUAAU TEGAN 
357 Fourth Avenue NEW YORK 


Branch Offices 
ids National Bank Building 


1322 Grand Ra 
Grand Rapids, Michigan 


52 Ninth Street 
Lynchburg, Virginia 
3520 A. I. U. Tower 
Columbus, Ohio 
New England Representative: 
78 Phillips Avenue 
Swampscott, Massachusetts 


819 Santee Street 
Los Angeles, California 








When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 


Department Store Sales Up 


MILWAUKEE, Wis. — According to a 
report by the Federal Reserve Bank 
of Chicago, Milwaukee stores continued 
to make the best showing in dollar vol- 
ume of department store sales in the 
seventh district. 

For a recent week, sales rose 35 per 
cent compared with the same week a 
year ago and gained 24 per cent over 
the same 1941 period. For the four 
weeks ending that week, the local sales 
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rose 13 per cent over the same period 
in the previous year. 

Rising payrolls have played their 
part in boosting store volume. The Wis- 
consin Industrial Commission reported 
its August employment index at 158.8, 
a new record, compared to 155.5 in July 
and 138.3 a year earlier. 

The payroll index rose to 260.2 from 
244.3, the widest monthly gain since the 
commission started keeping records 
several decades ago, and also a new 
peak. Last August the index was only 
180.9. 

According to the commission, August 
employment totaled 130,300 persons, 
compared with 127,600 in July and 113,- 
450 a year earlier. Payrolls ran to 
$5,521,000 weekly, or $42.01 per worker, 
against a revised total of $5,183,000, or 
$40.31 per capita, the previous month, 


and $3,838,000, or $34.12 per employee, 
in 1941. 

Shoe merchants in general report 
business as running along at a good 
level. 


Peep-Toes Banned in England 


LONDON, ENG.—The manufacture in 
Britain of fancy shoes has been banned. 
Styles to be abolished are “peep-toes” 
and shoes with rubber and metal at- 
tachments for decorative purposes. Re 
strictions are to save labour and mate 
rials. Whether the boot and _ shoe 
industry should be scheduled under the 
Essential Work Order is being dis 
cussed, said J. H. Bott, a Manufae- 
turers’ Federation leader at a meet 
ing of the Leicester County Boot 
Manufacturers’ Federation at Leicester 
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COMING | 


November 2Ist 


The IM, = D7 Issue 
of 


BOOT and SHOE RECORDER 


The issue everyone has been waiting for. A comprehensive 





picture of the shoes the nation will be wearing in 1943 
will be gathered at the National Shoe Fair by our staff 
and reported in this issue. Thousands of shoe merchants are 
eager to know what they will be able to sell 120,000,000 
civilians who will still need new shoes next year. — You, 
Mr. Manufacturer, tell them how good your M-2I7 line 
isin the advertising pages of this issue. 

THEY WANT TO KNOW WHAT YOU'VE GOT! 
And You've Got Plenty To Tell Them. 
Advertising Forms Close Monday, November [6th. 
RESERVE SPACE NOW! 


BOOT and SHOE RECORDER 


A CHILTON @ PUBLICATION 
100 EAST 42nd STREET NEW YORK, N. Y. 


-_——- one —_ 
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When transportation is a national 


problem it’s a real assurance to you, as 






a buyer of shoes, to know that at the 
MARBRIDGE BUILDING the lines of 


men’s, women’s and children’s shoes and 













slippers are always on display to facili- 
tate orderly selection and to expedite 


your time and business. 


Within this famous shoe office build- 
ing you will find every shoe and mate- 


rial and supply available under one 










roof. WE can’t tell you the fabrics . . . they're ingenious, 
Time is precious— conserve it by designed within all W. P. B. requirements! We can’t 
“covering the Marbridge FIRST.” tell you the styles . . . that’s a show secret, but there 


are models for men, women and children! We can 
D. S. Macponatp, Mgr. tell you though, that Kleinert’s '43 Bedtimers and 


: Sportimers will make history for us, profits for you! 
Note to Manufacturers: We will be 


pleased to hear from you if interested 
in New York office space. 


MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway ——_ — T. M. Reg. U.S. Pat. Off. 
New York SHOE DIVISION 


48S FIFTH AVENUE, NEW YORK CITY 


COME AND SEE! 
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Six Ways to Meet 
Help Shortage 


With undoubtedly the heaviest 
Christmas season in many years com- 
ing on, and customers hastening in 
most cities to “stock up” on favorite 
footwear against possible shoe ration- 
ing, the problem of the current short- 
age of salespeople is at its worst right 
now, according to W. B. Jackson, men’s 
shoe buyer for Famous-Barr, St. Louis. 
Almost all shoe stores, department 
stores and specialty shops have lost 
veteran employees right and left; and 
find it difficult in the extreme to re- 
place them. 

Six methods of meeting this prob- 
lem have been worked out by Mr. Jack- 
son in his own shoe department, one 
of the largest in the middle west. 
Famous-Barr has lost several im- 
portant salesmen to military service 
and many more to high-pay defense 
jobs. Consequently, Mr. Jackson has 
set up a plan for acquiring new people 
and retaining the old staff based on 
these six points: 

1. Locating and re-hiring of former 
shoe salespeople who have left the store 
as much as five years back. Many 
such people long ago went into some 
other employment, and now find that 
their current jobs are endangered by 
priorities, lack of materials, price ceil- 
ings, etc. Many men and women are 
willing to return to shoe selling once 
the idea is suggested. The store will 
be wise to go into its old personnel 
records and attempt to follow up all 
such ex-employees. 

2. Use of part-time people. There 
are thousands of older draft-exempt 
men who cannot work a full day, but 
who are willing to work half days and 
are glad of the opportunity. Also, 
high school students and college stu- 
dents with light daily classes can be 
used for afternoon and morning peak 
hours. Women can be used for selling 
slippers, socks, etc., releasing valuable 
veteran salespeople for sales requiring 
good fitting. 

3. Use of former “extras” who will 
now be glad to take on full-time work. 
If the personnel office can provide a list 
of all extras used during Christmas 
holidays and special sales for some 
years back, a careful follow-up may 
produce several people who now are 
thinking about full-time work. Also 
partially disabled men whose physical 
condition suits them for only -part-time 
work may be found the same way. 

The above three ideas pertain to re- 
placing those people lost to defense in- 
dustry and war service. Equally im- 
portant, Mr. Jackson observes, is the 
job of retaining present employees who 
may be giving a little thought to the 
$100 weekly checks possible in some 
war industries. Here he suggests: 

4. Increase salaries as much as 
possible for everyone in the depart- 
ment. Shoe departments are profiting 
more at present, and can afford to in- 
clude employees. in better business. 














SHOES TOR 
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oe 


Women need Comforteble 
Shoes today more than ever— 
not only for active participation 
in the war effort but to carry 
on their every-day activities. 

“Lady Bess" wearers are 
assured of our best efforts 
to keep them supplied. 


HUTCHINSON-WINCH 


BOSTON BRANCH 


INTERNATIONAL SHOE COMPANY 


580 TO 590 ATLANTIC AVE. 


Naturally shoe retailers cannot meet 
defense-factory pay scales, but they can 
make salesmen feel their work is 
appreciated and pay better salaries to 
meet higher living costs. It is far bez- 
ter to pay more for every man than 
waste time and money training people 
to replace them. 

5. Shift salesmen into the work they 
like *best—give every man a chance to 
handle the work he feels he enjoys and 
rearrange schedules so that each man 
gets as much time off with his family 
as possible. Thousands of families are 


BOSTON, MASS 


“split up” by night war work and odd- 
hour shifts which makes it difficult for 
day-employed men to see their families. 
Half days off, etc., help to keep shoe 
salesmen more contented. 

6. Finally, institute a bonus system 
in which every man will be rewarded 
for meritorious work. If he has the 
store’s interest at heart, he works hard 
for extra sales and goodwill. Let him 
know you appreciate it by paying a 
bonus. If this system is used, pay it 
quarterly—so that there is an incen- 
tive for the man to stay on the staff. 
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Individual effort for Victory can be ex- ONE BOND 
pressed in many ways. We, at home, can- WI LL BUY 


not hope to match the offering and sacrifice 


THREE 
ANTI-TANK 


ing equipment, represent the most forceful SHELLS 


of our fighting men. But the fighting dollars 


we can invest in bonds, converted into fight- 


war effort that Americans behind the lines 


can exert. 


AMERICAN HIDE AND LEATHER COMPANY 
BOSTON, MASS. 


BUY U.S. WAR BONDS AND STAMPS 
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with 
TRADE 
BUILDERS 


WHERE TO BUY THIS NATIONALLY DISTRIBUTED 
LINE OF MEN'S STAPLE SHOES 


California 
Los Angeles, Chesney Shoe Co. 
Sacramento, The Van Voorhies- 

Phinney Co. 

Colorado 

Denver, The Kemp Shoe Co. 
Florida 

Jacksonville, J. H. Churchwell Co. 


Georgia 
Atlanta, Gramling & Collinsworth 
Ilinois 
Chicago, Harper & Kirschten 
Shoe Co. 


Chicago, Keehn Bros. 

Peoria, John Moser & Son 
Indiana 

Indianapolis, E. P. Bayless Shoe Co 


iowa 
Cedar Rapids, The Otis-Pad Kon 
Dubuque, ——— Suppl: 
Keokuk, Larson & henng Ay 


Van Wert, The Coombs 





Woman’s Place Is 
In the Ranks 
[CONTINUED FROM PAGE 174] 


There’s talk of clothing being ration- 
ed next year. If so, women will get 
along, just as English women have done. 
The clothing, hosiery, shoe, accessory, 
cosmetic and girdle limitations are not 
affecting women too much as yet. 
They’ll wear the next best which will 
be satisfactory. That’s how they will 
accept the new store control. No more 
frills will be the rule before long. Re- 
duced deliveries, no free toll telephone 
service, no returns on certain merchan- 
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Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 
ew England, Inc. 
ena sah 
Detroit, American Shoe 
Grand Rapids, Hoekstra “Shoe Co. 
Saginaw, Michigan Shoe C 
Minnesota 
St. Paul, Scheffer & Rossum Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Trade Builder Shoe Co 
Ohio 
lactase, Robert Graefe 
d, Bibow & Srail Shoe 4 


Toledo, The Ainsworth Shoe 
Shoe 4 
Zanesville. The Black & Grant Co. 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co 
York, D. 5. Peterman & Co. 

Tennessee 
Bristol, King Brothers Shoe Co. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore 
Dry Goods Co. 
Uteh 
Salt Lake City, Zion's Co-Operative 
Mercantile Institution 
Washi n 
Seattle, Washington Shoe Co. 
Spokane, The Adams Leather Co. 

West Vi 
Charleston, W. L. Smith & Co. 
Huntington, The Jeff Newberry Co 





Wisconsin 
Milwaukee, Gaenslen Bros. 


ther Co. 
Oshkosh, H. C. Roenitz Co. 


dise, no phone orders for small pur- 
chases, fewer layaways, no same day 
deliveries — are all just around the 
corner. Many have started. 

In the neighborhood of a million per- 
sons may be withdrawn from fields of 
distribution, it is said. This would take 
away 1/6 of the retail personnel. House- 
wives may relieve the shortage of work- 
ers, staggering the hours. They'll go 
to work after their housework is done 
and return to prepare dinner and take 
care of the children. A report indicates 
this is done successfully in Dallas. 

Even so, women may be asked to shop 
during certain hours. Self-service may 
be the answer. In Great Britain de- 


partment stores lost 25 per cent space 
and 30 per cent personnel. What the 
story will be here when supply dwindles 
is not being talked of. It looks as 
though inventories will be controlled 
by January 1. Markets are tightening 
their deliveries. No matter what the 
business is. It’s in the war. 

What kind of shoes will the new 
woman need? She'll be among the 120, 
000,000 Americans who will require 
regular shoes. And she’ll get them. 

She doesn’t expect a variety. She ex- 
pects to buy quality. She wants special 
shoes and special clothes for special 
work, whether she’s in a navy yard, a 
munitions factory, an AWVS uniform 
or in a house with household work and 
patriotic outside duties. 

She doesn’t have as much time to 
think of clothes and to shop for clothes, 
What she buys she will attempt to co- 
ordinate as carefully as possible. The 
stores that make it easy for her will be 
her choice. She'll get as good things as 
she can afford. 

Today’s woman of any age under- 
stands the needs of her feet more than 
she has ever done. She will not take 
chances with styles that might not fit. 
She wants sure things, not guesses. 
She'll appreciate sound advice from 
those who know. She'll also be glad to 
listen to women, if women salesmen in- 
vade the shoe departments. 

America’s new patriotic woman is a 
new kind of customer. She’s more un- 
derstanding than she’s ever been. There 
will be more purpose to what she wears 
and what she does. 


Reports on Rationed 
Rubber Footwear 


MILWAUKEE, Wis. — Lawson Bauer, 
who has been with the OPA since last 
Spring, has been named state com- 
modity rationing officer for apparel 
with headquarters in Milwaukee. 

According to Mr. Bauer, ordinary 
consumption records show that ap- 
proximately 43,000 pairs of the ration- 
ed type of rubber footwear are pur- 
chased annually, with department 
stores reported handling the greatest 
volume, general stores second and hard- 
ware stores third. 

Principal users in Wisconsin are 
farmers and men working in dairy and 
food processing plants and packing 
houses. Others are lumber and mill 
workers, construction workers, tanners, 
miners and metal workers. 


Schmahl Named 


Sales Manager 


BuFFALo, N. Y.—John H. Schmabhl, 
who has been associated with the retail 
footwear branch of the United States 
Rubber Company for the past thirty 
years, has been appointed sales man- 
ager of the Buffalo branch, to succeed 
William W. Stephenson, Mr. Stephen- 
son has resigned to accept a position 
on the staff of William M. Jeffers, the 
nation’s rubber czar. 
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Rain, sleet, snow and stormy weather are the 
elements that make essential our business of manufac- 


turing waterproof footwear. 


Protective footwear for the Army and Navy 
is of tremendous importance and we service them 


FIRST. 


The degree of public service we can render 


under the stress of war restrictions makes it impera- 
tive that, to the extent of our ability, we will distribute 
the production as fairly as possible among all of our 


customers. 


In Room 1062, Hotel Morrison, Chicago, dur- 
ing NATIONAL MARKET WEEK, we will be pleased 


to meet our friends and customers. 


SERVUS RUBBER COMPANY 


Offices and Stockroom: 328-330 BROADWAY ° NEW YORK CITY 


Factory: ROCK ISLAND, ILL. 
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| Vietory Styles for 
| Young Shoe Customers 


[CONTINUED FROM PAGE 79} 


research 
| Foxings, however, must be simulated 
seleetion | if they are to be shown at all. You can 
sell this pattern in tan, in blue, ip 
white for your Summer selling. The 
experience style is classic, even though the con- 
ventional combination of white with 
brown is prohibited. 

The espadrille we have included be. 
cause it is an ideal casual shoe for 
girls. You will sell this primarily in 
soft materials; we show it here on a 
leather sole. If you buy it on a rope 

| sole, you can combine colors at will, 
The shoe has that simple, sporty, casual 
air dear to the hearts of your girl 
| customers, and it’s a safe guess that 
| they will continue to buy it as they 
| already have been buying it, to wear 
with their suits, their play clothes, and 
for a hundred and one different pur- 
poses. 

Space limitations forced us to confine 

our big girls’ sketches to these three; 
; ~ Bhs | don’t forget, however, that your older 
( Be girl customers will be wearing the same 
} oO ma e f em 2 styles as your very young customers— 
in larger sizes. They’ll still want plain 
toe bluchers, Norwegian moccasins, 
| D 7 A L B A & y S be 0 i S ie a saddle oxfords, moccasin front oxfords, 
< | for every day and school wear, along 
4 | with these three types for specialized 
Upon the sound basis of research, aa wear. 
Pe. The same holds true of the boys’ shoe 
ee picture. In the small sizes, shoes for 
ful supervision, Mrs. Day has built x boys and girls are identical; often they 
. are bought in the same department 
© Sameus Ene: Uden! Dany Shoes. | from the same stock. When the boys 
Specially trained workers, under " | begin to outgrow these child’s sizes, 
* | and before they are ready to go to the 
‘ | men’s department for their shoes, they 
carefully selected materials to "| need shoes especially designed for them. 
. P : ’ | We show two styles here which have 
scientifically designed and graded | been basic types for years. The order 
lasts. In every operation Mrs. Day | | forbids wing and shield tips on boys’ 
demonstrates the importance of | Shoes over size 6; and wing and long 
shield tips on boys’ shoes of size 6 and 
“knowing how” and “knowing under. You can show your boy cus- 
3 . tomers, therefore, short shield tips, 
why” in the making of baby shoes, straight tips and simulated wing tips. 
and successful dealers prove the | We show you here a blucher with a 
, ° . wing tip and foxing simulated by means 
profit of this exacting policy. of stitching and perforations. You can 
| also show bluchers with straight tips, 
with short shield tips, under size 6. 
7 The other shoe is a bal with a straight 
oe Ee Sear | tip; this may be used as shown here; 
it may be simulated; it may carry an 
imitation wing tip or short shield tip. 
Intermediate first step walking shoe The foxing (simulated here) may be 
Whines, enshe, tan oh eliminated entirely. And your boy cus- 
Moccasin toe oxford P ° 
Perforated plug—leather counter for support tomers will be wearing moccasin front 
es oa = to prevent slipping oxfords; Norwegian moccasins; plain 
toe bluchers, some with creased vamps. 
So the outlook for the children’s shoe 
business is not as gloomy as it appears 
at first glance. There are plenty of 
MRS. DAY’ S BABY SHOE CO. children who will be needing plenty of 
shoes; and you’ll have sufficient variety 
DANVERS, MASSACHUSETTS to meet the individual tastes of all 


your young customers. 


selection, craftsmanship and care- 


constant supervision, cut and fit 
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By H.C. FREEMAN 


Hie-- bat bagpy! 


These are days when all of us are learning to grin and bear it. We've taken plenty of blows 

. . we'll be on the receiving end of more and harder ones. And we'll take them with a 
smile . . . they're just love-taps compared with the blitz-blasts hurled at our boys at Pearl 
Harbor, Midway, Wake, the Solomons, and many another front. 


Meanwhile, our salesmen are on the road with the 1943 lines . . . the finest shoes we can 
make in compliance with today’s regulations. We want every shoe that bears a Freeman 
trademark to be the outstanding shoe buy for our workers and fighters. That is our aim. . . 
and that is our pledge. 


We stand ready to make all the fighting footgear that Uncie Sam asks for . . . already we 
have made hundreds of thousands of pairs. Even before Pearl Harbor, men in all branches 
of the service were favoring Freeman in their purchases of military dress shoes. Now 
civilians are clamoring for these styles. 


So that’s our job . . . to take care of Uncle Sam's orders, and to do our level best to handle 
the business you send in. We'll have our difficulties, but we're not worrying . . . because we 
know we can count on your cooperation, with us and with our salesmen. They'// have their 
troubles, too, with gas rationing making travel difficult. 


But that’s the war. . . and we're all in it, to win! 


Sincerely yours, AIG ; canes 


FREEMAN 


SHOE CORPORATION, BELOIT, WIS. 
MAKERS OF BOOTMAKER GUILD SHOES WITH CRADLE HEEL TRED...MASTER FITTERS... FREEMAN FINE SHOES... CHAMPIONS... DIXON DEPENDABLE SHOES 


Wer With Pride by Millions 
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THE 
“STROLLER” 














FOR WOMEN AT WAR WORK 


Featured Everywhere on Main Street, America 


HE “STROLLER?” is a producer 

for BELLAIRE dealers everywhere. 
It is reliable support for women at work 
in war-production plants and on the 
home front in all activities. It has every- 
thing they want. Good-looking, snug- 
fitting, yet as comfortable as an old 
house slipper. Low heels, soft leather, 
no inner lining, with BELLAIRE’s exclu- 


1 BELLAIRE 


sive Footloose Process “Floating In- 
sole.” Flexibleas soft felt. And it stands 
the gaff. Fit your customer’s foot care- 
fully, correctly, then ring up the sale. 
The “Stroller” is ashoe that brings them 
back for repeat sales. In Black or in 
Brown Crushed Elk. AAA to C. Write 
for our Fall 1942 Catalog of In-Stock 
Styles. $5 to $6 Retailers. 


SHOF 


BELLAIRE SHOE COMPANY, PORTLAND, MAINE 


DIVISION OF HOLMES, STICKNEY & WALKER, INC. 


xT THE Palmer House. ROOM 961 W 


NOVEMBER 2, 3, 4-and 5 * 


HAT 


BOOTHBY) O.L., RAPPLEYE 








Tanners Survey War 
And Post-War Problems 
[CONTINUED FROM PAGE 100] 


with the inventories of manufacturers 
and distributors, the nation’s inventory 
is close to 280,000,000 pairs. Conse- 
quently, reduction in future output 
could hardly have any affect upon con- 
sumers for many months to come. 
Chairman of the Board Pervere 
stressed that manpower, or its lack, 
may prove to be a matter of more than 
minor importance to the war-time tan- 
ner. “Although we have been think- 
ing,” he said, “of hides and skins as our 
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most urgent requirement, it may well 
be that this problem will be overshad- 
owed by other matters. The country is 
waking up to the fact that resources 
of manpower are not inexhaustible, that 
huge fighting forces are bound to leave 
& vacuum somewhere in the ranks of 
production workers. Every tanner has 
already experienced the drain of se- 
lective service and many tanners are 
finding that the wage rates of newly 
established war industries are an even 
more dangerous threat to maintenance 
of adequate production. This aspect of 
the labor problem would seem to require 
national action. Such competition places 
tanners in a vicious circle, since ceil- 





ing prices on leather establish an arbi- 
trary limit upon costs of production. As 
a whole, this industry has gone well 
beyond the wage criterion set up by the 
War Labor Board in its ‘little steel’ 
decision. The average hourly rate in 
the tanning industry is now the highest 
in some 20 years; the average has in- 
creased by 23 per cent from January, 
1941, in comparison with the 15 per 
cent allowed by the War Labor Board. 
The fact that voluntary wage increases 
are no longer allowed by the War Labor 
Board, when such increases exceed 15 
per cent from January, 1941, does not 
necessarily solve the problem created 
by new or expanded war industries. The 
whole question of manpower must be 
rated in importance with control of in- 
flation so far as the efficiency of the 
war effort is concerned.” 

In his annual report, Executive Vice- 
President Watson stressed the fact that 
new products will compete with leather 
after the war, warning his members to 
take this fact into consideration in 
formulating their post-war plans now. 
During the year just ended, he said, 
the Tanners’ Research Laboratery at 
the University of Cincinnati had been 
given a directive by the Office of Scien- 
tific Research and Development for the 
improvement and development of leather 
for military use. From this step, he 
predicted, important advancements in 
tanning and finishing would follow. 
While warning that losses of imported 
raw material through enemy action 
must have a definite effect on sole 
leather output, he believes that such 
imports could be continued at a reason- 
able level. 

Business after the war, as seen by 
Dr. Nadler, will be influenced by the 
tremendous demand for all sorts of 
things which will have piled up by that 
time. “There is,” he said, “no ground 
for pessimism about conditions after 
the war. Already tremendous demands 
for all kinds of durable consumers’ 
goods are being accumulated. The de- 
mand for machinery and equipment by 
industry after the war will be very 
great indeed. The need for housing 
and public works will contribute its 
share of employment and prosperity. 
The demand for American products of 
field and factory from abroad is bound 
to be very great and the billions of dol- 
lars frozen in this country for account 
of foreign nations will be utilized to 
purchase these commodities. The war 
has stimulated new inventions and the 
chemical industry has opened up new 
horizons which not only will create new 
employment and wealth but also will 
make possible a higher standard of liv- 
ing for the people. For the first two 
or three or four years after the war one 
can see nothing but an increase in de- 
mand. 

“The job of business today,” he said, 
“is to improve its market by research 
and advertising, by solving its person- 
nel problems and by maintaining a 
strong treasury position so that it may 
be ready, when peace comes, to re- 

[TURN TO PAGE 206, PLEASE] 
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Follow Up Size Record 
For Christmas Selling 


A clever merchandising idea which 
Harold Epps, operator of Epps Boot- 
ery, Salina, Kansas, has developed into 
the source of an extra 200 or more 
slipper sales per year is the “follow- 
ing up” of customer size records over 
the telephone at the beginning of each 
Christmas season. 

The Epps store, like many others 
seeking to build up long-term relations 
with individual customers, has made a 
policy of recording the size, date of 
purchase, etc., and all information per- 
taining to every visit by Salina resi- 
dents. The information is filed away 
alphabetically in a convenient file and 
shows progressively any change in the 
customer’s size up to the last day he 
visited the store. In a matter of four 
years, this file has grown to over 1700 
names—a welcome backlog against 
which to promote Christmas slipper 
sales. 

Beginning early in November—be- 
fore most wives have had time to pick 
out the presents their husbands will 
receive—Mr. Epps converts the tele- 
phone into a “salesman.” With two 
regular store salesmen, he sits down 
to the telephone in the “slow business” 
morning hours, telephoning one by one 
the wives of every customer listed in 
the file. As each wife is contacted, 
Mr. Epps explains that the store has an 
accurate record of the husband’s shoe- 
size, and suggests that she might en- 
joy giving him a pair of comfortable 
bedroom slippers or casual house shoes 
along with whatever other major gift 
is intended. 

Many women who otherwise would 
discard the slipper idea simply because 
they didn’t know their husband’s size 
hasten to take advantage of this plan 
and come into the Epps store at once. 
Others ask that the slipper suggested 
be sent out to the home on approval 
and to date, Mr. Epps has never re- 
ceived a single pair back. 

“We find the best time to use tele- 
phone solicitation of this kind is in the 
hours between 8 and 10 in the morn- 
ing,” Mr. Epps said, “surprising as 
this may seem. The reason is that, 
once the Christmas season is under 
way, housewives seldom have any other 
time, and we can depend upon them 
to be at home. The idea is to catch 
the housewife when her mind is not 
distracted by a lot of domestic trouble, 
and when we’re sure the husband is 
not at home.” Although, as stated 
above there are 1700 customers’ names 
on file, Mr. Epps has never managed to 
telephone more than 250 to 300 of 
them in a single Christmas season, a 
regular store business making it im- 
possible to contact more. However, he 
has successfully sold more than two- 
thirds of all wives contacted in this 
way enough to produce a sizable extra 
holiday profit. 
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AN UNPRECEDENTED MARKET 


Sachaed 
ality Shoes 


Simplified styling puts new emphasis on 
quality in the merchandising of men’s 
shoes in 1943. Style appeal is now Quality 
appeal; rich materials, careful detailing 
and clean shoemaking become your selling 
points. Packard, long famous for Style and 
Quality meets this present situation with a 
world of experience in making finer shoes 
for the better men’s shoe market. Mer- 
chants striving to grade up their business, 
and still retain their accepted price lines 
| will be pleased to see how well Packard 
can do this job for them. There’s a shoe 
j in the Packard line for everyone of your 
Quality men’s shoe needs in 19438. 


M. A. PACKARD SHOE CO. 
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Fall Styles Shown 
At Store Opening 


RocHeEster, N. Y.— Highlighted by 
the formal opening of the beautiful new 
women’s apparel store of B. Forman 
Company, Fall styles in footwear were 
given an auspicious welcome at leading 
shoe stores and departments recently. 

The Forman event attracted many 
who help make styles and record their 
advent—designers and fashion editors 
from leading cities—as well as other 
thousands who crowded its great sales- 
rooms, brilliant with flowers, to catch 
a glimpse of the newest creations. 
There was plenty of glamour in the 


offerings, but the effects of the war 
were visible. 

Leather was conserved in many in- 
stances, of course. Crepe, gabardine, 
brocade, rayon satin, corduroy, velvet 
and other materials were used in a 
large number of uppers, adding to the 
variety, and imagination of designers 
was given plenty of play. 





When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 
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BUY 
WAR BONDS 
AND 
STAMPS 


HOTEL MORRISON 











Genuine Goodyear Welts 


—YOUR ASSURANCE OF AL 
QUALITY CHILDREN’S 


Aor the duration 


Children’s foot health is no respecter 
of emergencies. 
stituation, 
will have well fitting, sturdy shoes. 
Ist Infant-ry Kiddie Kushion Welts is 
a line that the merchant can sell with 
an assurance of confidence in quality 
for the duration, for they represent 
the finest shoes that he could pos- 
sibly fit to a child’s foot. 
ity will be maintained. 
To our dealers ... 
restrictions and other causes due to 
war conditions are resulting in tem- 
porary delays in filling orders. 
are making every effort to fill in our 
Stock Department as quickly as pos- 
sible. 


operation during this period. 


Our line on display at the National Shoe Fair 


EPHRATA SHOE CO., INC, crurata, renn | 


BUSINESS — 


Even in the present 
children’s feet must and 


This qual- 


Government 


We 


We ask your continued co- 


ROOMS #970-971 

















Honor B. Forman 
At Store Opening 


ROCHESTER, N. Y.—When the occa- 
sion is right, William Pidgeon, well 
known shoe retailer here, can rise to 
heights of eloquence. One of them 
came the other morning at a breakfast 
of the 450 employees of the B. Forman 
Company store—right across the street 
from Pidgeon’s—preliminary to formal 
opening of its beautiful new building. 

Tributes had been paid Mr. Forman 
by Mayor Samuel B. Dicker and others 
on the program for the “store family 
breakfast” which was attended by fash- 


ion editors and notables in the style 
world. Mr. Pidgeon, who was an im- 
promptu speaker, began by saying that 
he was a competitor of the B. Forman 
Company—which has a large shoe de- 
partment—“because I want its custom- 
ers and it wants mine,” continued: 

“Ten years ago when I opened my 
new store, the first one to call on me 
and offer his blessing was Ben Forman. 
Through the years his many kindnesses 
—the qualities of mind and of heart 
that I have come to know intimately— 
have brought a rich and enduring 
friendship.” 


Mr. Pidgeon told of a dream which 





RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeopie in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 





Mr. Forman had of what his business 
was to become—how it was to be housed 
—now realized in the artistic architec- 
ture of one of the finest mercantile 
establishments of America, then con- 
cluded: “To one who gave me his bless- 
ing when I began business close by, in 
the presence of friends who know and 
love him as I do, I offer a benediction 
with reverence for him.” 


Shoe Buyers’ Days 
Well Attended 


DETROIT, MICH.—Michigan shoe men 
recently held the last Monthly Shoe 
Buyers’ Days of the year in a two-day 
session at the Hotel Statler, well-at- 
tended by upstate shoe men. Event 
was sponsored by the Michigan Shoe 
Travelers’ Club, whose members were 
well represented among the exhibitors 
on the hotel’s fourteenth floor. 

Outstanding style trends at the show 
were in platform type shoes and defi- 
nitely low heels. Immediate delivery 
for retailers was sought especially on 
the platforms. 

A situation of marked interest was 
the heavy demand from retailers for 
two-toned pairs in women’s shoes. This 
was frankly a reaction to the recent 
Government ruling freezing production, 
and an attempt by retailers to secure 
coverage on a small stock while they 
were still available. 

Suedes went very well, with gabar- 
dines only fair, wholesalers agreed. 
There was also a considerable demand 
for calf leathers. 

No Shoe Buyers’ Days will be held 
again until early in January, to avoid 
conflict with the Michigan Annual Shoe 
Fair which will be held here November 
8, 9, 10, two months ahead of the usual 
dates. 


1738 E-J Workers in Service 


BINGHAMTON, N. Y.—Endicott John- 
son now has 1738 of its workers in the 
United States armed forces, which is 
38 more than served in the first World 
War. One thousand employees of its 
West Endicott factories took part in 
dedicating a service flag in honor of 
160 of their workers who are now in 
service. Mr. and Mrs. George F. John- 
son were among those who attended. 

Members of the administrative staff 
of the Owego factory had a farewell 
dinner at the Green Lantern Inn in 
honor of John Ralph Lipe, foreman 
of the bottoming room, who has been 
inducted into service. George A. Prince, 
superintendent, was toastmaster. 
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New York Windows 
Emphasize Blacks 


New YorK.—The first clear, almost 
cold day of the Fall season found the 
windows of Fifth Avenue shoe and de- 
partment stores filled with new Autumn 
shoes, at least seventy per cent of 
which were black suede. In sharp con- 
trast, therefore, was a window in Saks 
Fifth Avenue displaying moccasin 
vamp shoes of the leisure type in red, 
green, brown, blue and black—some of 
them pump types with kiltie tongues— 
others almost severely plain oxfords— 
all carrying low heels. Also at this 
store were shown black suede pumps, 
for the bows on which had been sub- 
stituted brown fur ornaments matching 
fur neckpieces. 

One I. Miller window, showed open- 
toed models in black suede, most of 
them pump types decorated with either 
beads or bows at the throat, and a few 
styles with gold piping as a highlight. 
Another window showed much the same 
styles with closed toes, with a sprin- 
kling of brown suede and smooth calf 
in black and brown. 

The Ansonia window went in heavily 
for pumps and cross straps with a high 
percentage of the shoes with bright nail 
head decorations. Some brown reptile 
styles were also shown but these were 
in a decided minority. In fact, Fifth 
Avenue this season at least, does not 
seem thus far to have taken kindly to 
either genuine reptiles or printed 
leathers. 

Costumes shown with these shoes in 
the department stores show red woolens 
with black shoes and beige hose; dark 
greens with black footwear; and navy 
blue fabrics with navy blue shoes. With 
this exception there is apparent no 
attempt to match suit or dress and 
footwear. 





Give Course in Retail Selling 


BELOIT, Wis.—In a move to meet the 
shortage of salespeople facing local re- 
tailers, including shoe merchants, a re- 
tail emergency training program has 
been started at the Vocational School 
here. 

The program has been designed by an 
advisory committee consisting of Harold 
G. Smith, manager, J. C. Penney Co.; 
Guy Graybill, manager, Sears, Roebuck 
& Co.; Mark Finnegan, district man- 
ager, Wisconsin state employment ser- 
vice; L. C. Jensen, manager, Link 
Wholesale Grocery, Inc.,; A. G. Me- 
Creary, director of the Beloit Vocational 
and Adult school, and Mrs. O. E. 
Loomis, an instructor at the school. 

Those who have had no experience in 
selling are being given the funda- 
mentals of salesmanship, while for 
those who have had experience, the 
schooling will serve as a refresher 
course. 

The first three meetings in the course 
deal with the selling technique, the next 
three with merchandise information 
and the last two with personality and 
good grooming. 
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the shoe with the 4cac@/_ ¢ adjustable =~ 











Biack kid exterd. 
patent trimmed on 
16/8 heel last... 
one of the group of 
in-stock patterns. 


87.50 





the only shoe tn the world with the built-in 
adjustable arch is new available. for immediate deliv- 
ery, from our new in-stock department. Because we 
realize its convenience, its profit-importance, we are 
proud to announce this new service offering a compre- 
hensive group of patierns in all sizes and widths. Today. 
as never before. the comfort shoe will prove the bul- 
wark of your sales. And here is the comfort shoe which 
has made headlines (unsolicited!) in Time, in Look. in 
Life. Surrounded by romantic history. unparalleled pub- 


licity, unduplicated success—it is now yours from stock! 


“fh any SHOE COMPANY of NEW YORK, Inc. 


739 Clinton Ave., South, Rochester, New York 


W rite teday for complete catalogue, and fall agency details. 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 


To Retailers: 


Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 























For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 
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Shoe Travelers to Hold 32d Convention 





Wartime Problems to Be Main Topics at Meeting at Hotel 
Morrison, Chicago, October 31 and November I 


Cuicaco-—With wartime pro>lems 
occupying the program, members of the 
National Shoe Travelers Association 
will hold their thirty-second annual 
convention October 31 to November 1, 
in the Colonial Room of the Hotel 
Morrison. The convention will open at 





JACK C. CLARK 


President, National Shoe Travelers 
Association 


1:30 P. M. on Saturday and will con- 
tinue over through Sunday if neces- 
sary. Election of officers for 1943 will 
be a part of the regular business. Offi- 
cers for 1942 have been Jack C. Clark, 
president, and A. E. Allen, vice-presi- 
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dent. Norman N. Souther was made 
secretary-treasurer following the resig- 
nation of Thomas E. Delaney last Sum- 
mer. 

Holding of regional shoe shows 
periodically during the coming year as 
one solution to the travel problem will 





NORMAN H. SOUTHER 


Secretary-Treasurer, National Shoe 
Travelers Association 


be discussed at length at the conven- 
tion, Mr. Clark announces. Pointing 
out that regional shows given by 
affiliated associations have proven so 
successful that they are looked upon 
as absolutely essential during the com- 
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ing year. Mr. Clark said: “The Chi- 
cago association held monthly shows 
throughout the year and will continue 
them in 1943. Indiana, Iowa, North- 
western, Southwestern and Midwest 
will all hold at least two regional shows 


during 1943. Other affiliated asso- 
ciations which have not held shows 
previously are making plans to do so. 
Some are planning to follow in the 
footsteps of the Chicago association 
and hold monthly shows in their 
locality.” 

Mr. Souther reports that one new 
association was added to the National 
during the past year. This was Mid- 
west, with headquarters in Lincoln, Ne- 
braska. “Membership,” he reports, 
“remains at a satisfactory figure, with 
about 10 per cent of our men thus far 
having gone into the armed forces. We 
expect this percentage to be raised con- 
siderably during the coming year as 
more and more older men are drafted.” 

In urging all members to be present 
for the opening of the convention Mr. 
Clark said: “Having gone through the 
first World War, our association is 
fully aware of the sacrifices all of us 
must make. We know that shoe pro- 
duction for civilian use will be heavily 
curtailed and the incomes of our mem- 
bers reduced but we will meet this 
with a smile and carry on. Our one 
thought is to co-operate with our gov- 
ernment in every way and do every- 
thing we can to help win this war and 
the peace that will follow.” 

Headquarters for the association are 
now located in Room 412 at the Hotel 
Morrison in Chicago, the transfer from 
Boston having been made this past 
year. Since this location will be con- 
venient for salesmen in attendance at 
the show, Mr. Souther urges them to 
drop into the office whenever possible. 
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You can get more shoe 
repair and rubber heel 
sales and profits now 
than ever before — and 
you need them more. 
I-T-S Left and Right Rub- 


ber Heels and I-T-S Tuffies will continue to giv 
the highest values in longer level-wear that gov- 
ernment restrictions permit. Smart, very thin 
Tuffies for women’s heels are still made concave- 


convex in shape for neat, tight 
joint; and with moulded-on 
fibre backs that prevent heel 
covers from pushing out. Your 
customers appreciate these 
values. It pays you to specify 
I-T-S. 


THE I-T-S CO, ELYRIA, OHIO 





1.7.8. Tuffies are 
made with sunken 
nail heads; won't 
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each of them. 





SEND FOR FREE 


BOOKLET — "Pro- 
longing the Life of 
Leather.” It gives 
the whole picture of 
leathers and pre- 
scribes the corsect 
Viscol Dressing for 


NSe 


MORE WEAR FROM THE SHOES YOU SELL 


Months or Additional Wear 


witH Viseol... 


BE ALERT to a necessity and 
an opportunity. A nation 
at war demands additional 
wear from every pair of shoes 
you sell. Here is a profit op- 
portunity. Sell Viscol Water- 
proof Leather Dressings to 
clean, preserve and brighten 
American shoes. There are three 
Viscol Waterproof Dressings: 
Original Viscol, Triple - Action 
Viscol, and Viscol Ski-Boot 
Dressing. Viscol Soap is a 
cleaner, conditioner, oath polish, 
not a waterproof dressing. 


THE VISCOL COMPANY 
STAMFORD - CONNECTICUT 








Note Trend to Quality Buying in Shoes 





Chicago Stores Report Demand for Better Grades in Footwear 
—Monday Night Shopping Hours Give Impetus to Trade 


CuicaGo—A change in shoe buying 
trends, with increased sales resulting 
from purchases of single pairs of 
quality shoes by more people rather 
than purchases of three and four pairs 
at a time by regular customers, is 
noted in the Chicago retail shoe field. 
This is particularly noticeable in the 
new Monday night shopping hours 
which are bringing workers into the 
loop by the thousands. 

These Monday night shopping hours 
are proving most successful in State 
Street and other loop and downtown 
stores, with shoe stores and shoe de- 
partments reaping a good share of the 
profits. All major department stores, 
with the exception of Marshall Field 
& Company, all shoe stores, and all 
specialty shops are now open from 
noon until 9 P. M. on Monday. 

Shoe buyers and owners of down- 
tewn shoe stores report that sales 
made far exceed any pre-Christmas 
shopping season. Most of this is in 
one or two pair. sales, the report 
said, to customers who previously had 
little or no money to spend on quality 
footwear. Men’s shoe stores and de- 
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partments are also experiencing good 
business, many of them selling a large 
number of slippers as gifts to service 
men, 

In women’s shoes brown has per- 
sisted throughout the Fall stronger 
than it has been in many seasons. In 
fact in many quarters black and brown 
sales have been running even. Smooth 
leather shoes are in great favor, in 
many cases running even with suede. 
Low heels and walking type shoes 
continue popular. 

In commenting on the Monday night 
shopping experiences, Carl H. Fleis- 
bach, manager of the Walk-Over stores 
in the Chicago area, states, “The re- 
sults have been 1000 per cent better 
than we expected. Mondays now are 
better than our Saturdays, and it looks 
as if they will continue so in both 
women’s and men’s shoes.” 

Rube Metz, of Metz Shoes, says, 
“The Monday night shopping hours are 
the greatest thing that ever happened 
for the loop, and all of the credit for 
promoting the venture goes to the State 
Street Council. Even those of us off 
State Street are benefited. Monday 


nights thus far have been far better 
than any Christmas shopping season. 
We have already sold five times as 
many bowling shoes as we did a year 
ago.” 

Carl Burgstahler, head of F. E. Fos- 
ter & Co., located on Michigan Avenue, 
also has only good reports for the new 
shopping hours. He reports that black 
and brown smooth leathers are better 
than they have been for any season and 
that the trade is far more interested in 
simple shoes than in fancy ones. 


Opera Opening Brilliant 
But Subdued 


SAN FRANCISCO, CAL.—The 20th an- 
nual se&son of the San Francisco 
Opera Association opened recently and 
as usual, the Memorial Opera House 
was crowded with a brilliant audience. 
However, a subdued tone, befitting war- 
time, was reflected in the costumes of 
the audience, with many uniforms of 
the armed forces appearing among 
the more colorful dressed of the ladies. 
Jewel studded black slippers pre- 
dominated, and many of the women 
wore dark, simple gowns. The ten- 
dency toward black simple shoes for 
evening wear was evidenced in most of 
the window displays of fashionable shoe 
stores leading up to the opening of the 
Opera season. 
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Takes Over Pattern Firm 


Sr. Louis, Mo.—Lyman R. Favreau, 
formerly of the Dunbar Pattern Com- 
pany of St. Louis, has taken over the 
sole ownership of the Amity Pattern 
Company, here. 

Mr. Favreau has been connected with 
the shoe pattern industry in St. Louis 
for more than thirty years, and enjoys 
the acquaintance of most shoe manufac- 
turers in St. Louis, Milwaukee, Chicago 
and the Ohio territories. 


Army Needs Shoe 
Repairmen and Mechanics 


“Will the Army make use of my 
civilian background and specialized ex- 
perience, once I’m in uniform?” Many 
men about to be inducted into the Army 
are asking that question today. Classi- 
fication and assignment of the new sol- 
diers is in the hands of thousands of 
carefully trained personnel officers and 
men. Through special tests and inter- 
views, every effort is made to place the 
individual where he can take the most 
effective part possible in the war ef- 
fort. 

The Quartermaster Corps has per- 
haps as great a number of special 
trades comparable to those of civil life, 
as any branch of the service. In the 
largest Quartermaster Replacement 
Training Center in the nation, at Camp 
Lee, Virginia, and in other camps and 
training centers, men are receiving 
technical training in the many special 
jobs that go to make up the Quarter- 
master Corps’ task of feeding, clothing, 
and caring for the American soldier. 

Among the trades are: shoe repair- 
men, shoe machinery mechanics, chief 
clerks, general clerks, typists, receiv- 
ing clerks and shipping checkers, 
statistical clerks, stenographers and 
many others. 

Wherever possible, a man is assigned 
to one of these trades where he’s had 
previous civilian experience. A selectee 
has, of course, the right to request as- 
signment to any arm or service that he 
may desire, and many men who have 
followed one of these trades at home, 
are now performing a variation of 
their old job, but now for the U. S. 
Army, in uniform, and as members of 
the Quartermaster Corps. For further 
information on application for assign- 
ment to a special branch of service, a 
man should discuss his problems with 
his local Selective Service Board. 


Zodin Named Buyer 


BIRMINGHAM, ALA.—Julius Zodin is 
now buyer and manager of the women’s 
shoe department of the Burger-Phillips 
Company, Birmingham. He took over 
after B. Corman left the organization 
to establish his own shoe store under 
the name of Corman’s. Mr. Zodin has 
been with Burger-Phillips for 16 years, 
and was for about five years assistant 
to Mr. Corman. 
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Unusual?.. Yes . . but we are 
one of the few who carry a 
really comfortable boot in stock. 
Orders received almost daily. 


No. 220 Black Kid, Seamless 458 
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Last, 10/8 Leather Heel 
Rubber Top, B to EEE, $3.65 
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FAMOUS GROVER COMFORT SHOES 
HAND TURNED. COMPLETE SELECTION 
IN-STOCK . . 
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“Trade Off” Displays 
Help Boost Shoe Sales 


The simple merchandising practice 
which Harvey Kopp, buyer of men’s 
shoes for Boyd-Richardson, St. Louis, 
Mo., urges strongly upon all depart- 
ment store footwear retailers is the 
“trading off” of display space with 
other men’s departments — rotating 
mutually-beneficial displays week by 
week through the year. 

No week passes in the mezzanine 
shoe department of this St. Louis de- 
partment store during which there is 
not a display of men’s ties, hats, sports- 
wear, luggage, etc., in the center. Dur- 
ing September for example, Mr. Kopp 
set up a special display consisting of 
an old Conestoga wagon wheel, broken 
and rusty, on a table in the center of 
the department, with 22 pairs of shoes 
arranged neatly around its periphery. 

Half a dozen leading Fall hat styles 
were displayed—each marked with a 
small card giving the location of the 
hat department in the store. The hats 
were carefully matched to complement 
the colors and style of the shoes, and 
each helped to sell the other. 

In return for this hat display, Mr. 
Kopp set up a comprehensive shoe dis- 
play likewise matched with popular hat 
styles in the first-floor hat department 
—where hat salesmen made a policy of 
calling customers attention to the foot- 
wear shown. “We enjoy trading off 


display space in this way” Mr. Kopp 
said. “Not only because it steers ad- 
ditional customers into our depart- 
ment, but because it gives the customer 
a chance to match up his apparel with- 
out running around the store from 
place to place. The same idea can 
work out as well with women’s and 
even children’s shoe departments, so 
long as display space is evenly balanced 
between the cooperating departments.” 


Reopen Dan Cohen Store 


LitTLe Rock, ARK.—The Dan Cohen 
Shoe Store held its formal opening re- 
cently in a newly constructed building 
on the site of its former quarters, 
destroyed by fire August 18. Depite 
material shortages, the store was made 
ready for the reopening in record time. 

Jack Kahn, local manager, said: “We 
are opening a department shoe store, 
with a complete line of men’s women’s 
and children’s shoes. There are separate 
departments for men’s shoes, sports 
and athletics goods, women’s novelty 
parlor, children’s shoes and one. for 
arches and foot appliances. The repair 
department will be operated as for- 
merly.” 

Harry C. Weiss, Southwest super- 
visor and Herman Weiss, construction 
superintendent for the Cohen chain, 
were in Little Rock for the store 
opening. 














ANSWERING THE MERCHANT'S NEEDS 
FOR THE 


CURRENT TREND IN WOMEN’S 
NOVELTY FOOTWEAR OF QUALITY 


FEATURING: 

SANDALS, OPERAS, SPORTS AND 
TRIMMED STYLES, FASHIONED WITH 

THE ULTIMATE IN DESIGN 

IN STOCK FOR IMMEDIATE DELIVERY 
AT POPULAR PRICES 
SEE THEM ON DISPLAY AT 
THE CHICAGO FAIR 


HOTEL MORRISON 
ROOM 1205 


LION SHOE CO., INC. 


131 Duane St. New York City 

















WORLD FAMOUS 


ENGLISH SHOES 


Manfiad 


OF NORTHAMPTON 
NOW CARRIED IN STOCK IN U. S. A. 


HERE IS ONE OF MANY STYLES 


Full Wing Tip 
Brogues, with 
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Last—British Ton C—4-12 
Calf. No. 9298 D—6-12 











Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


325 ARCH ST. PHILADELPHIA, PENNA. 

































Farmington, Mo.—J. B. Reinhart, president of the Trimfoot Company, received the 
government's Minute Man Flag on behalf of the company's employees from Major 
Frank Reed at a Victory rally held in front of the plant recently. Te earn this 
award more than 90 per cent of the employees of the Trimfoot Co. authorized Budget Shoe Department of Loeb’s De- 
deductions of 10 per cent or more from their paychecks for the purchase of War partment Store and is clearing out all 
Bonds. One hour after the subscription blanks were distributed, more than 95 per the stock on hand from three to six 


cent had signed up to send better than 11 per cent of the payroll to Uncle Sam. 





George F. Johnson 
Celebrates Birthday 


BINGHAMTON, N. Y.—George F. 
Johnson was 85 years old on Wednes- 
day, Oct. 14. In improved health com- 
pared to last year, he spent the birth- 
day quietly, receiving many tributes of 
affection. Although no longer active in 
the Endicott-Johnson Corporation, 
“George F.” continues chairman of its 
board, interested in its workers as he 
has been for many years. 

He was born at Milford, Mass., in 
1857, the son of a shoemaker. It was 
just 60 years ago that he went to Les- 
tershire, N. Y., now Johnson City, and 
got a job working in the Lester shoe 
factory. Ten years later, as superin- 
tendent, he induced the late Henry B. 
Endicott to put capital into the busi- 
ness. 

The formulating of Square Deal poli- 
cies and other achievements in building 
the great industry under his leadership 
are familiar throughout the nation. 


Takes Over Budget 
Shoe Department 


LAFAYETTE, IND.—Joe Gillaspy has 
taken over the management of the 








































months in a “Reorganization Sale.” 
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Sandals por next Summer 


in many Colors 


(A) 9371 Red, Blue, Beige, 
White $1.40 Net 


(B) 9771 Beige, Red, White, 
Less 5% Discount 
(C) 9525 Red, Green, Beige, 
Less 5% Discount 


(D) V9221 Multi Color 
$1.55 Net 


GROVES SHOE COMPANY 1s 0.soores se, ciieosam: 





Shoe Man Recovers Sight 


Syracuse, N. Y.—Paul R. Whitney, 
former shoe retailer, who was com- 
pelled to give up his work because of 
difficulty in seeing, has fully recovered 
his sight following an operation and is 
preparing to resume activities which he 
relinquished temporarily. 

Mr. Whitney was representative in 
New York state for the Simplex Shoe 


Company, Milwaukee, later opening a 
retail shoe store here at 1909 South 
Avenue. This was sold so that he 
could devote all of his time to treat- 
ments. 


Shoe Merchant Killed 
In Action 


St. Louis, Mo.—Howard E. Betton- 
viel, who formerly operated a children’s 


and adults’ “family shoe store” in 
Wellston, Mo., a suburb here, was 
among American casualties at Port 
Moresby, New Guinea, according to a 
recent notice in the St. Louis Post Dis- 
patch. Mr. Bettonviel was formerly 
Missouri-Illinois salesman for a St. 
Louis shoe findings manufacturer, and 
was well known to retailers. He en- 
listed in the U. S. Army Engineers last 
December. 








Wanted for Cash! 


Shoe Stocks 
Shoe Stores 


Convert your surplus shoes—retail, wholesale or factory into 
cash—quickly and at fair prices. 


Or, if you have a store you wish to sell—call us. You will get 
a square deal. 


Short term leases assumed. 
Unusual trade and bank references on request. 


BARIS SHOE CO., INC. 


79-81 Reade Street New York City, N. Y. 


Telephone: Worth 2-5180-1 


Visit- us during the National Shoe Fair, November 1-5, at the Morrison Hotel, Chicago, Ill. 
Rooms #1201-1202 











October 24, 1942 





MILITARY BLUCHER OXFORDS 


Authentic Styling 
IN STOCK FOR AT ONCE DELIVERY 


SELECTED BLACK KID LEATHER UPPERS 
GOODYEAR WELT CONSTRUCTION 
OAK BEND LEATHER SOLES 

LEATHER QUARTER LINING 

SIZES 6-12 — D WIDTH 


STYLE 690 


SEND FOR CATALOGUE ASCO MILITARY FOOTWEAR 


10 STYLES BLUCHER LACE & BUCKLE OXFORDS 


Chicago—Marshall Field & Company recently ran the quarter-page newspaper 
advertisement, shown above, featuring matched handbags and shoes, as part of 
an intensive promotion of coordinated colors. Matched shoes and bags of all types 
and in a wide range of colors and materials are shown throughout the fifth floor 
shoe department. Moss Green, Balenciaga, Loganberry, and Town Brown are colors 
receiving special attention. Among the promotional phrases used with some of the 
bag and shoe displays are “Fall Suggests Muted Tobacco Shades—Blend Them 
With Greens, Reds, or Browns"—"Wear the Right Accent—For Smartness Bright 
Red of Bird's Plumage"—"Loganberry—New Fall Shade to Set Off Your Neutrals— 
Goes Well with Street or Dress Costumes.” 





10th Anniversary Celebration eld a 10th Anniversary Celebration 
recently, with special displays and 


Gary, IND.—Mutter’s, 616 Broadway, offers on their stock of footwear. 
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Northwestern Associations 
Merge 


MINNEAPOLIS, MINN.—News of _ in- 
terest to shoe merchants of the North 
Central states came out of Minneapolis 
recently at which time it was announced 
that the Northwestern Shoe Retailers’ 
Association of which Otto H. Schuler 
of Minneapolis is president had merged 
with the Minnesota Retail Dry Goods 
Association to form a new and stronger 
retail body to be called the North- 
west Retailers’ Association. 

The territory included by the or- 
ganization will be the same as that 
which has been served by the North- 
western Shoe Retailers, i. e. Minnesota, 
North Dakota, South Dakota and West- 
ern Wisconsin. Mr. Schuler, head of 
the Schuler Shoe Company, West 
Broadway, Minneapolis, and Harry S. 
McIntyre of Bruce Publications, St. 
Paul, will continue in their capacities 
of president and secretary, respectively, 
pending the first meeting of the new 
association. 

A convention has been called for 
Tuesday, November 10th at Hotel 
Radisson, Minneapolis, when a consti- 
tution and by-laws will be adopted and 
the first set of officers and directors 
elected. The expressed purposes of the 
combined groups will be the advance- 
ment and protection of the welfare of 
the retail merchandising interests of 
the district, educational development 
and legislative activity. It is not con- 
templated to include or to continue the 
annual footwear expositions heretofore 
held by the Northwestern Shoe Re- 
tailers, shoe manufacturers and repre- 
sentatives. Arrangements are being 
made for a nationally known speaker to 
address the November meeting. Dues 
will be on a graduated basis, regulated 
by dollar volume, from a minimum 
of $5 for establishments with sales 
aggregating up to $250,000 to $25 for 
those doing $750,000 or more business 
per year. 

The Gold Room of the hotel will be 
the scene of the convention which has 
scheduled as a part of its program 4 
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panel discussion to be participated in 
by drygoods men, department store 
executives, shoe merchants and retail- 
ers of men’s and women’s wear. 


Base Sales Appeal 
On Current Conditions 


Kansas City, Mo.—The Macy Shoe 
Store is directing its major appeal in 
window displays to current needs of 
defense workers and others requiring 
the most durable type of shoes, rather 
than to the conventional type of “white 
collar” customer. An entire display 
window is devoted to displays of sen- 
sible and durable footwear for women 
w-* workers. While most downtown 
sicores carry shoes of this type, Macy’s 
have emphasized the importance of this 
line in their store, hence are doing a 
fine business with the thousands of men 
and women war workers in this area. 

Other window sections are devoted 
to men war workers. There are also 
special displays of shoes and boots for 
special occupations such as cowboys, 
policemen, and sportsmen who go in for 
outdoor activities and big game hunt- 
ing. Workmen’s shoes are also shown. 
The crowds which fill the store at all 
hours of the business day attest to the 
logic of this type of window advertis- 
ing. 

In the matter of sales promotion ac- 
tivities, Macy’s are going “all-out” for 
radio advertising, and several times a 
day their special program may be heard 
over KCKN. This form of advertising 
is bringing them much additional busi- 
ness from outside their normal trade 
area, according to store executives. 


Release Sixth Report 
On Magazine Audiences 


New YorK—Life Magazine has re- 
leased the sixth of its reports on the 
Continuing Study of Magazine Audi- 
ences, marking the beginning of the 
fifth year of this research project. 

This is the first war-time report of 
the CSMA, yet it is not entirely a war- 
time project. One-third of the 12,030 
interviews on which it is based were 
made just before the December 7 attack 
on Pearl Harbor, in October and No- 
vember, 1941. The remaining two- 
thirds were made in two approximately 
equal groups, the first right after Pearl 
Harbor in January and the second in 
May and June 1942, during the forma- 
tive period of our all-out war effort. 
So, strictly speaking, this report covers 
& peace-to-war transitional period. 

This report also covers another tran- 
sition—a rise in circulation prices for 
three of the magazines. The four issues 
of Liberty and the Saturday Evening 
Post measured by the third groups of 
interviews—those conducted in May and 
June of this year—were among the first 
sold at the price of ten cents a copy. 
And two of the four issues of Collier’s 
checked in this group of interviews were 
sold at the higher price. There was 
ne change in price for Life. 
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Quality Shoemakers Since 1890 
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The PALMER HOUSE 
Room 804 
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The REDWING 
on exclusive Slater 
12/8 Heel Last . . . un- 
lined- upper moccasin 
construction for extra 
comfort. 

Wide of sizes. 
AAAG10 © AA 5-10 
A 44-10 © B 410 
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Send for IN-STOCK Catalog 


COMFORT 


.. plus skilled fit and piquant mannish fem- 
. ideal for today’s increased 
walking and strenuous feminine wear. 
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Report No. 6 also includes a supple- 
mentary study of magazine reading by 
men in the armed forces. The figures 
for that special extension of the CSMA 
are reprinted in the report to facilitate 
comparison with civilian figures ob- 
tained at approximately the same time. 

The most significant features of 
CSMA’s Report No. 6 are, 1) It sup- 
plies average audience figures for a 
nine-months’ period of unusually rapid 
and basic change from peace to war; 
2) it sheds some light on the war’s 
initial effect on civilian magazine read- 
ing; 3) it supplies some evidence as to 
the immediate effect of higher circula- 
tion prices; and 4) contains separate 
findings on the reading habits of men 
in the armed forces stationed in the 
Continental United States. 

Report No. 6 employs the same sam- 
pling, interviewing and statistical tech- 
niques used in the other five reports. 


Open New Modern Shoe Shop 


Detroir, MicH.— A modern neigh- 
borhood shoe shop has been opened in 
the business heart of Dearborn, De- 
troit’s major industrial suburb by L. G. 
Haig Shops at 13504 Michigan 
Avenue operated by the United 
Shoe Stores. What makes this store 
unique is that it is only three doors 
away from a store operated by the 
United group under its own name. Price 
ranges differ only slightly. 

Good business in the neighborhood is 
the reason. The stores are within a 


block of the main intersection of Dear- 
born, and right in the heart of a major 
shopping center. 

Store exterior is marked by a large 
sign with the store name over the 
entrance, in white neon tubing on a 
contrasting red background. Windows 
are dull steel-trimmed, with mottled 
stone base and front over the red-and- 
white-striped awning. Entrance is by 
double allglass doors, and the general 
atmosphere of the store is light and 
airy, because of predominant light dec- 
orative tones. 

Walls are finished in a large Colonial 
pattern in mauve, yellow and cream. 
The rear has a wide door leading to the 
stockroom—covered by a long hanging 
drapes. A large circular mirror is near 
the center of the rear wall, with a long 
narrow open window covered with 
Venetian blinds at the side to balance 
the door opening. 

An outstanding feature is the bag 
and accessory display. A double dis- 
play counter, glass-topped, runs along 
the left side of the store. Cash register 
and wrapping desk are in the middle 
of this counter. 

Natural finish woodwork is ‘carried 
to the ceiling above the display cases, 
and the atmosphere of the store is com- 
pleted by large, neat blue cutout letter- 
ing on this background—the name of 
the store in straight Roman lettering 
on one panel, and the phrase in script 
on the other, “Devoted exclusively to 
the feminine taste.” 
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SKI BOOTS 


Men's and Women's 
Designed by Swiss ski experts 
IN STOCK 








ICE SKATE 


OUTFITS 
Men's, Women's and 
Children's 
Hockey, Rac’ ond 


25 Styles 
IN STOCK 


$2.75 up 
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Bowling Shoes 
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$ ASCO 
A |) BOWLING SHOES 
and OXFORDS 
up 20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All res. combination soles 
Right feet rubber sele 
Left feet leather sole 
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Women's Shoes 
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Girdle 





asus Patent-hi heel—open | 

08 

K 3455 Patent - continental 
heel—open toe 

K 3456 Patent-hi heel — | 
closed toe 

K 3494 Suede-hi heel—open | 
toe 

K 3495 Suede-cuban heel— 
open toe 

K 3496 Suede-hi heel — 
closed toe | 

G 3484 Green crocodile-hi | 
heel—open toe | 

. 3484 Brown crocodile-hi 
heel—open toe | 

R 3484 Red crocodile-hi heel 
—open toe 

$1.90 less 5% 30 days 

Widths AA te © 


Sizes 3% to 10 
Extra charge on small orders 


GROVES SHOE COMPANY 
311 West Menroe Street, Chicago, Illinois | 
Write for folder 





Re-Use Materials in Remodeled Department 


This modern shoe department at Rosenfield's was moved from a third floor location 

to a street floor site, and was redecorated by making use of materials and fixtures 

from the previous department. The attractive wall paneling uses walnut stripped 
from the walls of the old department. 


BaToN RouGe, La.—The problem of 
obtaining materials for a new shoe de- 
partment under present war restric- 
tions was solved in the modernizing 
and relocation of the women’s shoe de- 
partment at Rosenfield’s through the 
re-use of all existing materials in a 
different form. 

Because of the heavy growth of 
feminine population in Baton Rouge 
after the government built several 
huge synthetic rubber plants, each em- 
ploying thousands of girls as workers, 
it was thought desirable to move the 
shoe department from a third-floor lo- 
cation to a new first-floor position con- 
necting directly with the sidewalk. Con- 
sequently, when a store next to the 
Rosenfield building went out of busi- 
ness, Rosenfield’s acquired the lease, 
and made arrangements for placing the 
shoe department there. 

A doorway connecting with the busy 
first floor of the store was cut through 
the wall, and the entrance was marked 
with sillouette letters calling attention 
to the new location. The move also 
furnished a separate entrance directly 
to the street, and two large display 
windows. As a final advantage, the 
store beauty shop, attracting heavy 
traffic daily, was located in this newly 
acquired building, directly behind the 
shoe department. 

The smooth walnut paneling which 
had been a part of the original de- 
partment was used in the new location. 
It was stripped from the walls, re- 
sanded, refinished. and cut into small 
squares of approximately 3x3 feet. This 
made it possible to fit the walls of the 
rectangular new department easily, 
using 90 per cent of the old material 
for paneling both side walls and the 
rear. The joints where the smaller 
panels joined were covered with nar- 
row dark walnut strips cemented 
tightly over the cracks—thus develop- 


ing a smooth, unbroken wall appear- 
ance which is easily cleaned, hand- 
some at all times, and thoroughly 
modern. 

The chromium and leather fitting 
chairs were cleaned and repaired and 
the metal legs and arms were re- 
silvered. 


Considers Ban on 
Stockingless Fittings 


MILWAUKEE, Wis.—Dr. E. R. Krum- 
biegel, health commissioner, has taken 
under consideration a suggestion of the 
Wisconsin Society of Chiropodists that 
shoe stores refrain from fitting shoes 
for stockingless women because of the 
chance for spreading foot diseases 

A resolution was adopted by the 
society at its annual convention in this 
city suggesting such a ban. If emer- 
gency care had been furnished foot 
ailments of war workers in the Mil- 
waukee area alone since Pear] Habor, 
enough man hours would have been 
saved to produce 100 tanks, the society 
declared in setting up a committee to 
confer with industrial leaders on a pro- 
gram of treatment for pedal ills. 

The state group endorsed a plea for 
Army commissions for chiropodists, 
asserting that the greatest single cause 
of lost time in action among soldiers is 
foot trouble. 


Reelected to Civic Post 

PROVIDENCE, R. I.—Frank E. Ballou, 
F. E. Ballou Co., shoe retailers, has 
been re-elected vice president of the 
Providence Chamber of Commerce, 
representing the Retail Trade Board, 
which he has headed for a number of 
years. 
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You can believe that all we're asked 
to do without—two-tones, colors and 
catch-penny gee-gaws 
tribution indeed, compared with the 
sacrifices made by others. 


is small 





You can believe that a shoe business 
can survive even though there’s going 
to be little that’s startlingly new and 
different to promote. 


* 











M. C. Albenberg, 
Duluth, Minn. 
Alexander's 
Spokane, Wash. 
J. P. Allen Co., 
Atlanta, Ga. 
Arnold's, 
Newark, N. J. 
Boggs & Buhl 
Pittsburgh, Pa. 
The Bootery, 
Lubbock, Texas 
John A. Brown Co., 







Carol Wills, 
Oakland, Cal. 

City of Paris, 

San Francisco, Cal. 







ton, Mass. 
Dalton’s, 
Baton Rouge, La. 
De Jongs Inc., 
Evansville, Ind. 
Dreyfuss & Co., 
Dallas, Texas 
The Fair, 
Fort Worth, Texas 
Fin De Siglo 
Havana, Cuba 
B. Forman Co., 
Rochester, N. Y. 
Frank & Seder, 
Pittsburgh, Pa. 
Frost Bros., 
San Antonio, Texas 

















Washington, D 
Guggenheimers, 
Lyneaburg, Va. 

Wm. Hahn & Co., 
Washington, D. C. 







Oklahoma City, Okla. 


C. Crawford-Hollidge, 


Julius Garfinekel Co., 
¥ 3 
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WITNESS: this roster of well-known stores and 
merchants who now, more successfully than 


WHAT, in these times, 
CAN A SHOE MERCHANT BELIEVE IN? 


con- 


which you can build 
quality. 





* * 





You can believe that here, as it hap- 
pened in England, with fewer styles to 
tempt them, women will put their ap- 
parel dollars into better merchandise. 


And you can believe that in times like 
these, the one soundest basis upon 


business is 











ever, are selling quality in shoes made by—. 


DREW GELLER 
guisile Foolutarr 


537 FIFTH AVENUE * NEW YORK 


Halle Bros., 

Erie, Pa. 

Harzfelds Inc., 
Kansas City, Mo. 
Harris Co., 

San Bernardino, Cal. 
Wm. Hengerer Co., 
Buffalo, N. Y. 
Hofheimers Inc., 
Newport News, Va. 
Hofheimers Inc., 
Norfolk, Va. 
Hofheimers Inc., 
Richmond, Va. 
Kiralfy's, 

Columbus, Ga. 
Kline's, 

Amarillo, Texas 
Korricks, Inc., 
Phoenix, Arizona 
Kreegers, 

New Orleans, La. 
Michel A. Levy, 
Santa Barbara, Cal. 
Levy's Toggery, 
Memphis, Tenn. 

M. Lichtenstein & Co., 
Corpus Christi, Texas 
Lipman-Wolfe Co., 
Portland, Oregon 

H. 8. Manchester Co., 
Madison, Wis. 
Mandel Bros., 
Chicago, Ml. 


Marston's, 

San Diego, Cal 

T. 8S. Martin Co., 
Sioux City, Iowa 

May Co., 

Cleveland, Ohio 

May Co., 

Denver, Col. 

Meyers Dept. Store, 
Greensboro, N. C. 
Napiers Booterie, 
Minneapolis, Minn. 
Napiers Booterie, 
Omaha, Neb. 

Harvey Nichols Ltd., 
London, England 

M. O'Neill Co., 
Akron, Ohio 

Palace Shoe Store, 
New Rochelle, N. Y. 
Park-Brannock Co., 
Syracuse, N. Y. 
Patton, Tilman & Bruce, 
Greenville, 8. C. 
People’s Shoe Store 
Charleston, West Va. 
Harry Perkins 

at Best's Apparel, 
Seattle, Wash. 
Perkins-Timberlake Co., 
Wichita Falls, Texas 
N. W. Pugh Co., 
Roanoke, Va. 


Reel's, 
Milwaukee, Wis. 

Rich, Schwartz & Joseph, 
Nashville, Tenn. 

J. W. Robinson Co., 
Los Angeles, Cal. 
Rothman's 

Andrew Geller Salon, 
Miami Beach, Fia. 
Sakowitz Bros., 
Houston, Texas 

E. M. Scarbrough Co., 
Austin, Texas 
Schuneman's, 

St. Paul, Minn. 
Scruggs, Vandervoort, Barney, 
St. Louis, Mo. 
Seidenbachs Inc., 
Tulsa, Okla. 

Selber Bros., 
Shreveport, La. 

H. P. Selman Co., 
Louisville, Ky 

R. Siegel Co., 

Detroit, Mich 

Sommers 

at Jay Thorpe, 

New York City 
Strouss-Hirschberg Co., 
Youngstown, Ohio 
Valley Mercantile Co., 
McAllen, Texas 

The White House, 

El Paso, Texas 


Worth's. 
Hartford, Conn. 
Wyman Inc., 


Baltimore, Md. 


Younker Bros., 
Des Moines, Iowa 











| 
AA 6 6a ee Oe ee | 


Field Boots 
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Boost Sales with 


The Shoe of The Year| 


An Asco Boot Value! 
@ Selected Elk Uppers 
@ Custom Bilt Styling 
$3.25 @ Narrow Heel Lasts 
@ Made in Brown and 
Black 


In Stock For 
At Once Delivery 


Style 846 Ladies’ Sizes 3-9 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Men's Shoes 


i i 


WHOLESALE DISTRIBUTORS 

*America's Leading Brands 
CE 1910 

MEN’S SHOES ee $7 to $14 
IN-STOCK @ JOBS CANCELLATIONS | 
B. COHEN SHOE co. 

81 READE ST. Ww YORK 
* SUBJECT MFR.’S RusTaicTions 





Inquire regarding 
DOUGLAS FRANCHISE 


Douglas Shoes 
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Sandals 
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SNAPPY LUGGAGE TAN UPPERS 
LEATHER SOLES 


$1.65 


Catalog 
ASCO Athletic 


STYLE #1001, MEN’S SIZES 6-12 Festwear 


STYLE #1002, LADIES’ SIZES 4-9 


ARNOFF SHOE CO.,INC., 101 Duane S¢#.,N.Y.C | 
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Report Sizeable Increase 


In Volume 


KANSAS ClTY, KAN.—Three colors 
dominate displays of shoes for men and 
women in Wait’s Booterie, here—an- 
tique tan and oxblood, with wine-colored 
shoes for women in great demand. 

In women’s shoes, wedges are show- 
ing great popularity, and for men the 
military service strap shoe is going 
over very well. In both men’s and 
women’s sport shoes, the moccasin type 
predominates in popularity. 

The most encouraging angle of the 
report on the season’s business from 
the Wait Booteries concerns the matter 
of volume. According to responsible 
heads of the store, the estimate of a 50 
per cent increase in volume over the 
corresponding season last year is a con- 
servative one. Factors in this increase, 
they say, are the proximity of war in- 
dustries, where thousands of persons 
are now being employed. Much addi- 
tional business is also being received 
from the farmers and small-town cus- 
tomers in Wyandotte and adjoining 
counties, where crops are uniformly 
good, and the farmers have money to 
spend on their families for attractive 
and durable footwear. 


Seek Mail-Order Sales 


LAFAYETTE, IND.—To co-operate with 
the national economy program for 
tires and gasoline and to meet the com- 
petition of mail-order companies in the 
Lafayette area, the Palais Royal is 
telling the reading public through their 


newspaper advertising (which covers 
well the outlying trading area around 
Lafayette) that mail orders will be 
filled. Various styles of shoes are 
illustrated in the advertising copy to 
assist the mail-order customers. At- 
tractive sales appeal is made to interest 
mail orders. A recent description of 
three illustrated shoes for girls was 
accompanied by the following catchy 
phrases, “Framed for Games! Class for 
Lasses! Dandy for Duty!” 


Ad Commends 
American Women 


St. Louis, Mo.— The women’s shoe 
departments of Famous-Barr Company, 
here, featured an unusual full - page 
newspaper ad recently complimenting 
American women on the ease with 
which they have undergone wartime 
changes in their lives. 

The full page ad, blowups of which 
were posted in the store windows and 
everywhere in the women’s shoe depart- 
ments, was headed “We Commend To- 
day’s American Woman for Distin- 
guished Service—for adopting a new 
way of life without a complaint—for 
genius in rearing a family despite the 
hardships of war—for her energy in 
war work and staunch support of our 
armed forces—for keeping lovely.” A 
distinguished service medal was repro- 
duced in the ad, surrounded by 18 new 
shoe styles for more walking and for 
women defense workers on their feet 
through the day. Marcus Rice, Famous- 
Barr buyer, reported comment on the 
ad unusually appreciative from cus- 
tomers of the store. 





Patriotic Drawing in Shoe Catalog 


SY 9 ig 
NOWis the Time to Cooperate! 


Columbus, Ohio.—The drawing above appears in the catalog of the H. C. Godman 
Company, manufacturers, here. Aside from its timeliness, the drawing conveys @ 
message of importance to members of the shoe industry—emphasizing the necessity 
for complete co-operation of manufacturers and retailers with the efforts of U. S. 
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Midwest Sales at Peak 


INDIANAPOLIS, IND.—Retail shoe busi- 
ness expanded substantially during the 
last half of September, and the cooler 
weather helped retail trade almost to 
a peak for the season so far. Total 
volume was from 15 to 20 per cent 
ahead of the comparable 1941 week, 
and the stores are boosting their sales 
yolume with Monday night openings. 

With the thought of rationing in the 
offing, patrons are buying heavier than 
at any time during the past year in 
anticipation of being unable to pur- 
chase their favorite lines of footwear. 
Production of war materials continues 
on the increase in both Indianapolis 
and the state, according to figures on 
factory employment and payrolls. In 
addition to the general pick-up in sales, 
retailers report a demand for higher 
aality merchandise. 

UWilitary types, in both men’s and 
women’s shoes are wanted by the pub- 
lic in general. Colors are being dis- 
posed of in two and three pairs to the 
customer, and the expansion in buying 
has no earmarks of the anticipatory 
spending splurge of 1941. The public 
is demanding rubber soles, however, 
with calls coming from defense .plant 
workers and others engaged in general 
war work. Special designed footwear, 
for comfort and style, is in excellent 
demand from women engaged in in- 
dustries producing essential war mate- 
rials. Increased advertising is playing 
an important part in the expansion of 
footwear sales. 


Open Business Girls’ Shop 


Cuicaco—Shoes_ especially recom- 
mended for the business girl are in- 
cluded among the related accessories 
gathered together in the newly opened 
Business Girls’ Shop in Mandel 
Brothers department store. Located in 
the apparel section on the fourth floor, 
the new shop is a special section de- 
voted exclusively to fashions for the 
business girl. A large display case 
contains suggested shoes, handbags, 
gloves, jewelry and other accessories. 
Promotional material reads, “A clever 
little spot holding dresses, suits, coats, 
and suggested accessories for the busi- 
ness girl who has more taste than 
dollars,” 

In orer to make it more convenient 
for girls in a hurry lunches are served 
right in the fitting room. A special 
fashion showing of Fall fashions for 
the business girls was given on a re- 
cent Monday evening. Mandel’s like 
other loop stores, is now open every 
Monday evening until 9 o’clock. 


Resigns as Leather Buyer 


DANSVILLE, N. Y.—E. W. Fowley has 
resigned as leather buyer for the Blum 
Shoe Manufacturing Company. The 
duties of this position are now being 
performed by James J. Blum, president, 
and Paul Chevillet, superintendent and 
stylist. 
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Boyd’s Enlarges Men’s 
Department 


St. Louris, Mo.—Despite the fact that 
many men’s shoe departments have ex- 
perienced curtailed volume in the Fall 
months of this year, it has been neces- 
sary to enlarge the men’s shoe depart- 
ment of Boyd-Richardson here, accord- 
ing to buyer Harvey Kopp. “Our sales 
have not only held up but have moved 
for the most part into better-priced 
brackets,” Mr. Kopp said, “and we were 
actually badly cramped for space.” 

Enlargement of the department con- 
sisted of taking over the former men’s 
robe department at the left of the mez- 
zanine-balcony shoe section, which pro- 
duced an additional fifty feet of open 
space, in which eighteen new red leather 
and mahogany chairs were placed. Six 
more fitting stools also went into the 
space, to accommodate extra salespeople 
added in August who will remain 
through the Christmas season. 

A five-foot space in an L-shape 
around the wall has been covered with 
English gumwood in a rich brown— 
favorite masculine color, Mr. Kopp has 
found—thus providing stock space for 
2100 additional pairs of shoes. “The 
biggest advantage of our enlargement 
is the fact that we have moved all 
higher-priced shoes to the new section,” 
Mr. Kopp said. “This makes for com- 
paratively quieter surroundings for the 
customer buying shoes from $15 to $25, 
and keeps him out of the ‘traffic zone’ in 
the regular department.” 


Harry H. Phelan, Jr., Married 


RocHEsTER, N. Y.—Miss Wilmer Sav- 
age, daughter of Mr. and Mrs. George 
S. Savage of Montgomery, Ala., and 
Corporal Harry H. Phelan, Jr., son of 
Mr. and Mrs. Harry H. Phelan of this 
city, were married recently at the First 
Baptist Church in Montgomery. 

The father of the groom is one of 
the leading shoe retailers of Rochester 
and a former president of the New 
York State Shoe Retailers’ Association. 


Attractive Windows 
Stimulate Buying 


TONGANOXIE, KAN.—WNoller Shoe 
Store is profiting by attractive shoe 
displays in its spacious show window, 
on the main street of Tonganoxie. 
While Noller’s specialty is dress shoes, 
in attractive colors and designs, the 
store also sells work shoes to many of 
its customers. Mr. Noller, the owner, 
has developed the personal touch in 
connection with his shoe business. He 
makes a hobby of gaining a knowledge 
of the particular type of business which 
interests his customers, and from which 
they make a living. Hence when the 
patron comes in to try on shoes, Mr. 
Noller can talk as informatively on 
farming, dairying and similar subjects 
as the customer, gaining a point of 
contact which results in increased vol- 
ume of sales. 
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MOC-ABOUTS 
Reg. U. 8. Pat. Of. 
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ed Flexible 
Process. 
NASHUA SLIPPER Cvu., Lowell, Mass. 
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Riding Boots 
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LADIES' 
JODHPUR BOOTS 
10 STYLES IN STOCK 


$910 up 


IN STOCK FOR 
IMMEDIATE DELIVERY 


SEND FOR CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane S?#.,N.Y.C 
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Shoe Dressings 
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CAVALIER POLISHES 


Sold THROUGH SHOE 
TRADE ONLY 
For Your Shoe 
Cleaning Problems 
VISIT THE 
CAVALIER Display 


ROOM 970W 
PALMER HOUSE HOTEL 
NATIONAL SHOE FAIR 
CHICAGO, ILL. 
NOVEMBER 2, 3, 4 AND 5 : 


CAVALIER CO., Baltimore, Md 
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Men's, Boys’, Ladies’ 
$1.30 up 


ARNOFF SHOE CO., INC., 101 Duane S?#.,N.Y.C 
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Workshoes 





STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 
Carried in Stock 


GOODWILL SHOE 
COMPANY 
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NEWFLEX 


Introduce us 
to the wearers, 
We do a JOB as 
good-wili bearers. 
EDGAR S. KIEFER TAN 


TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UINCOWN ST. 


PIGSKIN 


INNERSOLES - COUNTERS - WELTING 


Se er er 


Golf Shoes 


A OF ee 


BUY WAR SAVINGS BONDS AND STAMPS 


$3.60 


AT ONCE 
DELIVERY 


« Brown Elk Uppers 
+ Color Combinations 
+ Goodyear Welt 


eee GOLF SHOES 


Men’s No. er &2 
Ladies’ 


3. 
Send for Catalog—AScO ATHLETIC FOOTWEAR 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 





Hold “Get Acquainted” Party 


Fonp pu Lac, Wis.—A “Get Ac- 
quainted Party” was staged here re- 
cently by Hill Brothers, at which free 
roses were presented as gifts. The 
store invited the attendance of “women 
who have longed for a good-looking 
shoe that is good to the feet.” The 
store’s regular stock was marked down 
for the one-day event. 
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Army Orders Leather Taps 


Boston, MAss.—The local Quarter- 
master Corps announces the award of 
contracts to furnish the army with 
1,200,000 leather taps. Awards to indi- 
vidual companies range from 10,000 
pairs to 394,294 pairs. Sharing in these 
awards are The American Oak Leather 
Co., Armour Leather Co., Cover & Co., 
Eberle Tanning Co., Daniel Forbes Co., 
The George James Co., A. C. Lawrence 
Leather Co., Leas & McVitty, Inc., Penn 
Leather Co., The United States Leather 
Co., and Tanners’ Cut Sole Co. 


Evans Nominated for 
State Representative 


WAKEFIELD, Mass.—George J. Evans 
treasurer of the L. B. Evans & Sons 
Company, was nominated to run for 
State Representative from the 22nd dis- 
trict in the primaries held recently. Op- 
posing him at the election November 3 
will be Representative Joseph Milano, 
of Melrose, and Charles Gibbons, of 
Stoneham. All three candidates are 
Republicans. 

Mr. Evans ran second to Rep. Milano 
and was second highest in a field of 
seven candidates. 

Mr. Evans, a graduate of Suffolk 
Law School, also holds a bachelor of 
Arts degree from Williams. He has 
been with the L. B. Evans company, 
which celebrated its 100th anniversary 
recently, for eleven years. He has been 
chairman of the Board of Selectmen in 
Wakefield for several years. 





Still Going Strong 


Bert Custer, who has represented J. P. 
Smith Shoe Co. in the Southwest terri- 
tory for 41 years, leaves the factory 
shortly for his 82nd consecutive trip. 
He's never missed a single one of his 
“round-ups”. Mr. Custer is hale and 
hearty, and is one of the original of 
“Uncle Jake Smith's Boys". 


Soldiers’ Kits Include 
Shoe Findings 


St. Louis, Mo. — That the average 
American soldier fighting overseas 
wants shoe polish and shoe laces in- 
cluded among his Christmas gifts from 
home was demonstrated in a recent sur- 
vey which the Service Canteen of 
Famous-Barr Company took to deter- 
mine their wants. Making up an over- 
seas gift package, Famous-Barr went 
to veterans of World War I with over- 
seas service, and had each list the 
things he needed most in 1917. Boys 
returned from foreign service for dis- 
abilities were also interviewed. 

As a result, Famous-Barr has made 
up a package containing 26 “personal 
appearance” items which will be mailed 
by the store direct to the soldier any- 
where in the battle areas. Included 
prominently in the list of items are two 
kinds of shoe polish, a complete pocket 
shoe shining kit for preserving leather 
in mud and damp conditions, a can of 
antiseptic foot powder for the preven- 
tion of athlete’s foot, and two pairs 
of durable shoe laces. 

“Most of the veterans we talked to 
complained about foot conditions,” the 
store explains, “and the utter lack of 
polish and laces far away from cities, 
and the problem of keeping shoes in 
shape while marching and fighting 
through mud.” Thousands of the gift 
packages were sold when the store an- 
nounced the methods it has used to 
make up the list of gifts. 


Complete Plans 
For Atlanta Show 


ATLANTA, GA.—Plans are complete 
for the first showing of Southeastern 
Shoe Travelers to be held at the At- 
lanta Biltmore Hotel on Nov. 8 to 10. 
Already 150 exhibitors have signified 
their intention of entering the show, 
said E. M. Cousins, secretary-manager. 

George Bomar, of Blue Ribbon Shoe- 
makers, St. Louis, is chairman of the 
organization committee for the event, 
which is being sponsored by a local 
committee composed of Michael Harris, 
K. Passamaneck, Arthur Schwart, D. L. 
Slann, A. J. Stine, Bland Terry, Oscar 
Thompson and Sol Yudelson. 


Former Assistant Buyer 
In England 


St. Louris, Mo.—Word has been re- 
ceived by W. B. Jackson, men’s shoe 
buyer for Famous-Barr Company, St. 
Louis, that Ronald McEwen, formerly 
assistant buyer at the store, is now on 
active duty in England, attached to 
ground-crew service at the American 
Expeditionary Air Force base. 

Mr. McEwen has enjoyed five promo- 
tions in rank since being drafted early 
in 1941, and is now a staff sergeant. 
Simultaneously with his departure for 
England, news was received that his 
son had been born in California. 
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Low Heels in Spotlight 

St. Paut, MInn.—There is a definite 
trend amnong Saint Paul shoe shoppers 
toward the lower heel, according to 
managers of shoe departments. The 
Emporium department store shoe shop 
finds that the increased amount of 
walking done by women has made them 
conscious of foot comfort. The ever- 
increasing number of women going into 
war work, with the necessity of stand- 
ing long hours has also made a strong 
demand for the lower heel and round 
toe. 
The Field-Schlick shop has noted the 
same trend among its patrons. This 
does not mean, however, that shoe 
beauty has been discarded. Stitching 
and narrow bands of punchwork dress 
up comfortable shoes. Medium low 
heels are tapered, arches are nicely 
curved and careful fitting is accentu- 
ated. 

The Golden Rule recognizes the de- 
sire for lower heels for active duty 
use. Shoes are being shown that have 
softness, flexibility, roomy vamps, but 
which are still graceful and smart look- 
ing. 

Dark brown or black suede, military 
heels with walled toe are shown in the 
shops. Smooth leather oxfords, built 
on slim lines, in blue, black or Turftan, 
are favorites. There are alligator-like 
leathers made into walking oxfords 
with low Dutch heels. 

High heels are still being bought for 
evening festivities, but, definitely, 
America’s busy women are out for foot 
comfort. 


Joins Aviation Service 


MINNEAPOLIS, MINN.—J. B. O’Brien, 
salesman of the Rossman shoe store 
Nicollett Avenue, has gone into the 
aviation service of the United States 
armed forces. His place has been taken 
by L. Olson who has had forty years’ 
experience in the shoe business in 
Minneapolis. 

Rossman’s do extensive radio promo- 
tion of their shoe stock. During the 
winter they advertise daily with spot 
news on two stations. They carry a 
nationally advertised brand. 


New Shoe Shop 


For Famous-Barr 


St. Louis, Mo.—The Famous-Barr 
department store, here, has completed 
anew Paragon Shoe Shop on the fourth 
floor, specializing in inexpensive and 
junior miss styles. 

Remodeling under present material 
shortages was a problem met by the use 
of cream-colored composition board of 
the type ordinarily used for window dis- 
plays or temporary “bargain booths” in 
other departments in the store. The 
new department is completely enclosed 
with this non-essential material. A new 
green rug was added, and seating re- 
arranged to make room for 70 persons 
at top capacity. Various shoe sections 
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are indicated by silhouette cut-out let- 
ters in black at the top of the walls. 
Display advantages include new re- 
cessed display niches at each side of the 
front entrance at eye level, and six 
more of the same size spaced around 
the walls to the stockroom at the rear. 
To add to the cream-color of the walls, 
green fiuorescent lighting tubes were 
used in all display niches, which makes 
black and dark leather shoes stand out 
sharply. Louis Heller is manager of 
the department; Marcus Rice, buyer. 


Show Shoes in Attractive 
Fall Settings 


Kansas City, Mo.—In addition to 
work shoes displayed in the basement, 
the Palace store in Kansas City offers 
three shoe exhibits, in as many sep- 
arate departments, for wide range of 
customer choice. 

On the balcony above the main floor, 
the stage is set for the most discrimi- 
nating Fall buyers. Various displays 
near the entrance to the department 
emphasize the hunting season, minia- 
ture hunting lodges having been cre- 
ated to put over the lodge or log cabin 
effect most convincingly. In each of 
these is shown a replica of one type 
of hunting dog or another, and the 
assortment of oak leaves strewn about 
to make the display more realistic gives 
a most pleasing effect. 

Noticeable in these representative 
displays is the prevalence of service 
strap shoes in tan. Tans predominate 
in all displays here, but there is a 
sprinkling of two-toned shoes for Fall 
wear. Blacks constitute only a mini- 
mum of the shoes shown. The mocca- 
sin-type shoe is in heavy demand, and 
the trend is toward shoes which will 
give the maximum of service and com- 
fort. 

The girls’ and women’s shoe depart- 
ment emphasizes comfort and enduring 
wear. The transition from daintiness 
to durability is accomplished without 
undue sacrifice of attractiveness in 
models shown. 

The Palace Window Displays include 
two windows devoted exclusively to 
shoes. Each of these is built to reflect 
the Autumn influence. Oak leaves used 
in profusion achieve the Autumn effect. 


Takes Place of Men 
In Service 


MINNEAPOLIS, MINN.— When Lorne 
Jackson, who had been with the shoe 
department of Carr’s, 528 Nicollett 
Ave., for several years, joined the 
Army, and his brother Jack, who had 
also been employed by Carr’s for some 
time, went into the Coast Guard, Mat- 
thew Hoffman, veteran shoe man, took 
their places. Mr. Hoffman began his 
experience in the shoe business in Saint 
Cloud, Minn., 30 years ago, going from 
there to Saint Paul. He had been re- 
tired for four years. 
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Bowling Shoes 


SO re 


BROOKS 
BOWLING SHOES 
WILL NOT MARK FLOORS 
COMBINATION SOLES 
Men's High. .$3.40 
Men's Ox. .. 3.35 
Ladies’ Ox. .. 3.25 


BROOKS Shue MFG. 
58th & Market Sts., Pitinsotshia 
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Stroll-Mocs 


i hi eli ei tid 


Men's Leisure Type 
@ TAN ELK UPPERS 


@ FLEXIBLE CON- 
STRUCTION 


@ KICK-OFF BACK 

@ LEATHER SOLE 

@ RUBBER HEEL 

@ HAND-SEWED 
EFFECT 


Sizes 6-12 D Width 
ASCO ATHLETIC FOOTWEAR 


at Once Delivery 
Send for Catalog 


ARNOFF SHOE CO.,INC., 101 Duone St.,N.Y.C 
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Children's Shoes 








MOTHER'S FIRST CHOICE! 
because they are WASHABLE 
Genuine Leather Velvet Soles 


In Stock 
No. 1390-White 
Sizes1-4@.19 


Write for our new Fall circular. 


CHESTER A. VARD co. 
1709 Locust St. Louls, Me. 





























SALESMEN WANTED 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 





ALESMEN WANTED to represent manu 

turer of Women’s Play Shoes and Genuine 
Goodyear Welt Sport Oxfords to retail from 
$3.50 to $4.00. Only salesmen need apply that 
have an established following with the inde- 
pendent high-grade retail stores. . Territory 
available: California, Nevada, Arizona, New 
Mexico, Colorado and New York City. Give 
references and write in detail. Address #674, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


HELP WANTED 


HOE WOMEN WANTED: Experienced in 

selling shoes in family shoe store, who, with 
short training period can assume managemetit 
of popular priced family shoe stores in medium 
size middle Western towns to relieve men about 
to be called to military service. Prefer women 
25 to 40, thoroughly experienced in selling mer 
chandise and dealing with the public. Splendid 
opportunity for capable, energetic and intelli 
gent women who have better than average abil 
ity and interest in a business career. Well 
established, thoroughly responsible company with 
clean cut personnel and management policies. 
Address #675, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


THE SCHOLL MFG. CO., Inc., world’s 

largest makers of Foot Aids, offers excep- 
tional opportunity for a man over 45 or draft 
exempt seeking permanent position. Thorough 
experience necessary. Good salary, broad oppor- 
tunity for advancement; vacations with pay; 
group insurance. Good character and references 
required. Write: O. R. FORBERG, Dept. 15, 
213 W. Schiller St., Chicago, Ill. 


POSITION WANTED 




















TRIPLE ACTION SALE SAVER 
KANT SLIP = 


"HO 49d ‘S ‘N “Bey “W 


New velvety sponge com- 
pound disc. Kant Slips vulcan- 
ize in with cement. Kant Slips 
can be applied and worn in 
3 to 5 minutes. 


Kant Slips do not shorten the 
shoe. Made in parchment, 
Grey, White. Plain package 
@ $1.50 per doz. pr. 


(Price subject to change at any time) 


RATCLIFF PRODUCTS & SALES CO. 
Colurnbus, Ohio 














MANAGER—41; marrjed; 20 years’ retail 

shoe experience, Managing, Inventory, 
stock control, etc., seeks responsible position. 
Presently employed Men’s Shoe Chain. Ad- 
dress #673, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


“DRAFT SAFE” SHOE BUYER AND 
MANAGER! 35 years old; 15 years’ spe- 
cialized shoe experience; now employed, desires 
opportunity in Chicago area or Midwestern 
city; successful record; excellent references; at- 
tending National Shoe Convention. Phone 
Buckingham 4844 or address Box #671, care 
Boot and Shoe Recorder, 209 South State Street, 
Chicago, Ill. 


LINE WANTED 


SALESMAN, experienced, entire United States 

volune accounts; thorough knowledge Hard- 
sole Playshoes and Slippers; stitchdowns, entire 
family; infants shoes; will make investment 
meritous factory. Address #672, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











HOTELS 








A GOOD NIG 
SLE 


GET Af HTS 
il;ennox 


HOTEL 


FOR A GOOD DAY'S WORK 


IN ST. LOUIS 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shees retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








CASH 


Fer Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 

CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 








WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, BEnna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 


IRVIN RUBIN 
“The House of Jobe’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 
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WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


19 N. 4th St Philodeliphic, Po 
Phone MARket 1666 





Open New Store 


ANDERSON, IND.—Establishing a new 
store in an industrial city has been un- 
dertaken here by the Jackson Shoe 
Company. According to .H. Y. Fowler, 


manager and buyer of the firm, the 
response has been very good. 

New modern furnishings were in- 
stalled. Mr. Fowler has had thirty 
years’ experience in the shoe business, 
coming to Anderson from Indianapolis. 








CLASSIFIED ADVERTISING RATES 


The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publicetion “= 
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BOOTS AND SHOES 


Allied Kid Company, New York, N. Y 
Amalgamated Leather Cos., Wilmington, Del 
American Hide & Leather Co., Boston, Mass 
Andrew Geller Shoe Mfg. Co., Brooklyn, N. Y.. 
Arnoff Shee Co., New York City 196, 198, 200, 201, 202, 4 
Arnold, M. N., Shoe Co., So. Weymouth, Mass... .... 2... cece eee w ce eweeeneeeneee v 
Avon Sole Co., Avon, Mass.............. 21 


Barbour Welting Ce., Brockton, Maas... .. 0... cece cece cccescccsessssessvcscess 116 
Baris Shoe Co., Inc., New York City 

Barsh & Ceasar, Philadelphia, Pa 

Bellaire Shoe Co., Portland, Me 

Boyd-Welsh, Inc., St. Louis, 

Brauer Bros. Shoe Co., St. Louis, Mo 

Bristel Pabeies, Ime. Boston, MAGE... . 2... cccccccccccccccccsesesesesesesee eee 
Brooks Shoe Mfg. Co., Philadelphia, Pa 

Brown Shoe Co., St. Louis, Mo 


Cambridge Rubber Co., Cambridge, Mass... 

Camitia Shoe Company, Philadelphia, Pa.. 

Carmo Shoe Mfg. Co., Union, Mo 

Carr Leather Company, Peabody, Mass... .... 2... 6. ccc cence ewe wnnnee 
Casuals, Inc., Los Angeles, Cal 

Cavalier Co., Baltimore, Md 

Charm Magazine, New York City 

Cobblers, Inc., Los Angeles, Cal 

Cohen, B., Shoe Co., New York City. 

Compo Shoe Mach. Corp., Boston, 

Conformal Shoe Company, St. Louis, Mo 
SEPT TTC CT Te TT rer eee 
Coon, W. B., Co., Rochester, N. Y 

Craddock-Terry Co., Lynchburg, Va.... 

Curtis Shoe Co., Inc., Marlboro, Mass 

Curtis, Stephens, Embry Co., Reading, Pa 


Department Store Economist, New York City... = 

Dewey & Almy Chemical Co., Cambridge, Mass... ..... 1... 6 cece ccc cn cnueees 88, 
Douglas, W. L., Shoe Co., Brockton, Mass 

Drew, Irving, Company, Lancaster, O. 

du Pont, E. L, de Nemours & Co., Inc., Arlington, N. 


Einstein, J., Inc., New York City 
Endicott-Johnson Corp., Endicott, N. Y 
Ephrata Shoe Co., Inc., Ephrata, Pa.. 
Evans, John R., & Co., Camden, N. J 


Field & Flint Co., Brockton, Mass 

Fikany Shoe Co., Rochester, N. = 

Florsheim Shoe Company, Chicago, Ill 

Forest Park Shoe Company, St. eee, | Mo 

Freeman Shoe Corp., Beloit, Wis..... RE TR 
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Goodwill Shoe Co., Holliston, Mass..... 

Goodyear Tire & Rubber Co., Akron, Ohio 

Green, Daniel, Co., Dolgeville, N. Y 

Green Shoe Mfg. Co., Boston, Mass 

Grover, J. J., Shoe Co., Boston, Mass 

Groves Shoe Company, Chicago, Ill....... 


Hanan & Son, Inc., Chicago, II! 

Health Spot Shoe Shops, Inc., Danville, II! 
Hermal Shoe Co., Everett, Mass 
Homasote Co., Trenton, N. J 

Hood Rubber Co., Watertown, Mass 
Hubschman, E., & Son, Philadelphia, Pa. 
Hunt-Rankin Leather Co., Boston, Mass 
Hutchinson & Winch Co., Boston, Mass 
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Irvin, Rubin, New York City 


Johnson, Stephens & Shinkle Shoe Co., St. Louis, Mo 
Joyce, Inc., Pasadena, Cal 


Keith, Geo, E., Co., Brockton, Mass 

Kiefer, Edgar S., Tanning Co., Grand Rapids, Mich....... 
Kimel Shee Co., Inc., Los Angeles, Cal 

Kirsch-Blacher Co., New York City 

Kleinert, I. B., Rubber Co., Long Island City, N. Y 
Knomark 5 Co., Brooklyn, N. Y. 

Kreider, W. L., Sons Mfg. Co., Palmyra, Pa 





A complete list of exhibitors at The National Shoe Fair up to press time appears 
elsewhere in this issue. 
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War Workers Demand 
Better Shoes 


MINNEAPOLIS, MINN.—Carr’s, dealers 
in men’s wear at 528 Nicollett Ave., are 
finding a decided reaction from war- 
time buying. The working public has 
become foot conscious. Long hours of 
standing or walking on cement floors 
at war ordnance plants has brought a 
strong demand for foot comfort, and 
workers are buying better shoes. 


Salesmen make a point of suggesting 
the better makes and grades. Extreme 
care in fitting with the comfort that 
follows from well made shoes, flexible 
leathers and shoes built on scientific 
lines are bringing in a new group of 
purchasers. Many workers are not only 
giving the store a big repeat business 
but are bringing in their friends. 

This store is not doing much promo- 
tion, however. Difficulty in getting stock 
has reduced its merchandise, and that 
the daily run of business is sufficient 
without extensive pushing. 

Carr’s shoe department is at the rear 
of the store, divided from other sections 
by a high paneling of dark oak. This 
rich dark wood is used also in the fur- 
nishings of the department, and is ac- 
centuated by the warm red color of the 
carpet. Stock is carried in open shelf 
cases. Long mirrors break the panel- 
ing. 


Store Hour Shifts Expanded 


SAN FRANcIscO — The first experi- 
ment of six downtown stores in keeping 
open until nine o’clock on Thursday 
evenings was so successful that last 
week many additional stores, including 
a number of exclusive shoe stores, join- 
ed the procession, and it looks as though 
the custom will continue indefinitely. A 
walk through a number of the stores 
proved them to be crowded, and buying 
was active, with a large predominance 
of young women doing the shopping. 
The streets were thronged and in spite 
of reduced lighting, the business section 
presented an animated appearance. 

Many stores are shifting their hours 
to 10:30 to 6:00 on all business days 
except Thursday, when they open at 
noon and continue to 9:00 P. M, This 
shift is primarily to ease the peak de- 
mand for street car transportation, 
with a gradual diminution in the use 
of automobiles. 


Named Merchandise Manager 


La Crosse, Wis. — Leo A. Regnier, 
for the past 4 years manager of 
Steven’s, Inc., here, has been named 
merchandise manager in charge of per- 
sonnel at the William Doerflinger Co., 
local department store, succeeding 
Donald Gray, who has accepted a posi- 
tion with the OPA. Mr. Regnier, prior 
to coming to La Crosse, was merchan- 
dise manager and buyer for the Golden 
Rule in St. Paul for two years and with 
the Young-Quinland Co., Minneapolis, 
for six years. 
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Eisendrath Heads 
WPB Upper Leather Unit 


Cuicaco—W. B. Eisendrath, mana- 
ger of the Monarch Leather Company, 
was last week appointed Chief of the 
Upper Leather unit of the Leather 
and Shoe section of WPB. He will from 
now on spend most of his time in Wash- 
ington and will operate from the office 
of Harold Connett, chief of the section. 

Mr. Eisendrath has had prior experi- 
in Washington, having served under 
Bernard M. Baruch and the War Indus- 
tries Board during the last war. 


Huge Display for 
Women’s Shoes 


St. Louis, Mo.—One of the largest 
women’s footwear promotions of the 
year was unveiled in St. Louis recently, 
when Marcus Rice, general shoe man- 
ager for Famous-Barr Company, here, 
showed the complete selection of Fall 
and early- Winter women’s footwear 
styles in the double-arcade windows at 
Seventh and Locust Streets in down- 
town St. Louis—the two largest display 
windows in the store. 

One hundred and sixty pairs were 
shown in the double display, actually 
fewer pairs than have been used in 
previous “mass displays” of this type. 
The reason, according to Mr. Rice, was 
not scarcity of styles and models, but 
rather a desire to focus attention on 
individual pairs. Many pairs were sus- 
pended from the ceiling on invisible 
wires. That this idea pays dividends 
was demonstrated by more requests for 
the shoes thus shown than for others 
in the window. 


Tanners Survey War 
And Post-War Problems 
[CONTINUED FROM PAGE 186] 


plenish its machinery and its inventory 
of raw materials.” 

Thursday’s sessions were devoted to 
addresses on the operation of hide and 
leather price schedules by Bernard F. 
Haley, Acting Director, Textiles, 
Leather and Apparel Division, Office of 
Price Administration; Tanning Mate- 
rials and Machinery by Albert F. 
Hayes, Chief, Tannery Operations 
Unit, War Production Board; hide and 
skin allocation by Lewis B. Jackson, 
War Production Board; and talks on 
the manpower problem and taxes by 
Major Ernest M. Culligan of Selective 
Service Headquarters, and Ellsworth 
A. Alvord, Chairman, Tax Committee, 
United States Chamber of Commerce, 
respectively. 


Heads Community Fund Drive 

Cuicaco—Irving Joseph of Joseph 
Shoe Stores has been appointed head 
of the shoe division for the 1942 Com- 
munity Fund drive now under way in 
Chicago. Goal to be collected in total 
is $3,750,000. Beneficiaries are numer- 
ous Protestant, Catholic, and Jewish 
agencies in the city. 
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Levor, G., & Co., New York City 
Life Magazine, New York City 
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Mademoiselle Magazine, New York City 
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Natural Bridge Shoemakers, Lynchburg, Va 
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Nunn-Bush Shoe Company, Milwaukee, Wis 


Ohio Leather Co., Girard, O 


Packard, M. A., Shoe Co., Brockton, Mass 
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Roberts, Johnson & Rand, Ine., St. Louis, Mo 

Ross, A. H., & Sons Co., Chicago, I! 
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Sehneider Shoe Co., St. Louis, Mo 

Scholl Mfg. Co., The, Chicago, Ill 
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Servus Rubber Co., New York City 

Seton Leather Co., Newark, N. J 

Shaw, M. T., Inec., Coldwater, Mich 

Shoe Form Co., Auburn, N. Y 
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Smith, J. P., Shoe Co., Chicago, Ill 
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Viscol Mfg. Co., Stamford, Conn 
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Vogue Magazine, New York City... 
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Weigert-Dagen, St. Louis, Mo 

Well, M. K., St. Louis, Mo 

Weyenberg Shoe Mfg. Co., Milwaukee, Wis 
Winthrop Shoe Co., St. Louis, Mo 

Wohl Shoe Company, St. Louis, Mo 
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X-Ray Shee Fitter, Milwaukee, Wis 


Yard, Chester A., Co., St. Louis, Mo 





A complete list of exhibitors at The National Shoe Fair up to press time appears 
elsewhere in this issue. 
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